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WHY IS G. I. JOE'S FOXHOLE DIGGER LIKE THE 


RAZOR-BACK SHOVEL? 


\ 
\ 7 | a \ 


both have a center BACKBONE—all the way up! 


When you want to give a shovel greatest strength, longest life and 


light weight, there’s only one way to do it—make it thick up thru 
the center where it gets all the wear and strain, and thinner at the 
sides where other shovels are needlessly heavy. 


This correct construction has made RAZOR-BACK, with its full- 
length backbone and 11-inch socket formed from that backbone, 
the strongest light shovel on the market. And, for even longer life, 
every RAZOR-BACK Shovel is now 


4sSURFA \@e DEENED 


—hammered and cold-worked over every inch of the steel until it 
tests 21/2 to 5 times tougher. Endures the heavy, long-continued 
bending that ordinary shovels just can’t stand. 
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17 GAUGE 17 GAUGE 


The strength of a 13-gauge shovel, 
the weight of a 15-gauge shovel. 
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CULTIVATING... 


Ceaselessly the job goes on to satisfy war’s Among farmers throughout the country, 
enormous appetite for food. In fieldand farm there is a preference for “AMERICAN” ROPE 
yard, rope serves importantly for innumer-_. . . a choice based on the outstanding per- 
able uses, like the drag lines pictured above. formance of this product at every farm task. 


Care Saves Rope ...a Vital War Material 


° AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. * ROPE - TWINE + PACKING - OAKUM 


> ff 
ants © Branch Factory: ST. LOUIS CORDAGE FILLS, ST. LOUIS 4, MO. 
Sales Offices: BALTIMORE * BOSTON © CHICAGO +* HOUSTON © NEW ORLEANS + PHILADELPHIA 























AG reat New Advertising 
Campaign for Vigoro! 


i 
| 
-T Why? 





VIGORO 


Is Already the 
Greatest Name 


In Plant Food! 


food! More people buy Vigoro than any other 
lawn and garden plant food on the market. 
And we’re doing our level best to keep things 
that way! We’re holding Vigoro’s great lead- 
ership with great advertising. Big, colorful 
ads in national gardening magazines and news- 
papers! We’re using them all to tell the dra- 
matic story of how Vigoro produces better 
results! How carefully controlled growing 
tests proved—without a doubt—that Vigoro 
helps produce far greater yields! 


And Here’s Valuable Advertising That 
Can’t Be Bought! 


Word of mouth advertising—the greatest sales 


Sure, Vigoro is the greatest name ,in plant 






medium of all! Through many years, Vigoro has 
brought gardening success to millions of satisfied 
customers who tell their friends about the magic 
of Vigoro! Vigoro’s “talked-about” reputation is 
a real sales asset for you. 


Cash In On Vigoro’s Dramatic, New Advertising! 
Profit by Vigoro’s Famous Reputation! 


Better stock up now. Plan to feature Vigoro— 
the most famous name in plant food. Order a 
good supply ... you'll need it! Order now to get 


it promptly. 
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A PRODUCT OF 
_ SWIFT & COMPANY 
U. $. Yards, Chicago 9, Ill. 


oday’s |Precision 


‘1lomorrow 


W, So precision standards have sharp- 


ened EUX craftsmanship to its highest degree 


of skill and efficiency. Tomorrow when the 
bigger job is finished, this skill and efficiency 


will be devoted to the production of better 


clocks for you and your customers. Co 


LUX CLOCK MFG. CO., Inc., WATERBURY, CONN. 4 
: Sales Division: 
DE LUXE CLOCK & MFG. CO., Inc. 


New York —1107 BROADWAY 
San Francisco—833 MARKET ST. 
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* BUY MORE WAR BONDS 
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THAT’S JANE DUNBAR’S 
COOKING GLASS 
AT POPULAR PRICES 


Here is a PLUS quality, nationally adver- 
tised line, at popular prices, that turns over 
quickly and assures you a good profit. 
Women like Dunbar Cooking Glass because 
it’s pretty, practical, durable and easy to 
clean. You will like it because it sells quick- 
ly and brings new business to your store. 
QUANTITIES AVAILABLE ARE LIMITED 





ae Dunbar is telling your customers, in their "ine 
avorite magazines, about her lovely cooking glass ‘ 
in ads like these. For YOUR Free copy of ‘““Glamour © 


in Glass” send postcard to Jane Dunbar, Dunbar , ” 
Glass Corp., 1202 Payne = Dunbar, W. Va 4a 
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DUNBAR GLASS CORPORATION 


DUNBAR, WEST VIRGINIA 
1107 Broadway, New York 10 * 1836 Euclid Avenue, Cleveland 15 


1556 Merchandise Mart, Chicago 54 


REPRESENTATIVES—BALTIMORE 1: John A. Dobson & Co., 
110 Hopkins Place. DETROIT 26: B. F. Feldner, 1229 Tuller Hotel. 
LOS ANGELES 14: Geo. H. Miller & Son, 656 S. Los Angeles Street. 
LOUISVILLE 2: Geo. R. Espin, 207 Norton Building. NEW YORK 11: 
John L. Pasmantier & Sons, 5 West 20th St. PORTLAND 4: Holt Berni, 
456 Sherlock Building. SAN FRANCISCO 7: Bennett & Johnson Co., 
324 Fifth St. SEATTLE 1: Holt Berni, 102 Terminal Sales Building. 
CANADA: J. K. MacLeod & Company, 90 Sherbourne St., Toronto, 
Ontario. 

EXPORT SALES REPRESENTATIVE: The American Steel Ex- 
port Co., Inc., 347 Madison Ave., New York 17, N. Y. 











THE 10-SECOND STORY OF 


RUBBERLIFE 


Mo special upkeep =” 
. Rot-proof 
« Hugs ory floor 
« Extra resilient * Speeds Ae 
weffic * Preserves floors 
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Heavy-duty 
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Rubberlike is another 
excellent example of 
Bird's exclusive method 
of Controlled Production. 







Bird & Son, inc. * East Wal 


Dllns of ot sie 


THIS 5 MODERN FLOOR RUIMNE 


FOR INDUSTRY 


pole, Mass. 












































HAVE PROVED 
R CAN TAKE IT 





_and Rubberlike is proving 


ctories, hospitals, insti- 
rants. 


The proof is in performance - - 
its worth on heovy- traffic lanes in fa 
tutions, offices, schools, hotels, apartments and resta' 

ion floor runner was scientifically 
it’s rolled down. Use Rubberlike 

e all types of floors from 

ve difficult-to-clean floors 
ain, dirt and snow. Rubberlike is skid-proof 
+ crack, split oF curl even if you 
it again and again. Everywhere 
makes any floor 


This modern compositi 
built to toke it wherever ! 
os a permanent runner to sov' 
heavy traffic weor- Use it to so 
from tracked in r 
and waterproof. It won 

re-roll it, store and use 

Rubberlike reduces costly maintenance, 
safer, quieter, and easier to clean. 
y of Rubberlike. Then try one 
the many users 
for all heavy 


Study the 10-second stor 
roll on your most difficult floor. You'll join 
who hove discovered this modern protection 


traffic floors. 


Rubberlike 
supply house. 
widths 27" and 36". 
East Walpole, Mass. 


can be ordered from your 
No priority needed. Two 
Write Bird & Son, inc., 
for a free sample. 


oo siti 


. Shreveport. La. 
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nn. No. 226 


6 Ft.... $1.25 
No. 228 
8 Ft.... $1.50 
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Check These ) —< 
New Exclusive — 
FEATURES arr 
No. 126 
Quick-change tape con- 6 Ft.... $1.20 
nection enables user to No. 128 
replace accidentally 8 Ft.... $1.45 
broken or worn blades 
in 10 seconds without 
dis-assemblingrulecase. 
Automatic braking ac- 
tion prevents creeping 
of blade even when 
fully extended. 


nwec™ 


Non-friction wind as- 
sures longer tape life. 


New modern design. 
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ARLSON*Stée Hares are scientifically designed and 
built of the highest quality. matérials to give complete satis- 
: faction on “both sides of the counter”—to the hardware 
Ketak Dealers dealer who sells them and to the user who buys them. They 
meet all government specifications. e The modern, handsome 
appearance and easy-to-read graduations will make these supe- 
rior rules favorites on every job. The exclusive Carlson Quick- 
Change Tape connection enables the user to replace an acci- 
dentally broken or worn blade in seconds. e Carlson Steel-Tape 
Rules are built by men who know the rule business from long 
experience. They know the users requirements. ¢ In these two 
models of the new Carlson Steel-Tape Rules are all the stan- 
dard features plus many exclusive fo attri not found in any 
others. e Carlson rules will be aggressively advertised to your 
customers through trade magazines and other channels. You 
can stock and sell Carlson Steel-Tape Rules with confidence. 





Carlson rules will be distributed 
exclusively through jobbers. If 

our jobber has not yet received 
his stock, forward us your order 
together with your jobbers 
name. We will see that you are 
promptly supplied on the usual 
dealer discount basis with full 
transportation charges allowed 
on your initial order. 














MONROVIA, CALIFORNIA 
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This new booklet of valuable hinge information 
has just been compiled and published by 
McKinney. It contains detailed diagrams of 
various types of hinges, important tables of 
dimensions and clearances, proper type hinges 
for wood and steel doors, and other hinge data 
you will want to keep. Your copy is ready. 


Use the coupon. 


Designers and Manufacturers 
of 
Quality Hardware Since 1865 


MCKINNEY MANUFACTURING COMPANY 
1400 METROPOLITAN STREET 
PITTSBURGH 12, PENNSYLVANIA 


Please send me a copy of the new booklet “McKinney Details 
and Data for Hinges.” ; 












The Dobbins Superbilt line includes insecticide sprayers 
and dusters of every ens size and style, both hand 
and power operated—for gardeners, truck farmers, smaller 
fruit growers, and all home owners. Also includes flame 
sprayers (for killing weeds, or disinfecting and steriliz- 
ing) as well as hand planters, and other metal products 
in big demand. Now being nationally advertised in Better 
Homes & Gardens, Country Gentleman, Rural New Yorker, 
Farm Journal, American Fruit Grower, etc. the Dobbins 
Superbilt line will have big postwar consumer demand. 
Make plans now to stock the complete DOBBINS line 
when production restrictions are relaxed to permit in- 
creased manufacture for civilian use. 


DOBBINS MANUFACTURING COMPANY 
DEPT. 201, ELKHART, IND. 


EPENDABILI 
‘3 ee es = 


COMPLETE LINE 


for Postwar Sales 
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6 MOTH-GAS items 

























































— MOTH-GAS 

ef HAIL 

wl ‘ For every: 

Better storage 

— 4 need | 

1and. MOTH-GAS 

line GARMENT . | 

it in- BAGS 

Moth proof and | 

‘ dust proof 
he oe 
























“GAS 
INSECT-spray | 
ficient 1 -™ 
Safe } a 
Every woman is a prospect for one or } Bus. 
! 





} more Moth-Gas items. : 
! 
Write for our catalogue containing complete price list and description of line. 


The Lewy Chemical Company 707-709 sroapway, New York 3, N.Y. 


FEBRUARY 1, 1945 






S build your future 


High Quality Appliances Priced For Fast Turnover 


CONE AE A AE A LOLI LED: eR hie I 


Let’s Face Facts! 
The pent-up demand for appliances 
will be so great, once production is 
resumed, that you will be able to sell 
every appliance you can get regardless 
of make, style, quality or value. 
But a permanent prosperous business 
is not built on sales alone. It takes de- 
pendable trouble-free appliances to win 
customers—and keep them coming back! 
That is why in the future, as in the 
past, every appliance bearing the 
~KeM~ name will be the finest, most dependable that we, with 20 years 
experience in making over 25,000,000 appliances, can manufacture. 


ONLY eee ee ONMARCH OFFERS FOU A COMPLETE LINE!... 
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Backed By 20 Years Experience 


KNAPP-MONARCH 


ar. 
,ic. * 


Only -KM~ Offers You These Four Outstanding Advantages 


1 Immediate Production as 
soon as Uncle Sam gives us the 


green light. 


2 The most complete line in 
the industry. Saves overhead 
by reducing inventory costs. 
Enables you to outdistance 
competition with a complete 
selection of appliances. 


3 Profit-proven,time-tested, 
trouble-free merchandise 
backed by 20 years experience 
in manufacturing high-quality 
appliances, withexclusive items, 
exclusive features that get 
customers and hold them. 


4 Powerful consumer ad- 
vertising reaching 3,500,000 
families each week is building 
customers for you right now. 


Step Out In Front of Competition and Stay There With %M~ 


KNAPP-MONARCH COMPANY 


BENT AND POTOMAC STS. 


e $T. LOUIS 16, MO. 


SPEED VICTORY. KEEP BUYING WAR BONDS. 
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—FROM 2 TO 9 TIMES WITH 
“HANDY PACK” 


“HANDY PACKS" of MILAPACO Lace Paper 
Place Mats and Doilies offer the most outstanding mer- 
chandising idea in paper products in years! ‘These 
sales boosters have increased unit sales for leading 
stores from 2 to 9 times over the usual dime-a-package 
unit—and at less sales effort. 


FOR AN EYE-ARRESTING, 
TRAFFIC-STOPPING 
Paper Goods Display— 
look ahead to using these 
attractive, __ self - selling 
packages. ‘Handy Pack’”’ 
will be your most profit- 
able feature paper item 
after currently restricted 
production is increased. 
Keep it in mind for 
future volume and profits. 









MILWAUKEE LACE PAPER CO. 
1306 East Meinecke Ave., Milwaukee 12, Wis. 
Established in 1898 


SMNitapaco: 
























“Half-brother” 
to a famous CLEAVER 


Yes, sir, Briddell’s splitter is a worthy relative 
to our maybe better-known cleaver. 

Same high-carbon steel, same perfect temper- 
ing, same keen edge and gleaming polish—and 
the same fine balance that makes a Briddell tool 
feel good in a man’s hand. 

Fact is, whether it’s hand tools for meat men, 
fishermen, general hardware customers or 
whomever—Briddell never forgets they’re 
mostly for folks who'll be using them to make a 
living. Makes us more careful, somehow. 


Flag owarded Janvary 4, 1944 Star awarded June 24,1944 


WARTIME MAKERS OF ROCKET PROJECTILES 
KEEP ON BUYING WAR BONDS 


CHAS. D. BRIDDELL, INC. 


Crisfield, Maryland + Craftsmen in Metal since 1895 
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New DWECH Clothless © 
COFFEE FILTER ate 


Pot. Pend. 
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LAST CHANCE! 
Special INTRODUCTORY 


Me 
Brilliant 
, ste J fuutccoior | BONUS OFFER: 
— ; \. re 


DISPLAY- You get a bonus of one DUTCH Filter 

——— DISPENSER with each 1] that you buy. At 40% off 

list, you pay $9.90 per case of 3 dozen. 
You retail them for $18.00, earning 
a@ generous... 


a ¥eete- ) 45% PROFIT! 
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The Modern Practical Clothless Filter 
er- Y 
va DYNAMIC PROMOTION! *& SPARKLING CHINA 
ool 1, Full-color COUNTER DISPLAY-DISPENSER! ... Virtually unbreakable! 
aii | 4 ve window a * SIMPLE, EFFICIENT 

4 e Free consumer literature! 
or . no cloth or paper! 
ay : * SNAPS IN EASILY 


GIANT NATIONAL 
AD CAMPAIGN! 


Life, Liberty, Ladies’ Home 
Journal, American Weekly, 
Women’s HomeCompanion, 
American Magazine, Cos- 
mopolitan, American Home, 
Country Gentleman, Mod- 
ern Screen, Modern Ro- 
mances, Screen Romances, 
True Confessions, Motion 
Picture, Movie Story Maga- 
zine; Real Story, Movie- 
land, Real Romances. 


. can’t fall out!- 
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WE CAN SUPPLY ALL THE DUTCH FILTERS YOU CAN SELL 


J 
HILL-SHAW COMPANY, Executive Offices. 311 North Desplaines Street, Chicago 6, IIlinor 
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STOVES AND: HEATERS 
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Now, Mascot Stoves and Heaters are being heat-engineered for future efficiency and service of a 
degree unknown in pre-war models or those available at present. Now being readied for tomorrow’s 
‘Market is a Mascot Heater that distributes heat evenly for a longer time over the area from floor to 
head-level; and a Mascot down-to-the-floor, 
back -to-the-wall Stove designed to give users 
of wood or coal most of the conveniences of 
gas or electric ranges with many features for 
additional service and comfort. A few heat- 


engineered Mascot Stoves and Heaters are We (Yeo e CHG FUOYVAYHAAEL 


—-s 
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Buy More Bonds More Often 


MASCOT STOVE COMPANY * DEPT. A CHATTANOOGA, TENN. 
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1 Milk at same time every 
milking—milking on an exact 
schedule has a _ favorable 


effect on milk “let-down.” 


2 Have everything in readi« 
ness. Avoid noise and confu- 
sion. Once milking starts do not, 
attempt other jobs atsametime, 


he aed % 5 





3 Wipe udder with cloth and 
warm water (130°F.) containing 
250 p.p.m. of chlorine. This helps 
induce rapid ‘milk ‘“‘let-down.” 





4 Draw a few streams from 
each quarter into strip cup. This 
helps induce rapid ‘“‘let-down” 
and provides periodic inspection. 





5 Next apply teat-cups imme- 
diately. The sooner they arevap- 
plied after using the strip cup 
the better. Avoid loss of vacuum, 


6 Remove the teat-cups at end 
of 3 to 4 minutes. Strip briefly 
by hand or machine. Do not pro- 
long hand stripping. 


NEW YORK 6 
165 BROADWAY 
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THE DE LAVAL SEPARATOR COMPANY 
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YOU CAN BE 
A MILKING EXPERT 


— WITH THE BEST MILKING EQUIPMENT 
—AND THE BEST MILKING METHOD 


) Bon hundreds of De Laval Dealers everywhere . . . you can be 

regarded by the dairymen in your area as a milking expert; 
for as a De Laval Dealer you have the most practical and effective 
solution to the milking problems of dairymen both large and small. 


The De Laval Magnetic Speedway Milker and the De Laval 
Sterling Milker . .. enable you to provide the dairyman with the 
best milking equipment possible to build. 


The De Laval Speedway Method of Fast Milking ... enables you 
to provide the dairyman with the most efficient milking routine . . . 
for herd health . . . production . . . time saving . . . and sanitation. 


And the De Laval Systematic Milker Service Plan . . . enables 
you to maintain the user’s milker at its highest point of milking 
efficiency at all times, 


From every angle . . . you as a De Laval Dealer can be the 
milking expert who has the confidence . . . and the business . . . of 
the dairymen in his area. If we are not adequately represented in 
your area please write to us today. 





The De Laval Magnetic 
Speedway Milker — pro- 
vides fast, uniform and 
perfect milking. 


The De Laval Sterling De Laval Separators — 
Milker— pulsator has skim cleaner, last longer, 
only two moving parts. cost less per year of use. 


SAN FRANCISCO 19 
BEALE ST 


CHICAGO «¢ 
427 RANDOLPH ST 61 












































' 151 tn a Series of Research Reports to Master Painters from the Rubberset Laboratories. 


HOW THICK 18)! 


Waar DIFFERENCE does it make? ... 





It makes considerable difference to painters, as we discov- 
ered when we tested the first, Rubberset Nylon brushes. 

No matter how well a brush wears ... or how evenly it dis- 
tributes paint . . . it’s no good to a master painter unless it has 
the right “feel.” 

This “feel” we found, is affected by the shape of the handle 
and the weight of the brush. But the “feel” depends to the 
greatest extent upon the thickness and the taper of the bristles! 

So we set out to find just how thick — and how tapered —a 
bristle should be! 

Apparently no one had been too curious about this informa- 
tion before and we were unable to find any figures. Instead, we 
set up an intricate measuring procedure and measured thou- 
sands and thousands of bristles! 





The averages are on the opposite page. 

With these figures, it is easy for us to combine the best fea- 
tures of each type of hog bristle into a single man-made Nylon 
brush! Which explains why the Rubberset Nylon has the 
sweetest “feel” and balance that any paint brush ever had! 

Of course, the U.S. Navy is getting every Rubberset Nylon 
we can make now... we're working on their 2nd million. 

But find this page again next month, and we'll tell you more Be 
about the research we're doing to guarantee that you get the 
finest paint brush ever manufactured—when the Navy's through : 


RUBBERSET 
NYLON BRUSHES 


Rubberset Company—56 Ferry St., Newark 5, N. J. 
Factories: Newark, N. J., Gravenhurst, Ont., Canada 
Branches: Los Angeles, Cal., St. Louis, Mo. 












*It depends on where it’s from, 
as you can see from the pictures! 
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Man-made Nylon bristles can be made to conform exactly to the thickness and taper measurements 
which give a Rubberset Nylon brush perfect balance and “feel,” as shown by our research, 






“THE MAN WHO KNOWS SAYS RUBBERSET” 
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Climb aboard the 
Blue Arrow 


and sell more Aluminum Paint 
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Your best customers see it a lot. It is putting a big idea in their 
minds. Better know all about it yourself. 

In nine magazines that are read by men who buy the most paint 
from you, this blue arrow appears in aluminum paint advertise- 
ments. Every recogyized painting contractor in the country sees 
it month after month, In addition, 150,000 superintendents, 
maintenance men, and other important executives of industrial 
companies see it in the magazines they read. 

The blue arrow stresses the importance of getting Alcoa Albron 
pigment, made from 99+ % pure aluminum. And purity IS vitally 
important for best results with aluminum paint. 

So your cue is plain. Be able to supply Alcoa Albron or paint that 
contains this superior pigment. Ask your paint supplier for it. 
Aluminum Company of America, 1984 Gulf Building, Pittsburgh 19, Pa. 





When you buy aluminum paint insist on getting 
Alcoa Albron pigment, made from 99+% 
pure aluminum. Purity is vital for best results. 
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A typical advertisement te industrial . 
executives on aluminum paint. Note the biue arrow. 
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WILL GIVE YOU EXTRA PROFITS! 


Before Pearl Harbor hundreds of hardware and 
paint dealers from coast to coast purchased Holt 
floor machines for rental service. These dealers 
bought Holt precision-built equipment because 
it stands up under the hardest use and abuse, 
gives uninterrupted service year in and year out 
and all without breakdowns or costly repairs. 
They bought Holt polishers, sanders and edgers 
because this equipment is virtually trouble-free 
and built for long lasting, dependable service. 
Choosing Holt gave these dealers the chance to 
make their investment reaily profitable. 

Soon, we believe, Holt equipment will again 





be available to dealers for rental purposes. W hy 
not plan NOW to include this money-making 
service to your store’s business. Holt floor 
equipment will bring many new customers 
into your store and it will add extra profits with 
little effort. A girl, and a phone can easily keep 
your Holts busy! 

A complete promotional program for build- 
ing homefloor maintenance service is now being 
prepared for individual stores and dealers. To 
take advantage of this profitable business in 
your city, please send the coupon below for full 
information and a There is no obligation. 


HOLT MANUFACTURING CO. 


OAKLAND, CALIF. « NEWARK, N. J. 
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The service Cheney 

Nail-Holding Ham- 

mers are giving to car- 

penters, millwrights 

and maintenance men P 

with our Armed Forces GX | oh ON EVERY FIGHTING FRONT 

will be reflected after BS ae, he 

the war in the great , z With the Army, the Navy, the Marines, 

popularity these fine . bs on tanks and in airplanes . . . Diamond 

tools will enjoy in RH ey le | Tools and Products are doing their part 
“et ; to keep Uncle Sam’s fighting machinery 

moving forward. ... They are used on the 

farm and in every essential war industry 
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ft Sag” on the home front. 
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vary ar . We’re doing our best to take care of our 
yh he customers, but war needs must come first. 
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everywhere. 
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HHH: : Z 4 | DIAMOND CALK 
ake CHENEY HAMMER CORP. HORSESHOE CO. 
Factory: Little Falls, N. Y 4622 GRAND AVENUE 
| ae. ; MINN. 





Sales Office: 217 Broadway, New York City 








One of a series of educational advertisements picturing 
disease-carrying insects—enemies of public health. 


ANOPHELES—To this family belong 
the mosquitoes that transmit malaria, 
yellow fever and other diseases. Found 
all over the world, it thrives in hot 
humid climates. 


STOP THE INVADER! 


Pictured is the Anopheles —malaria-carrying type of mosquito. It looks harmless, but 
it is deadly. 


Malaria incapacitated more of our men in the South Pacific than bullets. Once malaria 
is in the blood, the disease can be carried to others by any blood-sucking insect. 


So help stop all the invaders. Sell your limited supply of screen cloth wisely. Encour- 
age your customers to repair and patch, but above all to keep screens tight. Then 
you are rendering a service to public health. 


NEW YORK WIRE CLOTH COMPANY 
500 Fifth Avenue New York 18, N.Y. 


Sell 16 mesh for mosquito protection 








NOT 
YET 
TIME 

TO SWITCH OVER 





We are still 


82% on War Work 


But after the war 
your future GILBERT will offer 


FIRESCREEN SALES oe 


% Srurpy DEPENDABILITY 


Flexscreens made them the fastest-growing 


THE outstanding sales-appeal of Bennett 
firescreens on the market before the war. ee SMART STYLE AND 


Planned improvements in large-scale manufacture 
% Avt-Arounp VALUE 


will increase their values, and make them even faster 
sellers as soon as they can be produced. 


to justify Gilbert’s continued right to the 
BENNETT _ 
P “Clock makers to the nation since 1807” 





REG U. S. AND CANADA PAT. OFF 


SAFETY FIREPLACE CURTAINS 
Outstanding in beauty, convenience, and durability. The Wm. L. Gilbert Clock Corp. 


Sheer curtains of flexibly woven metal hang in 
graceful folds before the fireplace. Permit clear view 2 

of fire. Stop all sparks. And Unipull, the exclusive Winsted, Conn. 
Flexscreen feature, enables you to open or close 


both curtains at one time with one hand. 


Two types— permanently attached and free stand- re 
ing. .. In the not-too-distant future, plan to stock, Keep Your Postwar Eye on a 


feature and sell Flexscreen for profits. GILBERT 


Bennett-Ireland 
Norwich, N.Y. 


Manufacturers of Flexscreens, Basket Grates, Hand Forged Cc L Oo ¢ kK NY 


Cranes, Fireplace Units and Construction Supplies. 
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YOUR CUSTOMERS NEED 
SEED STARTERS NOW! 





CASH IN ON THE 
WINDOW SILL TRADE 









A TESTED NEW LINE OF PRODUCTS 
THAT OPENS NEW MARKETS 


For years gardeners have wanted a simple, tidy 
method of starting their early plants indoors. 
Nationwide sales of the Window Sill Green- 
houses (2 models) prove how well they satisfy 
this demand. 

Cutworm Protectors and Plant Bands are com- 
panion products in this strong line. For quick 
start, order RM-1, an Assorted Case of four 
products retailing at 10c to 29c per item. 
Excellent counter displays for each product. 


RB-22 as Sold 
¢ sic GREENHOUSE Pet 
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L_orver From THESE DISTRIBUTORS | 


Butler Brothers, Chicago 80, Ill.; Baltimore 3, Md.; 
St. Louis 3, Mo.; Minneapolis 3, Minn. 
Vaughan’s Seed Store, Chicago 6, lll.; N. Y. 7, N.Y. 
B Seed Company, Louisville 2, Ky. 

Jos. Breck & Sons Corp., Boston 9, Mass. 
American Seed Corp., Detroit 16, Mich. 

















RM-1 ASSORTMENT INCLUDES - 
et. Pr. 


24 Window Sill Greenhouses .. RB-11 .. 15c 
18 Window Sill Greenhouses .. RB-22 .. 29c 
18 Pkgs. Cutworm Protectors .. RA-12 .. 10c 
6 Pkgs. Cutworm Protectors .. RA-50 .. 20c 












































sored oo ned ~ mat ae 12 Pkgs. Plant Bands........ RA-118 .. 10c 
levoe ynolds Co., Inc., N. Y. 17, N.Y. 
North State Material Co., Asheville, N.C. 6 Pkgs. Plant ES Pe RA-212 .. 10c 
The J. Chas. McCullough Seed Co., Cincinnati 1, O. 
Michell’s Seed House, 518 me nine St., — 5, Pa. 
L. W. Scott Co., Pittsburgh 22, Pa. aan OP) 
m Ry mes © Phiadsighis 5. re. BIRD SINCE 1795 BIRD 
aughton Farms, Inc., Waxahachie, Texas GREENHOUSE 
Botzum Seed Company, Cleveland 15, Ohio yn ey GROWING 
Caverhill & Learmont, Toronto, Canada AIDS 
Geo. Keith & Sons, Toronto, Canada INDUSTRY 




















Dupuy & Ferguson, Led., Montreal, Canada 











Plant Bands 





Asphalt Shingles 
Sub-irrigators 


BIRD & SON, inc. EAstT WALPOLE, MASS. Pas name rake Gh ok Ponte 
NEW YORK SHREVEPORT, LA. CHICAGO, ILL. ee ee 






Cutworm Protectors 


Shipping Containers 
Fibre Pots 






Seed Starter Sets 
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War commitments continue to 
control much of our production. 
Of the Parker Small Hand Tools 
which you have requested, only a 
few are again available. We wish errs 
there were more and that deliveries wa ee 
could be speeded. Every effort is being tk « 
made in that direction, and to offer you Sat 
the new quality tools in greater variety : 
which will bear the Parker name postwar. 
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? 
' MANUFACTURING CO.. 
/ WORCESTER 1, MASS. 
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Your Widest Choice 


in Scythestones 


, IN ADDITION to the six types and 
shapes. shown in the 497-A Scythestone 
Assortment, 


9 OTHERS ARE AVAILABLE, 
many of them popular since 1823. 


If your customer wants a 
coarse “grindstone” grit, 
suggest a Western Red End; 
if he wants a stone to give 
a keen edge for cutting 
grass with fine, tough 
stalks, there’s the 

Black Diamond or 

the Indian Pond. 


But Avoid Disappointment 
Order Now 


* $5.05 west of Denver 





BEHR-MANNING 


(Division of Norton Company) 


TROY, N.Y. 
Also Coated Abrasives Since 1872 
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| STANLEY HARDWARE for the 
24 SUPER MARKET BUILDING 
* 
makes friends 
for you! 
Sted ~~ ae The overcrowded condition of 
ale oie i 2 ace is even the larger super-market build- 
“3 ae = i ae ings today is an indication of coming 
5 - ee ng large scale construction along this 
7 S line. And such building immediately 
—_— ee = suggests Stanley — the Hardware that 
ceeaLemiaaamimediaisdamss is, above all, durable. 
= aa x ome — For you, the Stanley dealer, it will 
—— _|——} "anu, be a real opportunity to sell extra 
‘hes ms Shige sf ond heavy door butts — sturdy window 
nd : ee  Spapal NP essuseesd If accessories — cabinet hinges, knobs 
ne _ POETS Wiha = i A and drawer pulls — and other items 
oe Ss / of the complete Stanley line. The 
years of continued satisfaction to 
building owners will be a mighty 
asset to you in making sales and prof- 
its. The Stanley Works, New Britain, 
Connecticut. 
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ADD READY SALES 
VOLUME WITH AN 


ECLIPSE PLASTICS 
DEPARTMENT 


S27 


These popular Eclipse San 
DURO Plastic Utilities will add extra 
sales and profits. Write for details and prices. 


New San DURO Plastic BABY’S DINNER SET 


TUMBLER 
CEREAL BOWL 


DINNER BOW! FORK — KNIFE — SPOON 
@ Attractive, colorful 6-piece set designed by child 
specialists to aid child training and feeding. Advertised 
in PARENTS’ MAGAZINE. Colors—red, blue, pink, ivory. 


San DURO Plastic Tray Sets in Colors! 
“Rumpus Room” Trays 


Gift set of 3 trays in 
assorted colors, popu: . 
lar for beverage and 
sandwich serving. At- 
tractiveiy packed. 


Bridge Table Trays — Packaged set 
of 4 trays specially designed to hold 
beverage glass and ash tray. Ideal 
bridge prize and all-season gift. As- 
sorted colors — red, white, bive. 


ee 


MOULDED PRODUCTS C0. ¢ 


5154 North Thirty-Second Street + Milwaukee 9, Wisconsin 4 


4 sAASHE PRODUCTS AND cusTom.moULOERS Fos: iL INOUSTIN 
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Every day" we are repeatedly asked this 
: “When can I get some Pris- 
cilla Ware?” 


Owing to recent developments on the 
western front, your answer to this ques- 
tion is as good as ours. Today, Leyse 
manufacturing facilities are devoted to 
essential war production 100% . . . and 
will continue to be just as long as there 
is a vital need for the various types of 
military equipment we make. 


So Priscilla is waiting, too . . . wait- 
ing for the day and the hour when we 
cam once more turn to making alumi- 
num sauce pans, double boilers, tea- 
kettles, fry pans, roasters, percolators 

. but why go on? The mere mention 
of these ‘ ‘things to come” may prove 
an aggravation at the moment . . 
although destined to provide a highly 
agreeable source of profit when the 
“waiting days” are over. 


In the meantime, BUY MORE WAR 
BONDS ... and then buy more! 
Priscilla will be waiting for you when 
Victory is won . . . more glamorous 
and attractive than ever. 


Leyse Aluminum Company 
Kewaunee, Wisconsin 
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Drafting, Reproduction, Surveying 
ste t and Materials 
Jes, Measuring Tapes 


FEBRUARY 1, 1945 


Still young at 99.. 


It is really worthwhile to use a permanent tracing paper, for 
you-never can tell when an old drawing may have to be con- 
sulted or reproduced. In many drafting room files there are 
drawings on ALBANENE that are years old, but are still in 
perfect condition, and should stay that way for 99 years or 
more. Protect your designs, your inventions, your business 
itself—use ALBANENE! 

ALBANENE Tracing Paper is treated with Albanite, a 
crystal-clear, unaltering synthetic developed by the K & E 
Laboratories. So far as the most severe tests show, it should 
last almost forever. The paper itself is 100% white rag stock. 
The Albanite not only makes it ageless but éxtra transparent. 
And because ALBANENE stays white, it gives strong, con- 
trasting prints. It’s fine to work on too, with pencil or ink— 
keeps clean and takes erasures well. Comes in rolls, sheets, 
and pads. Write on your letterhead for sample sheet. 


REG. U. 8. PAT. OFF. 


KEUFFEL & ESSER CO. 


NEW YORK + HOBOKEN, N. J. 
CHICAGO « DETROIT . ST. LOUIS . SAN FRANCISCO . LOS ANGELES - MONTREAL 
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EVERY SCREW DRIVER BRANDED 
AND WARRANTED 


Note These "DeLuxe" Features 


HANDLES 
® Extra Large 
® Sure-Grip, Deep Flute 
© Two-tone Unbreakable 


Amber 
BLADES 

®@ Full Ground 

© Mirror Finish 

® Oil Tempered Steel 

JOBBERS: Write for Catalog Pages for 
Salesmen's Use 
DEALERS: Fuller Line is Stocked by 

All Leading Jobbers 


et ene FULLER TOOL CO. 
A. E. Fuller, 16 Hudson St., New York 13, W. Y. 207 W. 25th $ 
Lynn-Paul Associates, 219 No. Jefferson St., Chicago, III. New York 1 25 
Fuller Tool Co., Ltd., 645 Wellington St., Montreal = 
M. M. Davis, 6724 No. Smediey St., Philadelphia 26, Pa. 
Hardware Agency Co., 89 Broad St., Boston 10, Mass. 





GENERAL 


POWER AND HAND SICKLE GRINDERS 
KEEP YOUR FARM TOOLS NEW 


Increased harvests are as important as guns and airplanes this 
year. Our country needs foods . . . more and more of them 
to keep in fighting trim. "General" power and hand Sickle 
Grinders will help produce more by keeping hard-to-replace farm 
tools in fighting trim. Buy from your regular jobber. 


SICKLE CONES POWER SICKLE Bc 


vanig & Be oh. 
GRINDER ~~ 
Clean, sharp cutting, true 1 \stild HAND SICKLE GRINDERS 
running, perfectly leveled. 4 boomy general utility > 4 
Made from high quality rinder for all farm work. Sturdily built for long usage. Accurately ma- 
; arpens six sections at a chined gears and pinions. Electrically fused 
i ones. 


ool ined. All sines time. Vor Flat belt drive. sickle c 


GENERAL HARDWARE COMPANY 


a6ere W. PIERCE STREET MILWAUKEE, WISCONSIN 
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We say leading dealers because we know 
from experience what it takes to make a 
success in this business. If you can qualify, 
the sky is the limit. If you can’t, there is no 
point in-kidding you br ourselves. 

Briefly, here is what Delta Homecraft 
Power Tools offer to the right kind of dealer: 
Good profit on a large unit of sale. 

High rate of turnover. 
Continued repeat business. 
Large volume of sales of accesso- 
ries and related items. 
Creation of additional store traffic 
Now let’s see what we mean by the right 
kind of dealer: 





Does This Describe Your Store? 


1. Location in city of 5000 or more. 
. Satisfactory financial rating. 


. Desirable location. 

. Adequate store traffic, 

. Facilities for display. 

. A stock of hand tools. 

» Ability to reach logical prospects: 
homecraft hobbyists, upholsterers, 
cabinet makers, etc. 

. Freedom from conflict with any 
established Delta dealer, 











The Market Opportunity 


We think it is tremendous. There is a magic 
something about these tools that built this 
company in a few short years from a back- 
alley shop to its Bears position as the 
world’s largest maker of this type of equip- 
ment. The war has only interrupted a great 
wave of interest in power tools for the homes 


Recently we ran a contest on post-war 
home shop plans. It wasn’t easy to enter. Yet, 


thousands of ge entered, told us what 
they want to buy. We interviewed men all 
over the country, found that a surprisingly 
high percentage of them know Delta tools, 
want Delta tools, and plam to buy Delta 
tools. In short, they are hot prospects for 
Delta dealers! And tens of thousands have 
written for a little booklet we offered. 


Why Delta? 


Why is there any special value in the Delta 
franchise? Why not some other line? First 
of all, because Delta is the acknowledged 
quality leader. You can sell Delta tools with 
pride and back them up with confidence. 
They’re accurate, dependable, and safe. Right 
now they’re standing the test of punishing 
war production in thousands of plants all 
over the U. S., on ships, and in foreign lands. 


Delta Backs You Up 


Big color ads in mass magazines (like This 
Week and Parade), full pages in the “fan” 
magazines (like Popular Mechanics, Popu- 
lar Science, etc.) carry the Delta story to 
millions of readers every month. A big pro- 
gram of dealer display, advertising, pro- 
motion material is now in preparation. 


Delta Protects You 


By restricting franchises to a limited num- 
ber of qualified dealers with reasonable ter- 
ritorial protection, by refusing to sell direct, 
by referring inquiries, Delta makes it worth 
your while to go all out in establishing your 
store as Delta headquarters. 


Get the Whole Story 


If you have what it takes to hold a Delta 
franchise, you are passing up one of the 
biggest opportunities in the hardware field 
if you don’t act now. The sooner you get 
lined up, the earlier you can have merchan- 
dise when the necessary materials are released. 

Write today. Tell us you want full de- 
tails on the Delta dealer franchise prop- 
Osition. 


THE DELTA MANUFACTURING CO. 


7528 EAST VIENNA AVENUE MILWAUKEE 1, WISCONSIN 
29 
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OEX-SCRO 


An Improved 
“STRONGHOLD” 

Multi-Use 
Multi-Drive | 
Fastener = 


_A SLEEK new product 


that has many outstanding me- 

chanical and use advantages 

over ordinary machine screws Sl 
—little brother to the match- - 

less STRONGHOLD cap screw. a ee 
* Cold forged, free from in- 

ternal stress and strain. 

® Thread points are machine 

chamfered for easy starting. 

© Heads are trimmed to close 

tolerances; sharp corners of 

heads assure longer tool life. 

¢ Heads chamfered with 

washer face underneath. 

© Ideally suited for power or 

hand tool application; can be fate 
driven at any driving angle ‘ be came 
without damage to screw 

head. 

e Will stand tremendous 

amount of driving torque 

without damage to head. 

® Easily accessible from either 

top or side in hard-to-reach 

places. 

¢ Machine screws and set 

screws made in lengths from 

%” to 12”; diameters, No. 6, 

8, 10, 12; coarse or fine 

thread. 


Ask for Free Samples 
MANUFACTURERS 
SCREW PRODUCTS 


231 WEST HUBBARD STREET 


CHICAGO 10, ILLINOIS 
PHONE WHITEHALL 4680 
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Just as soon as 
UNION and VICTORY | 
shut down on Fighting Tools! 


Just as soon as we can switch our ex- 
panded facilities from fighting tools to 
hardware and sporting tools,— 


You'll have a greater line of UNION 
fast-sellers, replete with new features 
to expands your Profits on UNION. 


Roller and Ice Skates 
Fishing Tackle 


*Chisels and Screwdrivers 
*Hack Saw Frames 


Gun Implements 


* Available on Priorities 


HARDWARE COMPANY 
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How to 
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Fuel Shortas¢ 


orn It, there’s probably going to 
aylor Barometer 











heat out 






now oo | help you squeeze, extra 
, oil, or £85 For instance? 


IRY'| 
pols! 




































ir ex- 
ols to 
| 2 heot e in an apartment, ; “Get to know your furnace better - 
NI don’t ope windows when YOU can turn off radiators- ing con Your coal or oil de mpany 
ON If you own your home, insulate. You'll save up ‘© 0 will be glad to give you valuable fuel saving tips if you 
in fuel bills and be warmer too (and cooler in summer). ask them. For examp!© that old fashioned thrifty tric of 
tures Ss ang windows also pay. dividends. (Helpful sifting, the ashes may Tep4y you in genuine nuggets of 
ry lowering a rope): pure com ! 
NION. | " “ 
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on possible fuel savings through the use of 
plant. From the power plant right 

3 control systems Can save 

Ask your Taylor 


in your 







he’ i 
F through the factory, proce 
and power in hundreds of way®- 
sneer. Taylor Instrument Companies, Rochester, 








ermometet registers 
arst”. If you haven't enough Taylor steam 
try your dealer, Field ns 
N. Y. an Toronto, Canada. 









KEEP ON BUYING 
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@ A new idea for 


; rer 4 * CORNERS cleaning and dusting— 
> : RETAILS 
= k ov J not rags, but soft, ab- 59 
BRUSH-TOP ; cubed, downy YARM FAST AT... ¢ 


SPOT REMOVER »’ |F ie tes 


the dust, eats up the 


1Ocat25¢ @ | ae on ee 





sive to use, you throw it 
away when finished. 


TRY IT YOURSELF 


@ SafeWay Brush Top Spot Remover is preferred because of its Send for 
Brush Top applicator, its non-explosive fluid in a spill-proof bottle, , 

ready for instant use. Thousands of packages sold every day before FREE SAMPLE 
the war-—more thousands used today by men and women of the ™ Your store name on a 
Armed Forces—and still more will be sold when the war is won. postcard will bring Big 
Plan now for your share of profitable Safe Way sales. Write fordetails. ple Package F 


SAFEWAY CHEMICAL COMPANY KAUDERS - STEUBER co. 


6920 Lorain Avenue Cleveland 2, Ohio oe 
221 WN. LA SALLE ST., CHICAGO 1, ILL. 





AVAILABLE NOW 
IS PROFIT 
DOW MISS Tr eryNIT y/ 





8-PLACE 
Xs FOLD-AWAY 
A quick seller that is in great CARD TABLE 


demand. Protects and renews 
beauty of floors, woodwork, 
linoleum, stairs or furniture. 


Palladium PLASTI-KLEER 
products also come in approx- 
imately 100 different... and 
beautiful colors for walls and 
floor finishes. Liberal discounts 
to distributors and dealers. 
Attractive advertising displays 
and material. 


® Folds Fa | to 


Retails at c Ts clever new convenience for 1 players ome *! inches 
—— a is the biggest selling, fastest moving game _ |e Easily skied: 
table in leading stores everywhere. Porta-Poker minimum space 


@ Official size, 4 


is the all-purpose portable playtable for small foot diameter ... 
— apartment, den or recreation room. This is a new, @ Green felt play- 

improved model. Attractively finished, substanti- |, 5“ a re 

ally made, sturdy leg construction. Nothing to tip holders for 


and ash- 


TRANSPARENT PLASTIC COATING loosen or wear out. May be sold with complete | fasy* ™ 
satisfaction. For year-round profits, it will pay you @Mahogany- 
stained, alcohol- 


for Floors, Woodwork or Furniture fo feature Porta-Poker! LIST PRICE $34.50. | stained. al 
mm MAIL THIS COUPON TODAY om pa fora fog innwsek 
UTICA PLASTIC CO., 227 Oriskany St., W., Utica 2, N.Y. RA.2 
| Please send me complete information about your PLASTI-KLEER j HOME EQUIPMENT MFG. co, Dept. H-3 663 N. Wells St, CHICAGO 10, ILL. 
Plastic Coating and other finishes. World’s Largest Manufacturer of Portable Game Tables 
Name ie : ainia Middseneccgaese Stns _—— i 
| Firm... 
Address................ , 








iH se a Garden |e, nL 


j ' 
AS ADVERTISED IN 21 NATIONAL MAGAZINES 
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‘yt | EVER 
BUILD AGAIN... 





ILLIONS have said it,and millions 
Williamsburg design more will be repeating it so long 
ss caypapys nor as builders’ hardware is selected to stay 
within a too meager allowance 

Most people buy builders’ hardware 
only once. Unfortunately, too few will 
“pay the fiddler” for their false economy 
and replace cheap, unsightly hardware. 
Instead, they continue to curse it, and 








FOR ENDURANCE - - SELL WROUGHT OR CAST BRASS AND BRONZE 


FOR DESIGN AND WORKMANSHIP - - SELL 











J | 
Reais. tes oa? i 
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you, too, because you sold it to them. 

This bugaboo of inadequate a/lowance 
has deprived you of the sale of good 
hardware long enough. Forget it and 
convince your friends of the wisdom of 
investing a few extra dollars in lifetime 
satisfaction. 

Russell & Erwin Manufacturing Co.. 


New Britain, Connecticut. 


Russwill 


DISTINCTIVE HARDWARE 





Military needs must have the right-of-way. 
The demand by the Armed Forces for Athletic 
Equipment, together with an acute shortage 
of essential raw materials, have created pro- 


duction difficulties. 


It is our hope that with the release of vital 
raw materials increased production will again, 
in the near future, provide a surplus for our 


distributors’ needs. 


Remember that the Athletic Equipment at 
present not available to you is doing double 
duty with the Armed Forces on the home front 
and in every far-flung outpost of the world. 


THE DRAPER-MAYNARD CO. 


400 VORK STREET CINCINNATI, OHIO 





DISPLAY ’EM 


Nationally fidvertised 
WHITNEY atrinco GRASS SEEDS 


are a Springtime "Natural" 


Get ready NOW for more lawn seed customers this spring— 
with the Pew that builds good-will and good lawns! "That's 
boge Grass Seed, superb mixtures produced by careful blend- 

. aes. Please your customers every time with 
dss quality seede—to gl profit! But—don’t get “‘too little, 
too late”’—order plenty of Whitney seeds NOW—set up an at- 
tractive Whitney display. Then, teamed with powerful Whitney 
national advertising you'll profit and profit! 


WHITNEY SEED CO., Inc., BUFFALO, N. Y. 




















{ CHATTANOOGA 3 
EUMBEMENT AND avelsbie on'1S45 
MANUFACTURING ROYAL GAS HEATERS. 


Chattanoogs, rrr aT. alte 
Tennessee / 
\ / 

















1 s 4 § 
Write TODAY for large FREE eS } 
catalog and dealers prices of 

Poultry Farm Equipment Line 
(375 items) that will increase 
your sales and profits! 





















































quickes 
the Cre 
Shelvac 





Everything from Leg Bands 
to Prefabricated Buildings 


HARDWARE AGE 


Another Customer, 
Jackson— 


Show her the Door / 


Is that a sensible way 
to make a sale? You bet! It’s 
the quickest, surest way. 














Jackson: A refrigerator, madam? Jackson: Ah!—that’s the big Crosley plus— 
Naturally you're interested in one usual features and engineering developments. the patented, exclusive Shelvador*! Notice 
that is really complete<right up to Both are the same size—both are filled with the that I have stored this extra boxful of 
the minute. “same amount of food. food in the Shelvador*. 








Customer: Of course. I want the Customer: They do look alike except for the Customer: Perfectly marvelous—why, it’s 
most modern one you have. doors. What are those shelves on that door? like opening the door to two refrigerators, 
* Reg. U. S. Pat. Off. 











SEEING is believing TT. 1 = 
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The “right-before-her-eyes” demonstration is the 

quickest, easiest way in the world to sell a woman 

the Crosley Refrigerator with the patented, exclusive 

Shelvador*, Show her—as “Jackson” did—the con- 

venience, the econo- 

onpmaay COMPLETE! my of all that extra 
front row space! 


JUST REMEMBER 

to point out that the 

Crosley has every 

modern improve- 

ment and develop- 

TWICE AS MUCH mént in home re- 
FOOD TO THE FRONT ‘ frigeration Pius the 
WITHIN EASY REACH Shelvador* — that 
brings twice as 

much food to the front within easy reach. No re- 
frigerator is truly complete or modern without it. 


GROSLEY 


THE CROSLEY CORPORATION, CINCINNATI, OHIO 
2 | 4 , Every Shelvador* owner joins your sales force! One woman tells another 
—sells another. She convinces her friends just as you convinced her—by 
ing the tremendous difference a Shelvador* makes. They'll want one 

—they’ll want to know where she bought hers. That means you. 














Radios : Radio-Phonographs : FM : Television * Short Wave : Electronics : Radar : Refrigerators : Housebold Appliances : The Crosley Car : Home of WLW, “The Nation's Station” 
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WHEELBARROWS — LAWN ROLLERS — CON- 

CRETE CARTS—SALAMANDERS — DRAG 

SCRAPERS — MORTAR MIXING BOXES — 
MORTAR BOXES 











DEPENDABLE SERVICE—Always 


Long experience—extending back over a period of 
sixty-eight years—proves that Jackson products can 
be depended on for design and construction which 
result in their meeting the most exacting needs of 
your customers for utility, convenience and long life. 


There is a Jackson Wholesaler near you to render 
prompt service. Ask us for. details. 





STOPS SLIPPING BELTS ’ 
NEATSLENE CO. OMAHA, NEBR. 


NEATSLENE 
(3 STICK BELT DRESSING 



































Est. 1876 


JACKSON MANUFACTURING CO. 
HARRISBURG, PA. 








Made in three grades. Pure—Prime—Ne. ! 
Seftens—Preserves Leather 


Seld by jobbers everywhere. Inquire of salesmen 


NEATSLENE COMPANY 








OMAHA 8, NEBRASKA 




















(all WITH BEVELIN 


Carpenters, woodworkers, and maintenance men go for this handy, 
fast cutting plane that accurately planes hard or soft wood 10 times 
faster than a hand propelled jack plane. Operator simply guides 
the plane across the work. The plane makes cuts up to '/g" deep by 
24" wide. Cutter is easily adjusted while planing 0” to '/". Plane 
is full ball bearing mounted with grease incased gears, trigger switch 
and comfortable handles. A beveling fence can be supplied for fitting 
sash and doors. Nationally advertised in leading trade magazines. 


Ask your Jobber or write direct 
MALL TOOL COMPANY 
Pe 7702 South Chicago Ave., Chicago 19, Ill. 
PORTABLE | 
Affe) POWER TOOLS | 
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HERE'S WHAT THEY WANT 
IN SPRING are 


NATIONALLY ADVERTISED 
SPARKLING DISPLAY MATERIAL FREE 


ASSOCIATED SEED GROWERS, Inc. 


Atlanta Z 
ealetaal ©li AA iit rf . >a 


JEROME B. RICE SEED CO., CAMBRIDGE, N. Y. 


HARDWARE ‘AGE | 
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There must be a reason 


for National Hardware popularity 
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Architects, contractors, builders 
and homeowners throughout the 
United States have shown a definite 
preference for National Hardware. 
This wide popularity has been 
built up through the many years 
this quality hardware has been 
serving the trade. 


Highly competitive markets often 
raise the standards of quality for 
dependable products. Only the 
best survive, while cheap, shoddy 
merchandise quickly loses its 
sales appeal. 


National 


BUILDERS’ HARDWARE 


This extensive line has served the 
building trade faithfully, and plans 
are being completed for an even 
greater service in the postwar era. 


When peace is once again estab- 
lished the building of homes will be 
foremost in the postwar activities, 
providing employment formillions. 


These homes of the future can de- 
pend upon the National Line of 
Builders’ Hardware with its new 


additions to amply fill every need. 


Many of your immediate stock re- 
quirements may still be supplied. 
Write today for full information. 


STERLING 


National EE Co. fiunors 
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SYMBOL OF MASTERY. .. Know-How is one of those typical American expressions 
that covers a lot of ground. It means experience, insight, imagination. It means living 
with your work until you know it inside and out... until you have completely mastered it. 
Over 110 years of making fine locks have certainly given the Eagle Lock Company a 
maximum of know-how to build the new, modern-styled products that retail customers 
want and that are profitable to sell... Supplementing products of this kind are Eagle’s 
aggressive, \down-to-earth sales policies, one of which is the strict jobber distribution plan. 


THE EAGLE LOCK COMPANY K Nig 


Subsidiary of Bowser, Inc. 
America's FIRST Lockmakers 
217 Eagle Street « Terryville, Conn. 


HARDWARE ACE 





FOR YOUR POST-WAR_NOTE BOOK 


KEEP BUYING WAR BONDS 





KEEP THOSE YOU BUY 
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WATCH SNELL! After a we 
will supply auger bits o same 
high quality as always, in a modern 
package on new modern 
on ai in our recently enlarged 


“2. VACO 


SCREW DRIVER 


with Shock-proof and Break-proof 
AMBERYL HANOLE 
to fit 


EVERY HAND 
and EVERY JOB 


rage 
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* 325 E. ONTARIO ST. » CHICAGO 4, ILL. 
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PARALLEL ACTION TOOLS 
Give Wlore Power to You!” 


THE WM. SCHOLLHORN COMPANY 


Shelton 


Smoothing the way to Victory! 


We are justly proud of the part 
Shelton Planes are playing in 
bringing victory closer. Shelton 
Planes are meeting the demand 
for rugged, precision-built tools 
on our many fighting fronts. 


Peace will see Shelton 
Planes even better designed, 
finished and packaged. 


ALWAYS BETTER VALUE! 


SHELTON PLANE & TOOL mre CO 
SHELTON, CONNECTICUT 
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EVER YTHING’S UNDER CONTROL 
WHEN JUSTRITE 


Smart dealers everywhere are stocking Justrite Safety Prod- 
ucts...for customers who want the best in safety and service 


insist on Justrite. 
Justrite Safety Lanterns and Flashlights turn night into day 


ORS CAS SS SE ..-are safe on hazardous. jobs. 
Justrite Safety Gasoline Cans give 
maximum protection in the handling 
and storing of flammable liquids. 
They’re easy to handle . . . convenient 
to pour, fill and carry. 

The Oily Waste Can is the safety 
approved container for oily danger- 
ous waste. ; 
These efficient, economical heavy duty 
cans protect man and property from 
the hazards of fire. 


APPROVED FOR SAFETY 

Justrite Safety Cans and Containers 
are approved, inspected and individu- 
ally numbered and labeled by Under- 
writer’s Laboratories, Inc., and are 
stamped with the safety approval of 
the Associated Factory Mutual Fire In- 
surance Companies. 


JUSTRITE HANDY SAFETY FLASHLIGHT 
The new 3-cell flashlight that’s won in- 
stant approval. 1500 candlepower beam 
with all the Justrite Safety Features 
“sealed-in” a plastic case that weighs less 
than a pound. This mighty midget fits in 
the palm of the hand, on belt clip or 
stands alone. 


JUSTRITE FOR SAFETY 

This model No. 17-S Flashlight and the 

Safety Lantern, model No. 44-S at left, are 

approved for safety by 

Underwriters’ Labora- . 

tories, Inc. U. S. Bureau 

of Mines and the Bureau 

of Marine Inspection... 

your guarantee of safety 

.. + Justrite Model No. 17-5 


TWIN-BULB ELECTRIC SAFETY LANTERN 
The all-purpose safety lantern with the “kick- 
out” bulb socket that ejects a broken bulb. A 
flick of the switch moves the reserve bulb into 
center position instantly ... your protection 
against light failure. A fixed guard protects the 
face of the lantern. A movable guard, that also 





Model No. 44-S 
Model No. 32-S 


JUSTRITE SAFETY HEADLIGHT LANTERN 
The super-powerful headlight with 





the adjustable, moisture-proof head- 
band. Battery case is carried in the 
pocket or clipped to belt. Uses 4 stan- 
dard flashlight cells. 








acts as a base, allows the light to be adjusted 
at any angle. All parts are made of the finest 
material for rugged service . . . Justrite, 


See your Jobber or write for information and prices on the complete line of Justrite Safety Products. 


JUSTRITE MANUFACTURING COMPANY 


2063 N. Southport Ave., Dept. A-3, Chicago 14, Illinois 
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[ we'se DOUBLED the ACTION- 

You'll DOUBLE Your SALES 
nite. Ales 

New “DOUBLE ACTION’ 


EASY 
DUSTER 


The ACTIVATOR 


causes a small 5 
“dust storm” inside wv a, ae 
the duster body so A CROP-SAVER AND A BACK-SAVER 





that a uniform 4 Insecticide powder may be easily applied most 

dust cloud is Z a effectively under low growing plants without 

expelled thru waste and without stooping. Duster barrel 

the discharge absorbs moisture from powders and thus pre- 

tube vents caking and clogging. Light in weight and 
smooth in operation. 





White for dealer circular today! 
THE AMERICAN SPECIALTY CO. © AMHERST, OHIO 








_ WERE PUTTING OUR FEET ON YOUR DESK / 


W. mean the few square feet of floor 
space you devoted to Bissell Sweepers be- 
fore the war. We’re putting them on your 
desk now to remind you that: 


For years, Bissell out-sold all other 
sweepers combined— with quick turn- 
over—and at assured margin, Fair We, of P 
Trade prices (no price cuts... no 36 


markdowns)! sa 
12 


Good reason why it will pay you to reserve ws 


a good traffic location in your post-war 12 
store layout for the few square feet it 
takes to sell a lot of Bissells! o 


12 
BISSELL CARPET SWEEPER COMPANY z 

Grand Rapids 2, Michigan = 
; 12 


YOL 
YOu 
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SHOWMANSHIP 
FOR YOUR STORE 


Hundreds of Dealers Applaud 
So-Lo’s MERCHANDISING UNIT 
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So-Lo Repair Kits. . . 225-3 Wekit $6.96 
a benny Rubber Cement Tubes. 16 10c tube 


so-Lo's Liquid Solder Tubes. . 316 10c tube 

ona 

So-Lo’s Ton Truck Wood Glue.... 1400 10c tube 

Pot & Pan Mender (So-Luminum) 10c tube 

(tubes In boxes) 

1 Lb. So-Lo’s Wood Plastic....... 50c jar . 

Pipe Joint Compound............ 10c jar 

Linoleum & Stair Tread Cement... 10c jar 
eee Skies 5 eaeiie aclare 10¢ jar 

Ms ae oe tea Rae 25c jar 
Airplane Cement................ 10¢ tube 
Rubber to Metal Cement......... 


BLUE BOND RUBBER CEMENT 16 
weet ors aard 
14 Lb. Se-Lo’s Woed Plastic. . 


SSS8sse 88 8 Bs: 


I oa odie 5 hg a dis scuba ehdew dag icon 
aan hé Vibha das tac spb nacucecpeine ten 
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$10.44 
1.20 
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PERCENTAGE OF PROFIT (on your selling price) — 40%, 





**FIX-ME"’ PRODUCTS 


*7 BIG SELLING HELPS Put it Over 
WINDOW POSTER 
WINDOW SPOTS 
PREE GOODS 
EASEL-BACK DISPLAYS 
PRICE CARDS 5 
UNCONDITIONAL GUARANTEE 
‘. NATIONAL ADVERTISING 


yan on ee ee on ee ee Oe OR ORO Ee) 
President 


Cee eweeeeesese 


Gentlemen: Please me, th my jobber 
“Vix-Me’’ Merchandising Units @ $19.86. 
retail value of each Unit is $32.24 and shows me a profit of 
$12.88 and that you GUARANTEE THE SALS. 


Dealer's Name......... PRE pes APRON Re coe frvceccces 
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Conates by the Cbnersans Fell oy 


DISTINGUISHED SERVICE 
ON THE HOME FRONT. 


‘Equipped, as they Were, with a long pre-war record, these five seasoned soldiers of service 


‘have done a heroic job on the Home Front. They have made old things do for the duration... 
and then some! They have followed the spirit and the letter of Uncle Sam's advice to America- | 
at-war. And, since you-have atted. gs Service Headquarters for Schalk Specialties, you have a 
_fightful share.in the pride we feel: What's:more, you have a rightful share in our. Pledoe tore 
carry on in the fighting year ahead! Schalk poe cay ee Los Angeles and rece eS eof 





PARTIAL LIST OF 
DISTRIBUTORS 


AMERICAN WHOLESALERS 
Washington, D. C. 
APPLIANCE WHOLESALERS 
OF OREGON 
Portland, Oregon 
BELKNAP HARDWARE & MFG. 
COMPANY, Louisville, Ky. 
BIRMINGHAM ELECTRIC 
BATTERY CO. 
Birmingham, Ala. 
BROWN CAMP HARDWARE 
COMPANY, Des Moines, lowe 
DINKINS DAVIDSON 
HARDWARE CO. INC. 
Atlanta, Ga. 
DUNHAM, CARRIGAN & 
HAYDEN CO. 
San Francisco, Calif. 
ELECTRIC PRODUCTS, INC. 
Pittsburgh, Pa. 
FUELANE CORPORATION 
Liberty, N. Y. 
GOUGH INDUSTRIES, INC. 
Los Angeles, Calif. 


GREUSEL DISTRIBUTING 
CORPORATION 
Milwaukee, Wis. 
HAYER, F. C. COMPANY 
Minneapolis, Minn. 
HENDRIE & BOLTHOFF MFG. 
& SUPPLY CO., Denver, Colo. 
HIBBARD-SPENCER-BARTLETT 
& COMPANY, Chicago, Ill. 
HIGGINBOTHAM PEARLSTONE 
HDWE. CO., Dallas, Texas 
IMPERIAL HARDWARE 
COMPANY, INC. 
El Centro, Calif. 
JANNEY SEMPLE HILL & 
COMPANY 
Minneapolis, Minn. 
JENKINS MUSIC COMPANY 
Kansas City, Mo. 
LAVENSON & SAVASTA 
San Francisco, Calif. 
McCLUNG, C. M. & COMPANY, 


NC., Knoxville, Tenn. 
McDAVID COMPANY, INC. 
R. P., Birmingham, Ala. 


McDONALD BROTHERS 
Memphis, Tenn. 


McDONALD ELECTRIC 
COMPANY, INC., Miami, Fla. 
MARSHALL WELLS COMPANY 
Duluth, Minn. 
MILLER JACKSON COMPANY 
Oklahoma City, Okla. 
MONROE HARDWARE 


COMPANY, INC. 
Monroe, La. 


MORLEY BROTHERS 
Saginaw, Mich. 
MORLEY MURPHY COMPANY 
Green Bay, Wis. 
NASHVILLE CHAIR COMPANY 
Nashville, Tenn. 


NESTOR FRENCH COMPANY 
Jacksonville, Fla. 


ODELL HARDWARE COMPANY 
Greensboro, N. C. 


PEASLEE GAULBERT 
CORPORATION, Atlanta, Ga. 


PEDEN IRON & STEEL 
COMPANY, Houston, Texas 


REDMOND & SON, B. V. 
New Orleans, La. 


RANSOME COMPANY 








SHERIDAN 


THE BILTMORE 


HINGS that “couldn't be done”— ideas‘that seemed too fantastic to 

ever be facts — these “impossibles” have become accomplishments, 

in America’s all-out production for Victory! L&H is proud to share in the 
production miracles of American Industry. 

And our planning department, inspired by wartime ingenuity and 
precision, has improved our peacetime line with new features — new refine- 
ments — that will win the enthusiastic acclaim of housewives and dealers! 

Advanced design, greater cooking efficiency, time and labor saving 
conveniences, all will be embodied in the new postwar L&H Ranges to 
assure dealers quick turnover and customer satisfaction. 

Remember, too, the L&H line includes electric ranges, gas ranges, 
electric water heaters, oil stoves, portable ovens, oil heaters and wicks. 

Here at Lindemann & Hoverson production of vitally essential war 
goods still comes first and it will as long as we have a war to win. 

WPB is now permitting /imited civilian production where it will not 
interfere with the war effort—but now is the time to get set with the profitable 
L&H franchise. Act now! Write your wholesale distributor or L&H for facts! 


A. 3. LINDEMANN & HOVERSON CO. 


Sinice 1875 


MILWAUKEE 7, WISCONSIN 


po rnd 


Emeryville, Calif, 








Manufacturers of ELECTRIC RANGES © ELECTRIC WATER HEATERS + GAS RANGES + DIL STOVES + PORTABLE OVENS © OIL HEATERS + WICKS: 
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UNITS: PHOTOGRAPHED ACTUAL SIZE 


Exery One a Doggone Good Tool! 


For big jobs—little jobs—everyday jobs—unusual jobs, ajl through the plant, in build- 
ing and servicing planes, automobiles and machines—for all these, there’s a dependable 
Duro-Chrome Tool designed to fit each specific job. 


The two sockets illustrated suggest the wide range of sizes in which Duro-Chrome 
Tools are available. They typify, also, the quality production methods employed to in- 
sure stamina, precision and proper balance in every Duro-Chrome Tool. These sockets 
are produced by Duro’s patented Hot Broached Method which forms the corners or 
teeth of the socket while the metal is red hot. Tears, stresses and cracks resulting from 
cold broaching (which may cause socket failure) are thus avoided. 


First call on the greatest tool production in Duro’s history must necessarily go to our 
armed services and essential industry. So far as is consistent with these requirements, 
every effort is being made to provide you with such Duro tools as are essential to your 
needs. Duro Metal Products Company, 2649 N, Kildare Ave., Chicago 39, Ill, 


DURO TOOLLS cnrsrsk 


& Yhe Mechanics Bett Fee 


OVER A BILLION BUILT SINCE 1916 





ALSO MAKERS OF DURO MACHINE TOOLS 
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CENTRAZ Adhesive 


MODERN SCIENCE 
PROVES THAT. 














GETS THE 
SMART RATS 


It is being generally accepted by those study- 

the rat problem that prebaiting is about the most 
effective way to get the smart rats and make a thor- 
ough clean-up. j 
KAZOO PRE-BATE Extract used 
with KAZOO RAT BREW solves 
that problem—the proof is in the 
rapid increase in sales and many re- 
peat orders wherever this combina- 
tion is tried. 





























Sets leose tile 

and linoleum. Repairs cracks 

a gana org proud yee 
; belts and pipe diaks, pipes end 

jeints from plumbing fix- 

working loose. tures. Dries Pure 

% Pint 25 Pint. ee 






CENTRAZ Brick Point CENTRAZ Cleaner 
RZ] For filling brick Removes point, 


joints in fire- oll from 
places, furnaces, cement floors. 
stoves, barbe- Cleans bird 

fish ponds, pools, 


Sa aes 
pint... 49° 
Prices west of Rocky Mountains, slightly 


higher 
ORDERS OF 12 DOZ. OR MORE SHIPPED AT ONE TIME, WE PAY THE FREIGHT 
A READY MARKET— ATTRACTIVE PROFITS 













DEALERS 


MAKE MONEY 





One sale immediately = many 
















CENTRAZ Products ore nationally distributed — Ask your Jobber or effe 


CHRISTY COMPANY, INC. 


1417 PINE STREET ° ° ST. LOUIS 3, MO. 

















BAILEY, PRIHODA & CO. 
942 W. Kalamazoo Ave., Kalamazoo 11, Mish. 
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No. 4367Z Canary Three-Piece 
Porcelain Salt and Pepper Sets, 
That Made Such a Furore. 


The hand colored notes are in three different colors. 
The set consists of a twig, and the removable canary 
salt and pepper shakers; all three made of porcelain. 

























Dancin’ Sam 


aere’s a REAL WOLUME seuter 


—the funny-funny dancing man 


Sells on sight. Just tap the board 
and see him dance—buck and 
wing, jive, etc. Packed individual- 
ly in display package, complete 
with dancing board and full in- 
structions. Wt. 4 ozs. OPA ap- 
proved prices. Write for price list 
today. 
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No. 4867Z 


$6.60 per doz. sets. 


* will be sent to any HARDWARE DEALER on application. 





4 inches wide, 32 inches high. Weight: 5 Ibs. to the doz. 
Packed: ¥% doz. sets in box. $7.20 per doz. sets. In gross lots 


We carry a Tremendous Assortment of GIFT GOODS, ranging in price . 
from $1.80 to $90.00 per doz. Complete Set Z of illustrated Price List 







Peed STILTS 
Priced 
Sure-fire sales on this popular boys’ 
and girls’ item. Made of hardwood, 
6 ft. long, steps adjustable to differ- 
ent heights. Red top and bottom, 
black steps, attractively varnished. 
Wt. 4% Ibs. per pair. Dealers! 
Jobbers! Write for prices and cata- 
logue of other fast-moving items. 


NOCKONWOOD INDUSTRIES, Ltd. 


Dept. A, Bloomfield, lowa 













































115-119 Z 
| | 0. O. C0) Apeennee South Market St. 
| Chicago 6, til. 
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G.I. Joe and American Rangers have adopted 

the old Indian idea of war paint. Using a mix- 

ture of cocoa and linseed oil, they camouflage 
and darken their faces and hands before going into 
battle. .. . But all war paint doesri’t go on faces. Our 
Armed Forces use vast quantities of protective and 
camouflage coatings made from linseed oil—on air- 
craft, ships, tanks, guns, shells and other armament. 
Linseed oil has and is doing a vital war job. 

Until the war permits us to manufacture Pol- 
mer-ik, the extra ‘value linseed oil, we recommend 
you use ADM Replacement Oil, which conforms to 
W.P.B. Order M-332. 


ARCHER-DANIELS-MIDLAND COMPANY 
ROANOKE BUILDING ¢ MINNEAPOLIS, MINNESOTA 


Official U.S. Signal Corps Photo 


BY THE MAKERS OF 


POLMERIK 
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A aractive attention getting window and counter display, in five colors, plus 
colorful Streamers are FREE with Lincoln Grease Gun Assortments. 

This unusual di$play places the grease gun in easy reach of the customer for 
examination, and a cross-section of the gun illustrates the exclusive construction 
features with a brief description of each feature. Both the display and banners 
are included FREE with each assortment as listed below: 


No. 102470 Display Assortment No. 102469 Display Assortment 
: consisting of consisting of 
3—Model 1101-AStandardTypeKleen- 3—Model 1111-A Filler Type Kieen- 
seal Grease Guns with 9 oz. capacity. seal Grease Guns with 9 oz. capacity. 
3—Model 1103-AStandardTypeKleen- 3—Model 1113-A Filler Type Kleenseal 
seal Grease Guns with 15 oz. capacity. Grease Guns with 15 oz. capacity. 
1—Display Card, size 14” x 22” litho- 1—Display Card, size 14” x 22” litho- 
graphed five colors. graphed five colors. 
2—Window Streamers, size 60” x 10” 2—Window Streamers, size 60” x 10” 
lithographed white on red. lithographed white on red. 


Write your wholesaler today for complete information and prices on these fast 
selling grease gun assortments. : 


WE HAVE IN STOCK 
LINCOLN KLEENSEAL GREASE GUNS & FITTINGS 


The Finest That Woney Can Buy 


LINCOLN GREASE GUNS ARE 
NATIONALLY ADVERTISED 
TO THE FARM TRADE... 


Starting with the February issues, Lincoln Grease Guns 
will be advertised to the farmer. Advertisements will 
appear regularly in leading farm papers. Now is the 
time to get ready for increased sales. Stock up on 
Lincoln Grease Guns—They are the Finest That 


Money Can Buy. 


LINCOLN (Zincouny 
Proncer Guilders of Engineered Lubricating Equipment ~ Tl J 
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FEDERAL 
Fraclical 
HOUSEWARES 


YOU’VE BEEN READING 


i“; THE NEWSPAPER, TOO... 


So you know the situation we’re all facing! Never- 
i - ‘ 4) theless, in spite of present conditions, Federal will 
make every effort: 


@ To keep up with your requirements; 





@ To understand your problems; 


@ To continue to merit your good will and 
cooperation. 


You may be sure we will maintain our impartial 


shipping policy. 


400 N. LEAVITT ST. 
CHICAGO 12, ILLINOIS 
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ARASAN* 
2% CERESAN* 


New Improved 


CERESAN* 
SEMESAN* 
SEMESAN JR." 
SEMESAN BEL* 


Are you ready for the rush? Seed treatment is 
always “standard recommended practice” and this 
year will see more treating than ever before. Get set 
for your share of the business . . . check your stock 
... order if you’re short . . . display the goods... 
they are Money Makers. 

Need any of our free booklets? Counter cards? 
Window streamers? They’re yours for the asking. 
We are advertising on a continuous nationwide 
basis to help you. So—get set to handle your share 
of the business. 


ou PONT * Reg. U. S. Pat. Off. 


DU PONT SEMESAN CO. (Inc.) 


Wilmington 98, Delaware 





All standard sizes and lengths including Hollow 
Cable, Reinforced Hollow Cable, 6-Strand Twisted, 
4-Strand Twisted and Solid. Wright Wire Clothes 
Lines (Strand) for many purposes. 
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HALF-A-CENTURY ON A DOOR 


This is one of 
the hinges that 
swung the big 
front door of 
the old Bank of 
Manhattan, 

40 Wall Street, 
New York City, 
from 1880 until 
the old building 
made way for the 
present one. 
The hinges are 
still in excellent 
condition. 





LOOK FOR QUALITY IN BOMMER 


NOW and /BOMMER, POST-WAR 


BOMMER SPRING HINGE CO. Ine., Brooklyn, N.Y. 
Chicago Sales Office: 180 N. Wacker Drive 














NOKORODE SOLDERING PASTE 


Will fiux all metals except Aluminum. 

Takes the place of acid in all soldering 

jobs. Absolutely non-corrosive, safe as 

resin and rapid as acid. Not affected by 

heat and does not spatter. The solder will 
not turn dark after using, and the work has high 
tensile strength. 


NOKORODE SOLDERING SALTS 


Eliminates the use of corrosive soldering acid and is 
the remedy for all soldering troubles—makes perfect, 
lasting and non-corrosive joints wherever used. Ex- 
tensively used by plumbers, tinsmiths and leading 
manufacturers in all lines. Highly economical, and 
has no disagreeable fumes while under heat—will not 
burn the operator’s hands or clothing. 


NOKORODE SOLDERING FLUID 


Like Nokorode Salts, eliminates the use of corrosive 
soldering acid . . . ready for instant use. Packed in 
one and five gallon containers, also in steel drums 
equipped with faucets containing approximately 55 
gallons. 


NO CHARGE FOR CONTAINER 
CORE SOLDERS, NOKORODE, IDEAL ACID, GEM 


RESIN SOLDERS. ALSO -MANUFACTURED IN 
PLAIN STRING AND BAR FORM. 


THE M. W. DUNTON COMPANY 
67 EDDY STREET 
PROVIDENCE RHODE ISLAND, U. $. A 
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THE ALERT HARDWARE MERCHANT 
WILL BE WELL PREPARED 


DAY DAWNS... 


Right now while the world plans for That day, too many of 
us sit wishfully thinking and hopefully praying for its early 
arrival... @ But... let’s get down to cases ... there’s still a 
tremendous job to be done...and that takes more than 
dreaming ...it takes action and lots of it. @ We here at 


Masters are going full blast on essential war materials. All 
MASTERS 


of us are deeply grateful for the opportunity of contrib- 
HANDY CART 


uting our efforts te the hastening of THAT day. @ Of 


course, we teo, are looking forward ‘to the time when 
MASTERS 


PLANT SETTER 


we can again produce our popular line of civilian 
goods... The Masters Handi-Cart ...The Masters 


Plant Setter and The Masters Perfect Distrib- 
MASTERS 


utor...all items already favorably estab- 
PERFECT DISTRIBUTOR 


* jished in consumer preference and trade 
recognition. @ Be sure your post- 
war plans include The 


Masters Line. 





MASTERS PLANTER COMPANY Masters Building » Benton Harbor, Mich 


FEBRUARY 1, 1945 








FILTO-KLEEN 


The amazing new 
type water filter— 
one of the fastest 
selling items that 
has appeared on the KITCH EN 
market in recent 

years. Assures pure, 
clean, healthful 
drinking water in 
every home. 


ATTACHES EASILY 
TO ANY FAUCET 


Replaceable cellu- 
lose filter pads trap 
dirt, moss and other 
harmful deposits, 
releasing only the 


sparkling clea:, 

freshly - filtered 

water. EGG BEATERS 
CAN OPENERS 


FILTO-KLEENS are made of special molded bakelite 
plastic and nickel-plated metals. Come in attractive red A llotments 


and black colors. Packed one dozen to the display z 
carton, including one dozen cellulose filter pads, free. Continue Pro-rated 


Retail selling price, for ordinary threaded faucets, $1.00 
each. With adaptor for smooth faucets, $1.25 each. , to Pre-war Sales 


One dozen free filter pads with each filter. 
ORDER FROM YOUR JOBBER OR WRITE DIRECT hdd . 
THROUGH YOUR JOBBERS 





THE FILTER-KLEEN MANUFACTURING CO. 
314-322 Cheisea S#., Everett 49, Mass 


NO NEED 
x 3 gcc OEARBORN 


WORLD'S FINEST, SAFEST 


GAS HEATERS 


* Increase your profits. Join the swing 
A to Dearborn, the complete line of vented 
: beaters out- 

















FEATURES THAT SELL 


' ” A Air Insulated 
Ultra-smart Appearance—. 


j } j 4 ¥ less 
7 +h , : a s 
/ d a } Cebinets—' 
ing—Syphonaire 
. / Super Glo —¥ as. 
Galeable difference. ‘ 
WRITE FOR LITERATURE 


Despite war-caused shortages, the equitable distribu- 


tion, through Hardware Jobbers of Rogers Famous AIR C O OLED C ABINETS 


Fish Glue to you independent retailers has kept stocks 

at reasonable wartime levels. No retailer has ever 

needed to cut prices on Rogers Famous Fish Glue to 

meet chain store or other competition. Backed by fair 
rices, our national advertising, in your 

interest, takes the “compete” out of com- 

petition! Ask your Jobber. 





FAMOUS HI-CROWN BURNER 
with Blue Fieme Pilot Light 


DEARBORN STOVE COMPANY 


38256 Milwaukee Ave., Chicage, Ili. 3625 8. Grand Ave., Les Angeles, Calif. 
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YESTERDAY —It hardly seems possible that it was 26 years ago 
that this advertisement of the Rid-Jid Ironing Table appeared. All 
during these years Rid-Jid has maintained its eminence in the field 
of American housewarés and won ever increasing acceptance 
because it was constantly improved and made a greater value. 


TODAY — While we've been busy with war work, the supply of 
Rid-Jids available has been but a trickle of production potential. 


TOMORROW-— We are planning an even greater line of Rid-Jid 
products, each a leader in its price class, and led by the only 
fully ventilated ironing table —the Rid-Jid All-Metal Air Flow. 
Remember—if it isn’t an Air Flow, it isn’t fully ventilated. 





@ Deluxe Model, 
Double Plated, 
Highly Polished 


@ Tubular Bail 
Adjustable for 
101 Positions 
and Uses 


@ Tarnish-Proof, 
Focused-Beam 


RIDS livestock of 

grub, lice, flies, ticks, 
mange, scab, and other 
Pests! 


ESSENTIAL 
' EQUIPMENT FOR 
EVERY STOCKMAN! 


Thousands in operation. 
Stock men swear by them. 
They cur and oil stock 
automatically, apply medi- 
cation in oil or powder 
form. Kill grub before 
they mature, Save hides! 
Save fences! Save labor! 
Make cattle gain faster! 


Reflector 
=p $ Backed By 2 Years of 
# 47 5 National Advertising! 


LIST ye Big ads in nearly every 

livestock magazine, pub- 

lished to tell stockmen 

gbent atom. sae 
features, the handiest portable mand has already been 

electric lantern ever devised. Minimum weight 3 oeeee. ae 8 yours to 

with maximum utility. 101 uses . . . in home, store, —— 

office and factory, for sportsmen, trainmen, motor- 

ists, truckers, farmers, boy scouts, watchmen, etc. 

Weighs only 29 ounces. Uses 2 or 4 flashlight cells, 

the only type battery replaceable anywhere. New 

patented circuit eliminates corrosion due to elec- 

troiysis, prevents faulty contacts, adds years to 

life of lantern. Beautiful, streamlined all-metal 

case. Weatherproof, fool-proof switch. PO RTA- 

LITE is a volume seller, a profit-making traffic 

builder. DEALER PRICE: $38.00 

dozen F.O.B. Packed 12 to case.gues 
Reem order 1 doz. Shpg. wt. 24 Ibs 


WARNER PRODUCTS CO. 


Dept. A-2, 663 NO. WELLS ST. 
CHICAGO 10, ILLINOIS 


TENTED postwar PORTA-LITE today! Seven 
P aieesiien 


LIBERAL MARGIN of profit 
may be yours on every unit that 
goes into your territory, and they 
are going into your territory 
right now! So write today for 
complete information and ex- 
clusive déaler proposition. 











TREE TANGLEFOOT 
National Advertising 
enters its 4th year 


Residential tree owners and commercial fruit 
growers in every part of the nation again are 
being sold, through leading publications, on 
the fact that Tree Tanglefoot is the one reliable 
means of protecting their trees and crops from 
the ravages of tree-climbing insects that devour’ 
the buds and foliage. Get your share of this 
profitable business which is constantly increas- 
ing in volume. Banding should be done in 
spring before the adults emerge and lay their 
eggs. Call your jobber now! 


Paint 
jnum "ine! 
E Alun iy rati® 
ss CHRON out prion 
. USES 


{. 5 and 10 Ibs. in attractive cartons, 
25 tb. pails; and 6 oz. cartons in the 
eye-catching display carton. Feature it. 


THE TANGLEFOOT COMPANY 
356 HEMLOCK ST., S. W. GRAND RAPIDS 4, MICH. 
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Make Sure-fire Profits 
With Sapense Metal Trim 


Leaders with Aluminum 


NO STRINGS ON YOUR SUPERIOR 
METAL TRIM PROFITS 


For you to sell Metal Trim profitably, there must be a 
definite price for you—RIGHT ON THE SPOT. You 
can’t afford to gamble on guessing yout volume and 
volume discounts six months in the future — because 
who knows. YOU NEED DEFINITE PRICES; and 
Youngstown gives you Superior Metal Trim prices 
RIGHT-ON-THE-SPOT. There’s no delayed pass. You 
know your profit margin at all times. Best of all, your 
competitor who is gambling on future volume cannot 
undersell you profitably at any time — you will be the 
leader safely in your territory. 


NOTICE Me Dealory Wr Jobber 


There are 80 proven, money-making shapes of Superior Metal 

Trim ready for you. Thousands of concerns have already seen the 

value of Youngstown’s plan of on-the-spot prices and profits. Ware- 

houses and distributors strategically located give you quick service, 

making less inventory investment possible for you. Don’t delay one 

I fruie j minute longer than possible in getting Youngstown’s proposition. 


ain are 
ms, on 


ca YOUNGSTOWN MANUFACTURING INC. 


devour’ 


a : 66-76 S. Prospect St. Metal Trim 
ncreas- ~ Youngstown, Ohio 


Return the coupon. 





ye in 
y their 


3 Send Us Folder and Prices 
, Company Name 
Buyer's Name 
Address 
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MR. DEALER, MEET 
YOUR TRU-TEST 


DISTRIBUTOR: 


WALTER H. ALLEN COMPANY, INC. 
Dol'as, Texos 
AMERICAN WHOLESALE HDWE. CO. 
Long Beach 1, Colifornia 
B. AF. SUPPLY COMPANY 

Bottle Creek, Michigan 
BAIRD HARDWARE CO. 
Gainesville, Florida 
BARKER, ROSE & ~~ e INC. 
Elmira, New Y: 
BROWN-CAMP HARDWARE co. 
Des Moines 6, lowa 


BROWN-ROGERS-DIXSON COMPANY 
inston-Salem, No. Caroline 
DUNHAM-CARRIGAN & HAYDEN 





in Francisco, California 
»~ nied ~> ~ahpeaed 


FONES snoriens HARDWARE CO. 
, Arkansas 
Cc DB. reves & “COMPANY, INC, 


HERR & COMPANY, INC. 
Pennsylvania 


oncaster, 
HOLMES HARDWARE COMPANY 
Pueblo, Colorado 


HUNT & MOTTET COMPANY 
Tacoma 1, Washington 
IMPERIAL HARDWARE COMPANY 

El Centro, Coli 
JELCO MILWAUKEE CO. 
Milwovkee 12, Wisconsin 
JENSEN-BYRD COMPANY 
Spokane, Washington 
KEITH-SIMMONS COMPANY, INC. 
Nashville 1, Tennessee 
KING HARDWARE COMPANY 
Atlanta, ia 
LARSON HARDWARE COMPANY 
Sioux Falls, So. Dakota 
LEE HARDWARE COMPANY 
Salina, Kansas 
MAY HARDWARE COMPANY 
Washington 7, D. C. 

Cc. H. MILLER HARDWARE CO. 
Hunt 19, Pennsylvania 
MODERN APPLIANCE & SUPPLY CO. 
New Orleans 19, Lovisiona 
MOREHOUSE & WELLS COMPANY 
Decatur, lilinois 
MORROW-THOMAS HARDWARE CO. 

Amarillo, T: 
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Check the outstanding features of TRU-TEST Fractional Horsepower Belts, and 


REHM HARDWARE COMPANY 
Chicago 8, Illinois 
J. RUSSELL & COMPANY, INC. 
Holyoke, Massachusetts 
THE SCHAFER COMPANY 
Decotur, Indiana 
TYRRELL HARDWARE COMPANY 
#10, Texos 
JOHN 8. VARICK COMPANY 
Manchester, New Hampshire 
WAITE HARDWARE COMPANY 
Worcester 8, Massachusetts 
WESTERN METAL SUPPLY COMPANY 
Son Diego 12, Ca ifornia 
ZORK HARDWARE COMPANY 
Ei Paso, Texos 
CANADA 
FALCOW HARDWARE COMPANY 
Winnipeg, Manitoba 
WOOD, ALEXANDER & JAMES, LTD. 
Hamilton, Ontario, 


TRU-TEST 

Merchandise Mart 

Chicago 54, Illinois 

Please send booklet explaining the TRU- 
TEST System. 


Name_____ 
Company___ 
Address. 
i 


Zone 


you'll see why they have established new all-time records for 
delivery hours...and why, as a result, they deliver sale after sale! Precision 


power 


made of the finest available materials by one of America’s 
leading manufacturers, TRU-TEST FHP Belts have perfect balance 


and flexibility, deliver power smoothly and quietly. And they are produced 


in a complete range of types and sizes to meet every popular demand. 


When you ask your TRU-TEST Distributor about FHP Belts, have him tell 
you about the complete TRU-TEST line of Toys, Hardware, Automotive 


Supplies, Furniture, and Home Appliances. Have him explain how 


TRU-TEST brings to retailers of these lines all the profit-making advantages 


of modern mass distribution and sales-stimulating dealer helps. 


Meanwhile, mail the coupon for your free copy of the 48-page booklet 
explaining the TRU-TEST System. 


MERCHANDISE MART= CHICAGO 


54, ILLINOIS 
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There are hundreds of Millers Falls 
Tools for thousands of jobs. From the 
simplest screw driver to the finest pre- 
cision tool, they have one thing in 
common — QUALITY. 

Experienced craftsmen of the past 
looked to Millers Falls for this unvary- 
ing quality. Countless thousands of 
new craftsmen, who learned their 
skills under the pressure of war, now 
depend upon it. They use Millers Falls 


Tools by the hundreds of thousands in 
their daily wartime tasks. That spells 
user experience — and acceptance. 

When peace comes, their acceptance 
will be translated into new retail de- 
mands for tools, for jobs and hobbies. 
Hardware dealers who plan their 
stocks of Millers Falls Tools,now, will 
be the first to cash in on that great new 
flood of consumer demand. Write 
for details. 





MILLERS FALLS COMPANY « GREENFIELD, MASS. 
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THE BIT WITHOUT A 
CENTER SPUR.. 


The Forstner Augur Bit Is 
Guided By Its Circular Rim 


Tue Forstner 
Augur Bit bores at 
angles, cuts any 
are of a circle, and 
leaves a smooth- 
walled, flat-bot- 
tomed hole in the 


if your customers have war uses for 
these heavily demanded bits, you can 
get them with hand brace shanks, 
from 4“ to 144" by sixteenths; with 
machine shanks, from 154” to 3” 
by eighths. 


he PROGRESSIVE MFG. CO 
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Pincor Blue Diamond and 
Pincor Gold Crown gasoline 
electric generating plants, 
have afforded thousands of 
users a source of DEPEN- 
DABLE POWER for Home 
use, on Farms, in Mines, on 
Construction Jobs, and in 
Industrial Plants. Today 
these rugged Pincor Units 
are serving on the Fighting 
Fronts of the world where 
DEPENDABLE POWER 


PINCOR IS a NECESSITY. 


Products for Post-War 
Dependable Pincer 
POWER LAWN MOWERS Power Plants are 


i available in either 
Bye tos OS AC or DC models _—| SHEFFIELD Suger-@hrome Pisish 
PLAN as Battery —_ 
Ready Wired ALUMINUM PAINT 


WATER SYSTEMS Charging vnits. 
BATTERY CHARGERS 


| PINCOR | 


| =R GEN-E-MOTOR 
Apel } PIONEE — RAT N 











Write for Details Today! 





che Sheffield Bronze Powders Stencil 


BUY BONDS 
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How a Trap 


of VICTOR Quality — 


_ HELPS PROTECT FUTURE SALES 
OF TOOLS... WIRE _ 
.. PAINT : 


poe are traps of depend- 
able quality because Victor 
research has improved design and 
construction ... because Victor 
production methods are geared 
to the manufacture of quality 
traps... because metal used in 
Victors must pass strict analyses. 

Now, of course, the farmer or 
farm boy who comes into your 
store to buy a trap probably 
knows little about trap research 
... production methods . . . metal 
- analyses. But, if through a lack of 
quality, a trap failed to give ex- 


pected service, he’d learn about 
the difference they make. He might 
blame you for the trap’s failure 
and buy his next one somewhere 
else. He might remember that 
faulty trap and purchase his tools, 
wire and paint from one of your 
competitors... . for years to come. 

That’s why Victor “trap engi- 
neering” is important to you. 
Victors are the traps you can rec- 
ommend ... with the full knowl- 
edge that they'll stand by your 


recommendation. 


ANIMAL TRAP COMPANY OF AMERICA Wk LITITZ, PA. 
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COVERS THE NATION 


North or South, East or West—you will find Film-X or Protex lubricants in many of the 
best independent hardware and implement stores in 40 states as well as in Mexico and 


Canada. 
Apex products include every kind of oils and greases for auto, 


& | L M-X truck, tractor, farm and industrial machinery for which there is 


a profitable demand. 
And Apex is growing—every month more customers are asking 


for Apex, more dealers are stocking Apex, more jobbers are 


ov 
he RO TEX handling Apex—proof that the Apex line is a fine business 


proposition for both jobber and dealer. 
Through conveniently located jobbers Apex is the largest supplier 


of motor oils and greases to independent hardware and implement dealers in America. 
For 1945 profits see your jobber about Apex today, or write direct to us. 


APEX Olb PRODUCTS CO. 


MANUFACTURERS OF PETROLEUM PROD 


100-200 17th AVENUE NO MINNEAPOLIS, MINN 


HARDWARE AGE | 








AT YOUR tuger lyzed 


OT ML id PL 


for INOUSTRY 477 FINE ARTS 


por VG 
cot ® 


=< .— 


AN = ae 


This catalogue illustrates and describes 
the most complete line of brushes offered 
today. Copies available for Purchasing 
Agents, Executives, Superintendents, etc. 


Write for your copy today. 


qH#E SOLO- HORTON BRUSH CO.,INC. 
133 west tn? nautical Dwite * NEW YORK ciTY 48 
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RIEGEL 


WORK GLOVES 


These strong, protective work gloves are the product of 
one of America’s largest textile mills. They are Riegel- 
controlled — in one plant — from raw cotton to finished 
glove. This single close supervision of every detail 
results in unexcelled quality — durability — economy. 


Sold by Leading Wholesalers 
fim 
"The Right Glove $i —Raysg For Every Job” 
Riogel 
RIEGEL TEXTILE CORPORATION 


342 Madison Avenue, New York 17, N. Y. 











Make Your Store 
Waterproofing Headquarters 








KAY-TITE 


It will positively 
prevent the seep- 
age of water. 

It’s guaranteed to 
do the job. 

Any one can apply 
it. Goes on like 





also can be used as @ mor- 
tar for pointing up brick 
and masonry, to patch 
concrete. 
Osers are always enthusiastic boosters. They will boost your 
store as the place to get real waterproofing satisfaction. 
Kay-Tite is packed in 10 Ib. packages and 60 Ib. bags. It comes in. 
Grey and White. A 10 Ib. package will waterproof 100 to 150 sq. ft. 


Write for complete information. Send your Jobber’s name. 
KAY-TITE COMPANY, West Orange, N. J. 
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More Than 100 
Years of Skill 
in Making the 
Fine Lines You 
Sell, 





Syiat and will not 
‘fa ik. ck ae? ayy 


peal 








N. S. G. A. show. 


Plan now to increase 
your profits with HALL 
of FAME LINES. 


Come and see us at the : ; oe: 
Write 

for catalog---Telil us 
name of your Jobber. 


Bass ee Tuna. . 
Tarpon .. Surf. 
Cuttyhunk.. Silk 
and Nylon Cast- 
ing and Fly 
Lines, 


Contact your Jobber, 
will do his utmost to 
supply you. 





HALL Line CORPORATION, EE Park Ave., Highland Mills, N. Y. 
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FOREWORD: As spokesmen for the 20 
manufacturers of gas ranges bearing 
the “CP” Seal, it is our privilege to 
inform the industry and the trade re- 
garding certain postwar plans now on 
the way. We urge you to read every 
word of the following statement. 








“CP” Executive Committee, Association of 
Gas Appliance & Equipment Manufacturers. 






* * * * * 





Np THE consumer, the word “postwar” has 
come to mean promised miracles; prod- 
ucts turned out by millions, at fabulously 
low prices, on speeded-up reconverted 
war-production plant assembly lines. 








Shadowless lamps that need no outlets. 
Remote-control gadgets that cook food at 
the table before your eyes. Completely 
equipped air-conditioned homes that sell 
under $5,000. Heatless light and lightless 
heat. Everything a super-duper dream. 










Some of these dream gadgets will be turned 
out—many of them made out of new un- 
tried materials, with little or no prewar 
manufacturing experience, sales “know- 
how” or field tests behind them. 


The only question is: How well will they work? 
















* * * * * 





It was to answer this self-same question 
that the famous “‘CP”’ Seal was born. 







Long before this war, a group of gas range 
manufacturers took a long, long look at 
what the rest of the industry was selling. 
They did not like what they saw. 







Quality was slithering down. Sales were 
falling off. Housewives were judging all 
gas ranges by price and price alone. 
The gas range business was getting nowhere — fast. 














With the help of housewives, gas industry 

economists and engineers, and of 
designers and cooking experts, this group 
of manufacturers laid out specifications 
for a new kind of gas range and a new kind 
of selling procedure—identified by the 
“CP” Seal—a product and a selling procedure 








Ready oy 


these new high standards into production, 
and this new kind of selling plan into 


operation. 
* * * * * 


The “CP” program brought remarkable 
results. It showed every retail appliance dealer 


‘The Soundest Postwar 
Selling Idea In Major Appliance History: 


field offers such a selling tool for you, 
such a buying guide for the consumer, 
such an act of leadership for the ap- 
pliance industry. 


No other program in the major appliance field 
offers you such enormous potentialities for sound, 








in U.S. and Canada what tremendous things 


profitable selling. 





products built to the highest uniform standards 
can do for sales and profits. 








Look what happened! In three short years, 
sales of oven heat controlled gas ranges in- 
creased 141% as consumers started judg- 
ing all ranges by “CP” standards. Sales of 
all gas ranges were lifted to an all-time high. 


No wonder it got dealers and consumers 
excited! Here, for the first time, in major 
appliance history was a certified buying 
guide—a standard by which all cooking 
appliances could be judged. 


* * * . 


What is this idea represented by the 

“CP” Seal? 
Only gas ranges built to the highest specif- 
cations bear the “‘CP” Seal in addition 
to their own famous brand names. 
The “CP” Seal is the trademark of 
the Association of Gas Appliance & 
Equipment Manufacturers. 
To produce the revolutionary specifications 
for these finest possible cooking appli- 
ances, leading gas range manufac- 
turers, together with the gas industry’s 
best engineers and home economists, 
leading designers and nutritional ex- 
perts and housewives pool all their 
know-how, all their experience, all 
their ideas. 
Bat that’s not all. The ‘‘CP” Seal represents 
consumer protection. Gas ranges bearing 
this famous Seal are pre-tested by 
world-famous laboratories to make 
sure they meet the “CP” specifi- 
cations. 


The best and most advanced features of all 
cooking appliances are combined in gas 























which leading merchandisers call the soundest 


ranges built to ‘‘CP” specifications. These 








selling idea in major appliance history. 


Three years before Pearl Harbor, these 
manufacturers put gas ranges built to 










A-B STOVES, INC. 

AMERICAN STOVE CO. 
CALORIC GAS STOVE WORKS 
CRIBBEN & SEXTON CO. 
DETROIT-MICHIGAN STOVE CO. 


eee 









THE ESTATE STOVE CO. 
GLENWOOD RANGE CO. 
JAMES GRAHAM MFG. CO. 
GRAND HOME APPLIANCE CO. 
HARDWICK STOVE CO. 


are the finest cooking appliances it is 
possible to build. 


No other program in the major appliance 


O'KEEFE & MERRITT CO. 
GEO. D. ROPER CORP. 


ROBERTS & MANDER STOVE CO. 
STANDARD GAS. EQUIPMENT CORP. 


* * « * * 


Now, see for yourself exactly what tre- 
mendous sales volume the “CP” Program 
offers you: 


—At least 2 out of 3 of the ranges in 
your town are 10 years or more old, 
and ready for immediate replacement. 


—Most women never saw a modern gas 
range—don’t know what it can mean 
in added leisure and added economy. 


—A hard hitting $12,000,000 gas in- 
dustry promotion program is telling 
them and pre-selling them for you. 

—MOST IMPORTANT: Every one of 
these war-wise women is looking for 
quality, performance, and reliability 
at low first and low upkeep cost. That 
is another reason why the “‘CP’”’ 
Seal will be the most important 
and most easily sold buying guide 
you ever had. 


Don’t take our word for it. Ask any merchandiser. 





oa a 2 6 


Here is the biggest postwar opportunity 
in the appliance business. It is ready to 
go the minute “CP” ranges are on your 
floor. Already powerful and hard hitting 
magazine, direct mail and newspaper 
advertising is pre-selling your customers. 
In the works now is a complete dealer's kit 
showing you how to-tie-in and‘ cash in with the 
soundest selling idea in major appliance history. 
Get your name on our list for your big 
1945 “CP” dealer kit, and learn how you 
can plan to sell 2 out of 3 women with the 
soundest selling idea you ever saw. 











p For complete information on gas 

ranges bearing the “CP” Seal, and 

for the new 1945 “CP” Kit, write or 

wire the Association of Gas Appliance 

& Equipment Manufacturers, 60 East 
42nd Street, New York 17,N. Y. 








Gas Ranges Bearing The “CP” Seal Will Be Made By The Following Manufacturers: 
A. J. UNDEMANN & HOVERSON CO. 


THE TAPPAN STOVE CO, 

WESTERN STOVE CO., INC. 

in Conada: CLARE BROS. & CO., LTD. 
GURNEY FOUNDRY CO., LTD. 
MOFFATS, LTD. 
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FIELD FOR FILES 


Cars, trucks, tractors, farm implements, home appli- 
ances, shop equipment, carpenters’ and woodsmen’s 
tools—all are getting more and more rickety or worn. 
War-made shortages in most everything mechanical 
have created an extraordinary situation on the home 
fronts—the heaviest and widest need for ’ repairs 
within the memory of this generation. 


Files are definitely the most extensively used 
renewable repair tools. . . . Today’s field for files is 
really BIG. With the demand so great and public 
buying power so robust, it is easy—as well as to the 
customer’s advantage—to sell top-quality merchan- 
dise. Nicholson Files are all of that. And besides, it 
is altogether logical that the huge Nicholson produc- 
tion facilities sliould offer you today’s surest source 
of supply. Your jobber can testify to that. 


NICHOLSON FILE COMPANY « PROVIDENCE 1, R.1., U.S.A. 


In Canada, Port Hope, Ont.) 
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WOODRUFF 
Adapted Lawn Seed 


GRASS SEED DIVISION 


F. H. WOODRUFF & SONS, Inc. 
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4 EE are two ways 
to look at these CAMPBELL HAMMER-LOCK COTTER PINS — 


_ both favorable. 
First, take the Hammer-Lock feature: Insert the 
pin, hit it on the head with a hammer—and it’s 











locked, positively and permanently without need JOHN 
for spreading the prongs. That means high speed 
on a production line. ; 44 j 
“But,’’ your customer may say, “I just want regular 9 “a 
1s . 
Cotter Pins — don’t need that Hammer-Lock feature.” TT 
In addition to and apart from the Hammer-Lock 
feature, you have in Campsets a cotter that is true to 
size, fits snug and doesn’t vibrate in the hole. The * 
m1 J, 
centered tip inserts easily as a nail; the hook-nosed 
prong is easy to spread. campseus are clean—free ac 2| rere PINS la coat 
from burrs or loose grit. TES | SX 2: _ 
So, in CAMPBELLS, you have the kind of cotters your 
customers want, whether they buy for the Hammer- R. J 
Lock feature or for over-all performance advamtages. a word about Manila Rope 
a “ac Many are successfully substituting weld- a 
less chains for small and medium size 
We also make acco (regular type) COTTER PINs. -Manila rope. The American Chain Chart 
d de f ‘ lists the correct chain to replace rope of 
Both acco and CAMPBELL CoTTErs are made from wire given sizes. If you do sot heve a copy of 
drawn to accurate size. They come in Monel, Stain- this chart, mail a postcard for your copy. 

; It’s free of charge. | 
less Steel, Brass and Bronze; also Carbon Steel in CHIL 
the following finishes:—SRP electro galvanized, a 
cadmium or coppered. Philad 

AMERICAN CHAIN DIVISION C 
York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco 
JOS. § 
AMERICAN CHAIN & CABLE COMPANY, Inc. EVERIT 
BRIDGEPORT © CONNECTICUT 
Ph S We 2a iF Se: 4% wt tas : i A 
ESSENTIAL PRODUCTS...TRU-LAY Aircraft, Automotive, and industrial Controls, TRU-LOC Aireraft Terminals, AMERICAN: CABLE Wire Rope, JULIAN 
TRU-STOP Brakes, AMERICAN Chain, WEED Tire Chains, ACCO Malieable Castings, CAMPBELL Cutting Machines, FORD Hoists, Trolleys. . G. O. BI 
_ HAZARD Wire Rope, rs 28) topes Equipment, MARYLAND Bolts and Nuts, OWEN Springs, PAGE Fence, Shaped Wire, HARRY 
_ | Welding Wire, READING- '& CADY Valves, READING Stee! Castings, WRIGHT Hoists, Cranes... In Business for Your Safety _ 
FEBR 
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Informal Editorial Comments... 


Just Among Ourselves 


... By Charles J. Heale, Editor of HARDWARE AGE 








OPA Forces Distributors 
To “Hold the Bag’ 
On Price Advances:— 


Q, firearms, bi- 


cycles and certain steel prod- 
ucts, OPA has already raised 
price ceilings at the producers’ 
level in recognition of higher 
costs, due largely to author- 
ized wage increases. Other ad- 
vances may be expected. Up 
to this point we have no quar- 
rel, believing the higher prices 
to be justified. 

BUT—from this point on 
we do quarrel and hope that 
every wholesale and retail 
hardware distributor starts to 
howl and keeps on howling 
until OPA stops the present 
practice of making these distri- 
butors “hold the bag.” 

Chester Bowles, OPA head, 
says in effect, Wholesalers 
and retailers can and MUST 
absorb the major part of these 
advances, and any deviation 
from that procedure will be 
very rare. And he means just 
that, because he is going to 
hold fast, if possible, on con- 
sumer price ceilings. 

On January 22, three prom- 
inent wholesalers and _ three 
prominent retailers, represent- 
ing their respective national 
trade associations, went to 
Washington on an invitation 


“to discuss and consult with 
Mr. Bowles”—so they thought. 
What happened, and it has 
happened before, is just this— 
Mr. Bowles told them they 
were making enough money 
and could afford to absorb 
these and other pending ad- 
vances. He said, in part, “We 
have an obligation to protect 
consumers against increases in 
retail prices on those occasions 
where some increase is neces- 
sary at the manufacturing 
level.” 

It sounds quite simple, the 
way he says it. Wholesalers 
and retailers know and think 
differently. OPA uses trade 
association average “cost of 
doing business” figures of 
1943 (not a truly representa- 
tive year at -that) to decide 
how much margin distributors 
need and how much they can 
absorb. 

The hardware spokesmen 
who met with Mr. Bowles on 
January 22 were well armed 
with cost data based on actual 
experiences, but that appar- 
ently was of little avail since 
newspaper statements, credited 
to OPA officials both the day 
before and the day after, made 
it quite clear that the January 
22 conference was a cut and 


dried case of “OPA telling 
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what” and not, as suggested, 
an instance where OPA was 
really going to listen to expe- 
rienced business men. 

It looks to us as though 


organized labor was able to 
obtain wage increases, for 
which producers were per- 
mitted some price ceiling re- 
lief, and also as though labor 


=. &- 9 


has been assured that consum- 
er prices will not rise. This 
doesn’t make economic sense, 
but the whole subject smells 
strongly of labor politics. 


“Cartels and Their Effects 
On Distribution”’:— 


‘THs is the title of a story 
which appears in this issue 
on page 80. It is worth careful 
reading. At first blush “car- 
tels” may seem to be a subject 
far removed from the interests 
of wholesale and retail hard- 
ware distributors, but the im- 
pact of cartelization on our 
social, political and economic 
life could easily affect ad- 
versely the welfare of the most 
humble employee in any retail 
or wholesale hardware firm. 
Briefly, cartels are interna- 
tional agreements which would 


restrict production and allo- 
cate sales territories to a 
formula binding upon all par- 
ticipants. 

To wholesalers and retail- 
ers, however, the serious threat 
of cartels would come from the 
very probable periods of un- 
employment in this country 
should the so-called American 
share of world trade be cur- 
tailed through cartel agree- 
ments which would rob our 
industries of free and open 
competition throughout the 
world. And unemployment 


x~ * * 


means reduced buying power 
and less retail and wholesale 
business in all fields. 

There is also the broad im- 
pact on all citizens who wish 
the American way of life main- 
tained. Cartels have their or- 
igin in Europe. They tend to 
lead into government monopo- 
lies and even totalitarian gov- 
ernment. This we don’t want 
here, even in part, at any time. 

Read the story “Cartels and 
Their Effects on Distribution,” 
which is in this issue on page 
80. 


Fight to Tax Co-ops 
Is Gaining Momentum:— 


HE hardware trade is 
showing increasing interest 

in the struggle to force Co-ops 
to pay their just share of the 
tax bill. For several years we 
have been urging such action 
and, starting last August 17, 
have, practically in every issue, 
brought this subject to the at- 
tention of the hardware indus- 
try. 
A flood of letters from hard- 
ware dealers and wholesalers 
indicates a full realization of 
the injustice of permitting any 
competitor to enjoy special tax 
exemption and loan advan- 
tages. How many of these read- 
ers have also written their Con- 
gressmen and enlisted the aid 
of fellow tax-paying merchants 
we do not know. But we do 
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feel that it is a fight in which 
all possible avenues of support 
will be needed, as the Co-ops 
are politically a potent force. 
Believing that a unified and 
well organized fight will make 
greater headway, we still be- 
lieve that joining hands with 
the National Tax Equality As- 
sociation and any other bodies 
with the same objectives is 
highly desirable. 

However, hardware associa- 
tion officials feel that their own 
program, in this fight, is better 
without such affiliation and ac- 


cordingly are pursuing that « 


policy. Last month the National 
Retail Hardware Association 
announced that its Consumer 
Cooperatives Committee swung 
into action the latter part of 


November and has prepared a 
statement which will be printed 
on mailing cards for members 
to send to their respective two 
Senators and one Representa- 
tive at Washington. We urge 
all members to give this sup- 
port because this is a fight 
which can only be won if 
everyone interested pitches in- 
to the battle. 

On the opposing side of this 
fight, the Co-ops are waging a 
radio and newspaper advertis- 
ing campaign to defeat the im- 
position of taxes on their 
“margins” and to protect their 
other unfair competitive ad- 
vantages. Several Co-ops of- 
ficials have written us counter 


arguments which are interest- 
(Continued on page 104) 
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We’re proud of the service we have given the trade on this popular number 
right along. 

Shipments fell far behind the demand several years ago — even on rated 
orders — when Ico production was critically needed for war material. But 
today our deliveries of 218 Night Latch are fairly prompt against priority 
ratings. 

Order Ilco 218 now and always! The basic, popular, fast-selling night 
latch for every day, over-the-counter volume business. 


Independent Lock Company 


Fitchburg, Massachusetts 


Branches in All Principal Cities 
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Sketch of post-war plan for most of the stores of Franklin Square which helped the Franklin Square National Bank 


Hardware Dealer-Bank 


Franklin Square, Long Island, N. Y., merchants plan 
for good parking facilities this year and post- 
war store modernization projects under leader- 
ship of The Franklin Square National Bank, of 
which Fred Schilling, hardware dealer, is presi- 
dent, and the local Chamber of Commerce. Lack of 
railroad transportation, nearness to many other 
larger shopping centers and proximity to New 
York City make real planning a necessity. Bank 
encourages special deposit accounts for those 
consumers planning to make post-war purchases. 


village. A majority of the local 
merchants have also pledged to 
modernize the exteriors of their 
stores as soon as possible and to 
make the shopping area a more at- 
tractive one. From the consumer 
standpoint almost 1000 “Franklin 


eyed dreams, the post-war plans of 
these merchants will seek to over- 
come locational disadvantages and 
thus enable them to compete with 
larger shopping centers of other 
communities. ~ . 


Se by the bank, of 


which Fred Schilling, progressive 
hardware dealer, is president and 
a founder, The Franklin Square 
National Bank and the local Cham- 
ber of Commerce, merchants and 
residents of Franklin Square, Long 
Island, N. Y., a community of 10,- 
000, have developed constructive 
post-war plans. Devoid of starry 


Free Parking Field 


Sometime this coming spring, 
Franklin Square merchants will 
start the first part of their plan 
with the opening of a large free 
parking field to offset the present 
woeful lack of such facilities in the 


Square Purchase Club” (post-war) 
accounts have been opened in The 
Franklin Square National Bank by 
local residents, to provide substan- 
tial down payments on new homes, 
home appliances and equipment, 
etc., when consumer goods again 
become plentiful. From the pa- 


(Illustrations of betore and after pictures at tob and bottom of these 


Here's the 1943 appearance of many of the stores whose proprietors like the modernization idea. 
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interest merchants in such projects for the post-war era. 


triotism angle, townspeople have 
not been remiss either, for the 
community’s quotas have been 
oversubscribed for each’ of the 
War Loan Drives to date. 

To better appreciate the full im- 
port of the Frankin Square plan, a 
summary of its location, popula- 
tion and growth is important. This 
unincorporated village in Nassau 
County, and located within the 
shadow of New York City, has no 
industrial plants and no railroad 
service. The nearest railroad sta- 
tions are several miles distant. 
Frequent buses to larger shopping 
centers, including regular runs 
that take but 20 minutes to one of 
New York City’s subway stations, 
enable local residents to easily and 
conveniently reach larger and 
more complete shopping centers. 
Once the heart of a farming re- 
gion, the community has, since the 
first World War, enjoyed rapid 


pages courtesy of The Franklin Square National Bank through C.E.D. News) 


The exterior of Schilling’s hardware store, shown 
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growth as a private home center. 
Many of its residents work in New 
York City, thus being constantly 
exposed to the displays of larger 
and more complete stocks of mer- 
chandise than are locally visible. 
Some local stores have modern ex- 
teriors but the majority require 
varying degrees of modernization. 


Program Has Eight Aims 


Because the community’s mer- 
chants recognize that the level of 
prosperity they are now enjoying 
is partly traceable to gas and travel 
restrictions, their cooperative mod- 
ernization program has eight aims. 
These are: 1l—more attractive 
stores; 2—wider variety of mer- 
chandise; 3—increased sales per 
customer; 4—increased number of 
customers; 5—increased profit; 6 
—increased property values; 7— 
increased residential values, and 





The original sketch included four additional stores. 





at the extreme right, was modernized several years ago. 










Hardware Age 
Post-War Forum 





“They shall beat their swords into plough- 
shares, and their spears inte pruning hooks” 


8—greater customer , satisfaction. 

Operators of 25 of the 34 stores 
in Franklin Square expect to par- 
ticipate in the modernization pro- 
gram. The other stores are of 
fairly recent construction or have 
been modernized in recent years. 
In addition to the “face lifting” 
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Savings Schedule 
100-Week Purchase Club Account 


Article 


Refrigerator 
Radio-Phonograph-Television 
Piano 

Electric Washer 

Electric Sink 

Appliances (Group of 3) 
Vacuum Cleaner 

Air Conditioning and Heating. . 
Helicopter 

Home 

(List other articles desired)... . 


Your 
Choice 
(Weekly 
Payment) 


Your 
Club 


600. 
TOTAL 


* The amount indicated in Your Club Goal column is the approximate amount 
needed for the down payment when item is to be purchased on time. 


If you desire to pay cash, multiply figures in first two columns by three. For 
the purchase of a Home, the down payment is based on 10% of the total value 


of the Home. 


The balance can be financed under the Franklin Square National Bank Time 


Payment Plan. 





The Franklin Square National Bank's “Saving Schedule.” a part of its 


copyrighted folder “There's a Story Book World Ahead.” 


Copyrighted 1943. 








plans, many stores will have better 
showroom equipment, better light 
and, in some instances, air condi- 
tioning. 

C. W. Green was employed by 
The Franklin Square National 
Bank in 1943 to interest merchants 
in modernization. Mr. Green, now 
with C.E.D. (Committee for Eco- 
nomic Development) took pictures 
of the store fronts as they appeared 
in 1943. Some of the stores have 
since been modernized, the result 
of repairs required following a 
fire, renovafion being in line with 
the suggested design illustrated in 
these pages. The Schilling hard- 
ware store already has a modern 
front, in keeping with the post- 
war plan, having been improved 
some years prior to the war. 

The bank commissioned an 
architect to sketch the business dis- 
trict’s store fronts modernized in 
a uniform design. Armed with 
“before” pictures of the business 
section; as it appeared at that time, 
and with the architect's plan for 
improvement Arthur T. Roth, ex- 
ecutive vice-president of The 


“They shall beat their swords into ploughshares 


Franklin Square National Bank, 
explained the idea to the local 
dealers. The modern store front 
idea appeals to the merchants and 
many of them also desire to great- 
ly improve the interiors of their 
stores. 


The bank sponsored a series of 
merchants’ meetings for discussing 
modernization problems with man- 
ufacturers, whose products are of 
types expected to be used in the 
store front projects. Mr. Roth says 
that the cost of the face lifting 
projects will total from $50,000 
to $100,000. Each store owner 
will make his own contracts and 
pay the cost of the store improve- 
ments. There is no legal commit- 
ment binding property owners to 
go through with the improvements. 
However, all have indicated that 
they will do so. Store front mod- 
ernization projects will, it is esti- 
mated, average from $450.00 to 
$590.00 for a 15-ft. store front. 


Merchants in Accord 


The free parking lot, to be open- 
ed sometime during the spring of 
1945, will provide such service at 
the risk of car owners. Its estab- 
lishment is allowed under New 
York state laws which now enable 
unincorporated districts to create 
parking areas and enable assess- 
ment of property owners for their 
maintenance. A majority of the 
merchants have agreed to an up- 
ward adjustment in their rents in 
order to reimburse property own- 
ers undertaking the assessment ob- 
ligations. 








Franklin Square Purchase Club 
Started Nov., 1943 
Some Purposes Indicated Up to Oct. 25, 1944 


Helicopter 

Radio phonograph 

Radio television outfit 

Electric sink 

Electric refrigerator 

Gas or elec. range 

Clothing (fur and cloth coats) 
Christm: 


Home furnishings 
War bonds 
Education 

Piano 

Electric ironer 


Typewriter 
Automobile 
Homes 


Emergency 
Air conditioning equipment 
llaneous 


TOTAL 


Summary of 302 of the known purposes for which Purchase Club accounts 

were opened, up to and including Oct. 25, 1944. Many of these items in 

peace times are regularly sold by hardware stores. In other instances, 

such purchases would eventually lead to the sale of goods or services 
regularly carried or furnished by hardware stores. 
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Mr. Roth states, “This is the 
first project of this kind in New 
York State. The total cost is 
limited to $32,000. and the retire- 
ment of the bonds together with 
the cost of maintenance is being ae 
assessed owners of business prop- 
erties immediately adjacent to the 
parking area. The cost will be ap- 
proximately 80 cents per $100 of 
assessed valuation and it will be : 5 

entirely paid for in ten years. F ves nr gr = 
Thereafter no assessment should courage savings 
be necessary.” for post-war pur- 


, ‘ h As it 
It is estimated that, under the oiiuite pul 5. 


direction of an attendant, the lot lished. this ad 
can provide space for as many as | - ™©asured two col- 


2 umns in width 
1600 cars on Fridays and Satur- ond 544 in. in 







The -bank makes 
a bid for mem- 
bership in its 
copyrighted “Pur- 












days, the two busiest shopping height. 
days. Necessity for such a large 
parking area for a community of 6% a 





10,000 population is indicated by 
the fact that at present 77 per cent 
of the shoppers come from nearby 
communities. ; 









Savings Encouraged 


Through its Franklin Square 
Purchase Club plan, which was 
copyrighted by the bank, planned 
savings are encouraged ,for post- 
war purchases of goods that will 
help turn the wheels of peace-time 
industry. Concurrently it is doing 
Uncle Sam a good turn by dis- 
couraging inflationary spending. 
Members of the club are urged to 
make weekly deposits, yet there is 
no pledge required toward that 
end. That many will attain their 
objectives Mr. Roth is certain. 
Most members planning on the 
purchase of a home, sometime 
after the end of the present con- 
flict, deposit a minimum of $10.00 
per week toward that goal. Since 
November 1943, the bank has 
made efforts to determine for what 
purpose Purchase Club savings 
are being made. From that time 
to Oct. 25, 1944, a total of 302 
purchases were indicated as being 
planned, in many instances. for 
goods which in normal times are 
sold by hardware stores, as shown 
on page 74. In most other in- 
stances, equipment to be purchased 
would at some time require hard- 
















York City, N. Y. 





















repair, maintenance or improve- 
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NEW 
Refrigerator 
$1 DOWN 


Lucky buy? You bet! Of cvurse, you will get 
delivery sometime after the war. 


But youll be one of, the first on line, your down 
payment will be all ready and we will vouch for 
your dependability. 


You see, it’s all part of the magic of the Purchase 
Club. Just select what you want— anything! 
Then join our Purchase Clu and you’re on your 
way. 


Let us tell you all about it. 


SEND FOR FREE ILLUSTRATED FOLRER 


THE FRANKLIN SQUARE 
NATIONAL BANK 


Long Island's Loading vero 
Goan and Alorlgage Instilulion mmm, 


Hempstead Turnpike, Franklin Square, L 1, N. ¥. 











Several methods have been used 
to promote the Purchase Club. 
Three booklets and folders have 
been issued to date to show pros- 
pective. club members the plan’s 
simplicity and advantages. Dis- 
play advertising has appeared in 
newspapers. The bank has also 
shown displays of pre-war appli- 
ances in its own quarters. Circular 
matter describing the plan has 
been copyrighted by the bank, the 
material being the work of the 
Frank Kiernan & Co., advertising _ items, Even a helicopter is pic- 


agency, 41 Maiden Lane, New 


Advertising the Plan = 


A recent advertisement, repro- 
duced in these pages was headed, 
“New Refrigerators $1 Down.” 
It further read: “Lucky buy! You. 
bet! Of course, you will get de- 
livery sometime after the war. . 

“But you'll be one of the first on 
line, your down payment will be 
all ready and we will vouch for 
your dependability.” 

The ad went on to offer a free 
illustrated folder on the plan. And 
the statement “we will vouch for 
ware store goods or services for your dependability” was most 
significant. Those who in these 
ment. times show banking institutions 


and their spears into pruning hooks.”..... 





that they can and will save, stand 
a better chance of being considered 
good loan risks.” 


Folder Tells the Story 


One folder, issued by the bank 
is titled, “There’s a Story Book 
World Ahead!” It reproduces 
sketches of a dozen durable items 
including an electric washing ma- 
chine, gas range, vacuum cleaner, 
electric sink, etc., and describes 
the uses and advantages of such 


tured and several members of the 
club are actually saving with the 
thought of having such con- 
veyances for their own use some 
day in the future. A dream to 
some extent, yet at least one famed 
industrialist is planning on mak- 
ing such air travel units in the fu- 
ture on a mass production basis. 

The same folder, using a 100 
week Purchase Club account as an 
example (see page 74), has a col- 
umn listing a dozen products with 
blank space for others of the mem- 
ber’s choice. Included are gas 
range, refrigerator, radio-phono- 
graph-television, electric washer, 
electric sink, vacuum cleaner, and 
air conditioning and heating. The 

(Continued on page 105) 
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Taking Care of Farmers’ Needs 
Builds Steady Business 


Bain & Miller of Traverse City, 
Mich., knows what farmers want 
and pyramids sales as a result 


eS in the 


neighborhood of Traverse City, 
Mich., find plenty to interest them 
at the store of Bain & Miller when- 
ever they visit town. This firm has 
developed a large business in farm 
needs and maintains a comprehen- 
sive department devoted to mer- 
chandise of-interest to local people 
which has been decidedly profit- 
able, according to J. H. Van 
Eenenaam, owner. 

In that part of Michigan there 
is a great deal of fruit and berry 
raising, and potatoes and beans 
are also important crops. This 
means a considerable demand for 
small farm tools, garden tools and 


insecticides. The Bain & Miller 
store handles large stocks of such 
items and has been able to take 
care of the needs of farm custom- 
ers in this respect. 

Some of the smaller farm tools 
are displayed along one wall and 
are fastened on a long bar. The 
tools are lined up and make an 
orderly appearance. This helps to 
increase sales, for prospects can 
quickly spot the items they want. 
Additional stock is carried in 
boxes in shelves below counter top 
level, and this arrangement saves 
many steps for salesmen in serv- 
ing customers. 

There is a considerable demand 
for lanterns and kerosene lamps 
for farm areas and also for sum- 





mer resort districts. Because of 


this fact, Bain & Miller finds it 


" profitable to handle a large and 


varied assortment of lanterns, 
globes, lamps, wicks and other 
supplies. In fact, such articles oc- 
cupy a key display spot at a wall 
area at the center of the store near 
the main wrapping counter. The 
lamps and globes are arranged in 
rows on shelves and quickly catch 
the attention of customers. By dis- 
playing them in this open manner, 
the store gets many more sales 
than if the same items were kept 
in boxes. 

“Our lamp and lantern stock 

(Continued on page 78) 





Smaller farm tools are displayed on a long bar fastened to the sidewall. 
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Featured up front and at the left, these lines never fail to attract feminine customers. 


China, Glassware and Gifts Attract 
Feminine Customers to Rundle’s 


Oelwein, Iowa, firm finds they have 
kept wartime sales at high level. 
Will feature them in post-war era 


>: glassware 


and gifts have been outstanding — 
lines for the Rundle Hardware of 
Oelwein, Iowa, during the war 
years. The section housing these 
three lines has gradually been en- 
larged to replace scarce items, and 
the volume of business has grown 
to such an extent that G. R. Rundle 
figures to keep present display 
schedules for the lines even dur- 
ing the post-war period. He has 
found that they have attracted 
many women to his store, and that 
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the total volume of business at- 
tributed to purchases by women 
has soared to profitable figures. 

“We always had a good wo- 
men’s trade on various hardware 
items,” says Mr. Rundle, “but 
when we enlarged our dinnerware, 
gift and glassware lines, then we 
really began to get a large volume 
of business from the ladies, These 
are items which women buy reg- 
ularly, and it seems that one 
satisfied customer would tell her 
friends about our store and stock. 
This gradually increased our store 
traffic to pleasing figures.” 





ON AVAILABLE GOODS 


In appealing to the feminine 
trade, Mr. Rundle and his staff 
take care to keep the china, glass- 
ware and gift section clean at all 
times and to arrange the displays 
in an attractive manner to catch 
the discriminating glances of wo- 
men customers. 

Gifts and colored pottery are 
attractively featured in a left hand 
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Cookie jars are shown upon the top shelf in this section. They 
have been extremely popular and many women buy them for gifts. 


‘ wall area just inside the front 
door. A top shelf contains numer- 
ous cookie jars selling for $1.00 
or more which have proved very 
popular. Cookie jars are one gift 
item which will always please, this 
store management finds, for some 
housewives like to have-several of 
them. 

In dinnerware a service for six 
is very popular with town fam- 
ilies, while services for eight and 
12 are in demand by miany rural 
families. Prices which are popular 
on dinnerware range from $5.00 
to $15.00. About eight patterns in 
stock seem to meet the require- 
ments of the trade. 


Mass Displays 

Mass displays of dinnerware are 
used by Mr. Rundle, insofar as 
possible, for he finds that this at- 
tracts many buyers, especially 
those families who buy a service 
for eight or one for 12 persons. 
Dinnerware sold in this region 
must be sturdy to resist consider- 
able wear and it must also have 
some distinction. The farm house- 
wife, for example, is getting to be 
quite discriminating in her choice 
of dinnerware which is a trend 
boding well for most hardware 
merchants, the store management 
finds. If the farm wife wants bet- 
ter quality merchandise, and seeks 
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beauty in what she buys, she will 
eventually become a better cus- 
tomer. 

“We also have a large and 


constant demand for ovenware, 
crocks, and mixing bowls of all 
sizes,” says Mr. Rundle. “The 
farm women especially are used to 
cooking and baking on a large 
scale and they need plenty of uten- 
sils to do their jobs well. Some 
women may get along with a cou- 
ple of mixing bowls, etc., but not 
the farm women.” 

During the last year the firm 
has sold many refreshment sets in 
glassware, Mr. Rundle reports, 
that many families desire one or 
more of these sets in the home. 
Extra ovenware and pottery have 
moved well. Colored teapots sell- 
ing from $1.50 and up have had 
a steady demand for a number of 
months. 

“Display means a great deal in 
selling this merchandise,” says 
Mr. Rundle. “We try to make our 
showings of these articles so at- 
tractive that women will stop and 
inspect them. We back up our in- 
side displays with some attractive 
window displays. Newspaper ad- 
vertising also helps.” 





Taking Care of Farmers’ Needs 
Builds Steady Business 
(Continued from page 76) 


brings many farmers ad summer 
resorters into our store,” says Mr. 
Van Eenenaam. “These people 
know we have large stocks of such 
items and tell their friends about 


it. While in our store, such cus- 
tomers usually buy other items as 
well. For this reason, we think our 
lamp and lantern stock is doubly 
worth while.” 





Kerosene lanterns, globes and accessories are in demand in this area 
and the firm devotes a large section to the display of these items. 
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This Seed Department Grosses 
$5,000 Every Year 


yy well 


planned and merchandised garden 
seed department grosses $5,000 
annually for the Geo. J. Kleih 
hardware store, Dubuque, Iowa, 
according to George Kleih, owner. 
This department, which occupies a 
key display spot up front at the 
store from February until August 
1, attracts customers from far and 
near, because it is complete in 
every respect and because its seeds 
have an excellent reputation. 

Both package and bulk seeds 
are sold, but it is the bulk seeds 
that account for the major share 
of the volume. Mr. Kleih has 
worked out a display arrangement 
on them which attracts the atten- 
tion of customers and which per- 
mits the showing of many seeds. 


The Key Section 


The key section in the store’s 
seed department is a long counter, 
3 ft. wide and 18 ft. in length. 
The front of this counter has a 
number of seed display slots, with 
proper identification pasted there- 
on and with many of the seeds 
visible. This makes a very striking 
appearance and makes the gar- 
dener want to buy a lot of seed 
for his garden. 

The top of the counter is given 
over in part to the display of 
boxes of seeds bought in larger 
quantities, especially corn. One 
end of it is devoted to a scale for 
weighing seeds. Wrapping mate- 
rial is also handy. 

The store also has an additional 
display against the wall behind the 
counter. Here can be found bulk 
seeds in jars, properly identified 


and placed neatly on shelves in a 


wall rack and plainly visible by 
the customer walking in the aisle 
or standing at the seed counter. 
Alongside the jars is another sec- 
(Continued on page 87) 
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George J. Kleih, Dubuque, Iowa, keeps 
this section active from early in 
February until the first of August 








Insecticides are shown in a section flanking the main counter. 
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Cartels and Their Effects 


By GEORGE F. BAUER 


International Trade Consultant 


EDITOR’S NOTE—A number of people are advocating the establishment 
of cartels as a proper method of conducting international trade. The 
point is debatable. Are people benefited by cartels? Do cartels increase 
the use and consumption of goods, and, thereby stimulate job-creating 
activities of production and distribution? We don’t think so. 

Just because certain nations believe in cartels on a worldwide basis 
is no reason why the United States should participate in them. 

A cartel is a manufacturers’ combination. It is European in origin. 
An international cartel is a contractual agreement between independent 
establishments in different nations regulating the amount of output for 
each establishment, and in certain cases also the prices. In some 
countries cartels have virtually become government monopolies. 

This article originally appeared in D&W, a Chilton Publication 
affiliated with HARDWARE AGE. 


A CARTEL differs from 


an association for export in which 
the firms of but one nation partici- 
pate. It is confused and inadequate 
reasoning to regard a cartel and an 
export association, as set up under 
the Webb-Pomerene Act, under one 
heading. Neither should it be in- 
ferred that the Webb-Pomerene Act 
was designed to foster cartels. 
Export Associations 

Fundamentally, the purposes of 
the Webb-Pomerene Act are consis- 
tent with the objective of making 
more products available to more 
people everywhere. The Export As- 
sociation, voluntarily formed under 
this act, can, by permitted coopera- 
tion of American firms domestically 
competitive, effect efficiency and 
econemy in sales promotion, de- 
velopment of world markets, in ship- 
ping and in servicing, and it can 
pass economies on to the final con- 
sumer. 

The Export Association is not a 
monopoly; for it comprises firms of 
the United States only. It is true 
that the American firms in the Ex- 
port Association do not have to com- 
pete among themselves, but the 
Association competes strenuously 
with the export associations of other 
nations, and even with foreign car- 
tels representing combined national 
groups. 


In the thirties, European automo- 
bile manufacturers inclined toward 
the cartel idea. It was thought that 
sections of the world could be allo- 
cated as sales outlets to specific 
manufacturing nations. The pro- 
posal was never realized in practice. 
In the United States, there was pub- 
lic, legal and industrial opposition 
to participation in any such arrange- 
ment. 

Business in our country has been 
developed on the basis of free en- 
terprise and open competition. Pub- 
lic sentiment, seemingly, is in favor 
of continuing our development along 
those lines. ; 


Competition Desirable 
Industrialists also have been con- 
vinced of the advantages of com- 
petition as a means of stimulating 


x kk 


Mr. Bauer is particularly well 
qualified to discuss this subject be- 
cause of his background and expe- 
rience. For 20 years he was export 
manager of the Automobile Manu- 
facturers Association. He initiated 
the World Trade League, and be- 
came its chairman. Previously, he 
was commercial agent in the Bu- 
reau of Foreign and Domestic Com- 
merce, an aid to the Financial Ad- 
viser of Haiti, and served in various 
consular positions. He has traveled 
extensively. Recently he served as 
international traffic analyst for Air 
Cargo, Inc. 


improvements and effecting econ- 
omies which could be passed on to 
the final consumer. This policy of 
small profit per unit and many small 
profits through many sales has been 
the economic foundation of the mass 
production industries in the United 
States. This competitive factor, with 
its beneficial effect on volume of 
sales, tends to be subordinated 
whenever plans for division of sales 
territories among manufacturing na- 
tions are brought up. On that one 
point alone, any cartel program for 
an American industry, such as that 
proposed for motor vehicles, is like- 
ly to face serious opposition. 

International cartels tend to over- 
stress safeguards to profits of manu- 
facturers in various national groups. 
There usually seems to be a feeling 
that public absorption of goods rep- 
resents rigid totals to be divided 
according to some arbitrary quota, 
or division of territories, without 
regard to the capacities of the manu- 
facturers in the various national 
groups. The efficiency of a group, 
or of an individual manufacturer, 
can expect little encouragement un- 
der such a restrictive system. 


Consumer Benefits Doubted. 


Economies resulting from compe- 
tition in manufacturing and distri- 
bution, if possible under cartels, are 
not likely to be passed on to con- 
sumers. Rather than larger total 

(Continued on page 88) 
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| — Hunting is a Safe Sport 





: To people unfamiliar with the facts, hunting as a sport appears to 
: be hazardous because a firearm is used. Actually hunting is not only 





is very, very small. 





one of the safest American sports, but there are less accidents per 
year during hunting seasons than there are in other sports. A 
recent survey by a well-known insurance company proved that 
of all the claims filed with them in 1943, less than one per cent 
were the result of hunting accidents. Yet, over 16 per cent were 
the result of accidents in other forms of sport and recreation! When 
you consider that there are more than 8,000,000 licensed hunters 
in the country and thousands more handle guns; that percentage 


This record is the result of careful planning by many organiza- 
tions. As a dealer, you can do a great service to your community by 
practicing and preaching safety in the handling of firearms. You 
will not only contribute substantially to the cause of safety in the 
use of sporting firearms; you will be creating a feeling of good will. 
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LEAFLET HELPS MAKE 
SAFE SPORT SAFER 


Like all accidents, hunting accidents are 
too often caused by negligence or pure 
carelessness. To reduce hunting accidents 
and instruct the shooting public in safe 
handling of a firearm, the Sporting Arms 
and Ammunition Manufacturers’ Institute 
prepared the ‘Ten Commandments of 
Safety” in leaflet form. Millions of these 
leaflets have been distributed by Remington 
Arms Co., Inc., and other member com- 
panies, the Boy Scouts, Sportsman’s Clubs, 
State Game Commissio-:s and other organ- 
izations ,..to make a safe sport safer. 


Ten commandments of safety 


1.Treatevery gun with therespect duea load- 
ed gun. This is the cardinal rule of safety. 
2. Carry only empty guns, taken down or 
with the action open, into your automobile, 
camp and home. 

3. Always be sure that the barrel and action 
are clear of obstructions. 

4. Always carry your gun so that you can 
control the direction of the muzzle even if 
you stumble. 

5. Be sure of your target before you pul) 
the trigger. 

6. Never point a gun at anything you do 
not want to shoot. 

7. Never leave your gun unattended unless 
you unload it first. 

8. Never climb a tree or fence with a loaded 
gun. 

9. Never shoot at a flat, hard surface, or 
the surface of water. 

10. Do not mit gunpowder with alcohol. 


- 





“‘Where do you keep the Reming- 
ton Hi-Speed 22’s? I just sold 
that man a whole case of them!’’ 





“ “ “ 





Hi-Speed is Reg. U. S. Pat. Off. by Remington 
Arms Co., Ine., Bridgeport 2, Conn 
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SAFETY MOTION 
PICTURE AVAILABLE 
FOR MEETINGS 


The Sporting Arms and Ammunition 
Manufacturers’ Institute has available 
a motion picture called ‘“The Making 


| of a Shooter.” This interesting film, pro- 


duced in full color and in both sound 
and silent versions, was approached 
from the inspirational angle and weaves 
an interesting plot about a boy’s ex- 
periences at national shooting tourna- 
ments and hunting in the field. 

If you belong to any group interested 
in the shooting sports, you can provide a 








Scene from Sportsmen’s Service Bureaucolor film. 





profitable and entertaining evening for 
them by showing this film. Get in touch 
with the Sportsmen’s Service Bureau, 
Sporting Arms and Ammunition Manu- 
facturers’ Institute, Room 506, 103 
Park Avenue, New York 17, N. Y. 
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Poultry Supplies a Year ‘Round 
Business at R. D. Cone’s 


Winona, Minn., firm hits peak in 
spring and early summer but is 
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SUPPLIES 
Buy Them Now! 


“First Come - First Served’’ 
Our Steck Is Limited! 





. 
Just the thing for 
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were a “tough arti- 
cle” to buy .. . but 
this year an effort has 
been made by the 
government te pro- 
duce more equipment 
to produce food 
1944. We have & 
smal! supiy of brood- 
ers ® we suggest 
that you buy yours 
earl 

Secee $25.50 








48” Galvanized CHICK FEEDERS .'.25 
5-Fi. FLOCK FEEDERS ..... $3.50 


R. D. CONE CO. 


66-70 East Second St 


“Since 1855" Phone 4052 





























always active in other seasons 





ON AVAILABLE GOODS 


rE: R. D. Cone Co., 


Winona, Minn., a hardware store 
that had its beginnings in 1855, 
has a highly profitable poultry de- 
partment which provides a satis- 
factory volume many months of 
the year. While the peak of this 
business naturally comes in spring 
and early summer when items such 
as electric brooders, watering and 
feeding fountains, etc., are in de- 
mand, there are many other items 
in the department which farmers 
buy throughout the entire year. 
These include’ poultry remedies, 
hen nests, feeding troughs, egg 
shipping cases, egg crates, hen- 
house ventilators and glass eggs. 


Extensive Display 


The Cone company has a large 
display of poultry equipment in 
one section of the store, with 
many smaller items displayed on 
a table. For example, the store 
carries large items such as 5-ft. 
flock feeders, which range in price 
from $3.50 to $4.25. These are 
bought .by farmers in almost any 
season of the year. Farmers who 


have flocks of 500 chickens or 
more often build their own feed- 
ing troughs according to henhouse 
layout specifications, but the small 
flock owner, having from 50 to 
300 chicks likes to buy the feed 
troughs offered for sale at hard- 
ware stores. 

The firm does quite a business 
on chick brooders, according to 
K. A. McQueen, owner. The large 
size oil brooder sells for $25.50 
and the electric brooders for 
$32.50 and $50.00 respectively for 
various sizes holding from 500 
chicks and up. 


Poultry Remedies 


When it comes to poultry rem- 
edies, the company has a large 
stock for the poultryman to choose 
from. These items include disin- 
fectants for drinking water, prep- 
arations to keep chicks from hav- 
ing serious digestive troubles, 
louse powders, roost paints to de- 
stroy vermin, worming prepara- 
tions and many more. 

Mr McQueen gives his poultry 
supplies department good window 
display and also advertises it quite 
extensively during the season. 


This ad was featured by the firm during the spring season of 1944. Due 
te space limitations, certain sections of the copy have been omitted. In 
its original form, it measured 21 in. in height and two columns in width. 
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* HATCHETS * {AXES 
*® HEDGE AND PRUNING SHEARS 


* HAMMERS 


IOR to 1920 practically all fishing rods were made 

of wood imported from tropical countries. Being the 

product of many climates, this material was not uniform 

in strength, action or durability. Consequently, even the 

most skilled workers could not make two rods exactly 

alike, and it was practically impossible to establish like 
grades and values. 


The hardware merchant who stood behind his mer- 
chandise had many costly replacements to make. Because 
exact standards could not be established, stock selection 
was a gamble and the merchant frequently found himself 
at the end of the season with obsolete and inferior rods 
that had to be sold at a loss. The better wood rods were 
so high in price that few people could buy them—volume 
on profitable numbers was thus small. 


In 1920 the True Temper one piece rapier steel rod was 
introduced. It was made from super alloy steel, tempered 
to the highest standard, and shaped to the taper (patented) 
that gave perfect action. Every rod in each grade was uni- 
form in casting action; gave uniform service and was thus 
aKNOWN VALUE. Stock selection became easy, losses 
from obsolete stock were eliminated. Grade for grade 
these rods sold at about half the price of comparable wood 


TRUE TEMPER 


THE KNOWN VALUE EIGHT STAR LINE 


* SHOVELS 


%& STAR No. 6—FISHING RODS AND BAITS 


* STEEL Goops * RODS AND BAITS 


* SCYTHES, WEED AND GRASS TOOLS 





rods. Volume sales resulted. 


Backed by good advertising in all leading outdoor 
magazines True Temper Rods soon became a demand 
item. Fishermen bought them, first by the thousands, then 
tens of thousands and in the early 1940’s by the hundreds 
of thousands each year. True Temper Rods, the Known 
Value product of a responsible maker outsold all other 
makes of rods. Thus, profitable volume of fishing rod 
sales was created for the hardware merchant. 


The development of Al. Foss and True Temper Baits 
—the Lure of Experts—is an identical success story. De- 
sign improvements, plus new and improved lures built 
the line to a National favorite in 1941. The new True 
Temper Shad was the fastest selling, most demanded bait 
ever produced. New, different and better lures are already 
tested and approved for postwar production. 

Our facilities for Rod and Bait manufacture are now 
devoted to Air Corps’ requirements, but manufacture of 
fishing tackle will be resumed the moment restrictions 
are removed and material and labor are available. True 
Temper Rods and Baits, when available, provide one of 
the brightest postwar profit opportunities for the hard- 
ware merchant. 


THE AMERICAN FORK AND HOE COMPANY «+ CLEVELAND, OHIO 
Makers of 


TRUE TEMPER PRODUCTS 
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Fully 75 patterns 
of wallpaper are 
featured in this 
sidewall display. 
Each pattern is 
on a hinged door 
behind which is 
additional stock. 
Samples are dis- 
played over the 
horizontal board. 
The circle below 
shows these fea- 
tures in detail. 


A LARGE, complete 


de luxe wallpaper and paint de- 
partment, incorporating numerous 
merchandising and display ideas, 
pays good profits in wartime to 
the Long-Bell Lumber Company 
of Hannibal, Mo. According to 
William Partee, manager, the way 
the firm now shows paint and 
wallpaper has increased sales con- 
siderably over a former method 
of display. 

The firm displays 75 different 
wallpaper patterns on a sidewall 
location. Samples of each pattern 
have been attached to a special 
metal, hinged’ panel which can be 
lifted up to show the stock of each 
pattern directly behind it. A spe- 
cial display board, running the 
entire length of the section, pro- 
vides for the holding of individual 
rolls that the salesman may wish 
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to show. The roll can be unrolled 
and the paper can hang down, so 
the prospect can get a good view 
of the pattern. This eliminates a 
lot of holding on the part of clerks 
and helps to maintain order if 
more than one pattern is shown 
at one time. 


Additional Display Space 


In addition to showing wall- 
paper in this fashion in the front 
area of the store, and stocking the 
wall and ceiling papers directly 
behind the samples, the Long-Bell 
company also has another room 
in the rear where another 150 pat- 
terns are displayed in a similar 
manner. The prospect who wishes 





to view many patterns of all types 
of wallpaper, before making up her 
mind as to what to buy, can have 
her wish gratified at this store. 
Display of this kind, according to 
Mr. Partee, has proved extremely 
helpful in selling quantities of 
wallpaper to many patrons. The 
housewife who buys parlor paper 
here is almost certain to see dining 
room, bedroom and kitchen pat- 
terns displayed during her tour 
around the store. Then, when she 
is in the market to repaper other 
rooms, she almost always will re- 
member to come to the store to 
look again at some patterns which 
she once saw and liked. 
Wherever the firm displays a 
sample of wallpaper, the price of 


HARDWARE AGE 





























| 










rn 





it is shown . 
on the corner; 5 ; well ast the bin 
number where the extraistock is 
stored—in addition to ‘that . di- 


“rectly behind the sample panel. 


This information helps greatly in 
sélling wallpaper, says MréPartee. 
‘Often a prospect can stroll about 
the store inspecting the display 
panels and prices and decide on 
what wallpaper she wartts, so that 
when the tlerk has time to wait on 
her, the transaction is ready «for 
completion. 

Everything about this. depart- 
ment is neat and clean at all times. 
This, of course, is a policy which 
makes an instant hit with all pros- 
pects. 

In order to promote its sale, the 
Long-Bell firm has been urging 
the use of colorful wallpaper pat- 
terns as wrapping paper for 


n 1 a special tag ‘ 





Christmas presents. A’ special dis- 
play to this effect was arranged 
during the 1944 holiday season 
and made quite a hit with cus- 
tomers, 


Special Reception Room 
- 


At the reartof the front area 
wallpaper section there is a spe- 
cial reception room where wall- 
paper prospects can sit and discuss 
their problems with a salesperson. 
Special samples of wallpaper also 
can be shown to them there. This 
type of service and privacy is ap- 





preciated by numerous customers. 

Excellent wallpaper windows il- 
luminated by means of fluorescent 
lighting also help the company 
call attention to its wallpaper pat- 
terns. The well lighted windows 
can be seen for several blocks, as 
the store is located on a street 
corner. 

Odds and ends of wallpaper 
from this department are dis- 
played at the top of an adjoining 
paint counter and these usually 
find ready buyers from time to 
time. 

Naturally such an _ extensive 


The Long-Bell Lumber Company has 
adopted some selling angles that 
have served to increase business 
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a During the Christmas season the 
; firm stimulates sales by urging 
customers to use colorful wall- 
paper for wrapping gifts. This 

idea has been both popular and 
profitable. At the right is the 
package display featured during 

-~y, the, 1944 pre-Christmas season. 
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This special receptioz: room 
is located at the rear of 
the front wallpaper section 
in the store. Special sam- 
ples are shown here and the 
customers may remain undis- 
turbed while they are mak- 
ing a selection. _ This type 
of service is appreciated 
and is a real aid to sales. 
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HERE'S A MUCH-NEEDED 


NEW PRODUCT 


Already selling in volume 


through America's largest 
jobbers and retailers in 


hardware, lumber and paint. 





FILLS HAIRLINE CRACKS and 
small holes in plaster or wood. 
NO DELAY Always ready for 
instant use! 

NO WATER ...NO MUSS... 
no mixing .. . no waste. 

APPLY WITH ONE HAND Just 
draw over crack until filled. 
HARDENS PERMANENTLY and in 
from 4 to 24 hours. 

CAN BE PAINTED OVER without 
a sealer or other treatment. 

IT WILL NOT DRY OUT Entire 
length of Plaster Stik usable. 
May be used for filling all types 
of wood joinings—door jams, 
window frames—boat hulls, etc. 


Sells on Sight 


Each Plaster-Stik is mounted on 

a separate sales card. Packed 

one dozen Stiks in a display car- 
, ton that will really move it. 


ORDER TODAY FROM YOUR JOBBER 
THE LEONARD COMPANY 
1707 Locust St. Des Moines 9, Ia. 


wallpaper department promotes 
the sale of paints and vice versa. 
The store has an excellent stock 
of paint and uses special display 
stands for the line. The center 
aisle displays of paint have 
rounded corners and the shelves 
in these tables are of varying 
widths to accommodate paint con- 
tainers of various heights. The 
rounded corners permit the easier 
flow of traffic at congested parts 
in the store. 

Wall shelves of paint stock are 
noted for their completeness and 
neatness during wartime as well 











Wallpaper is featured in frequent window displays and paints are 
often used to supplement it. They make a practical combination. 


as peacetime. Rarely is a can of 
paint out of its place or out of 
line. This, of course, means a paint 
department which is decidedly at- 
tractive and pleasing to customers. 





ON AVAILABLE GOODS 





atop one of the paint counters 
minor jobs in their homes. 
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This Seed Department 
Grosses $5,000 
_Each Year 


(Continued from page 79) 


tion containing small drawers of 
seeds, each with a white knob at- 
tached for easy pull-out. There are 
identifying labels on these draw- 
ers which help the clerks to find 
the seeds. 

The seed prospect walking into 
the Kleih store and viewing this 
department is struck first of all by 
its size. Because of the many va- 
rieties displayed, the prospect 
knows this store does a large seed 
business. This impression natur- 
ally leads him to confide his gar- 
dening problems to the clerks. 

“A good seed department prop- 
erly managed has a wonderful re- 
peat value,” says Mr. Kleih. “One 
satisfied gardener will tell his 
friends about our seeds and ser- 
vice and eventually the friend will 
come to buy from us as well, Nat- 
urally, we can sell many of these 
customers some garden tools from 
time to time, as well as other 
items.” 

Flanking the seed department at 
the Kleih store are two display 
areas of related products which 
tie in very well with the merchan- 
dising of seeds. These displays 
cover insecticides and spraying 
materials. Mr. Kleih uses the mass 
display idea in both displays 
which brings the articles promi- 
nently into the eye-range of the 
seed and garden tool customer. 

Window displays of seeds, gar- 
den tools, insecticides and spray- 
ing equipment and supplies during 
the proper seasons also help the 
store attract attention and increase 
sales. Mr. Kleih and his assistants 
are always willing to help garden- 
ers with their problems, and this 
is an important factor in building 
good will and increasing business. 





ON AVAILABLE COODS 
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THIS REFILL-- PACK 
takes the Guesswork: Out 
of Open Stock Buying 


Here’s another “‘first” in KeLLoce Quaurty Brush Merchandising 
that will be welcomed by busy Retailers trying to keep abreast of 
stock replenishment problems. It’s a balanced assortment of the 
14 best sellers in the KeLtoce Quauity Brush line that takes the 
guesswork and puzzlement out of open stock buying. It’s balanced 
because the quantity of each number in the assortment has been 
based upon a special analysis of retail sales of KeLLoGe Quarry 
Brushes, the fastest sellers heading the list. 





| Don’t run the risk of lost sales because your orush merchandiser 
| is not filled up. Ask your wholesaler today about the No. 2497 Deal 
| with scarce merchandise FREE GOODS that gives you .. . 


| 42%2% PROFIT 
Order Chrough your wholesaler 


KELLOGG BRUSH MFG. CO. WESTFIELD, MASSACHUSETTS 


KELLOGG QUALITY BRUSHES ARE SOLD ONLY THROUGH RETAIL STORES 
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Get SOILAX rn your jobber. 
Retail Price: 25¢ for 12 lb. Box 


Economtes Laboratory, St. Paul, Minn.» 
e . in t b aise 
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Cartels and Their 
Effects on Distribution 
(Continued from page 80) 


profits as a result of mass sales, the 
cartel objective seems to aim at 
large unit profit and consequent 
small sales volume. To our way of 
thinking, this is unsatisfactory all 
around. 

Consequently, it can be seriously 
questioned whether cartels that limit 
international competition are advan- 
tageous, even to the participating 
manufacturers, collectively and in- 
dividually. If a cartel prevents de- 
velopment of mass sales, and dis- 
courages passing.«on economies to 
consumers, it would seem to be a 
defective instrument both for the 
members of the industry using it 
and for the general public every- 
where. 


Cartels and Associations 


Cartelization is a European idea, 
whereas the idea of éxport associa- 
tions, as authorized by the Webb- 
Pomerene Act, is an American con- 
ception. In the first instance, the 
world is divided into privileged 
areas for specific national groups; 
in the second, the world is open to 
every firm, whether or not a member 
of an export association. The dif- 
ference is absence of competition in 
given territories, among national 
groups or individual manufacturers, 
on one hand; on the other, there is 
keen competition among manufac- 
turers, or of the export association 
of an industry in one nation against 
similar associations of other coun- 
tries. 

The demarcation between inter- 
national cartels and national asso- 
ciations for export is one of degree 
of competition. International car- 
tels establish rigid limitations; na- 
tional associations for export have 
latitude and flexibility. 


Government Cartels 


Another feature is developing 
with respect to cartels as opposed 
to export associations. In certain 
European nations, the cartel has 
been given legal status.. Cartel con- 
tracts have been held. binding by 
national courts in several instances. 

In other cases, cartels are gov- 
ernment monopolies. Purchasers 
when dealing with some cartel or- 
ganizations are finding that they are 
not negotiating with a*combine of 
producers, but with a governmental 
agency. F 

Thus, cartels are becoming gov- 
ernment sales control agencies of 








one hand, or a government purchas- # 
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WoacesTia 


Valve Lifter. 


with Friction Clutch 
and Ratchet mo- 
tjon holds the 
Spring in a positive 
grip for removing 


or replacing, leav-— 


ing hands free for 
adjusting .... 


Extra Jaws to fit 
all cars .. . HEAVY 
DUTY LIFTER for 
Trucks and Diesel 
Engines ....-. 


Ask your Jobber for this and 
other WALDEN WORCESTER 


Automotive Tools ... . .- 
ft e 

141 picturing « fall time WAL ESTER 

of Au . Aircraft = 

and Radio Tools. 


STEVENS WALDEN, INC. 
468 SHREWSBURY STREET 
WORCESTER, MASSACHUSETTS 
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trade grouping previously inherent 
in the cartel is giving way to gov- 
ernmental organization. It is the 
equivalent of government in_busi- 
ness on an international scale. 

If the trend toward government 
sales and purchase controls. in the 
form of cartels continues, the par- 
ticipating members will no longer 
be national groups of manufactur- 
ers but the governments of particu- 
lar nations. 

This situation might bring with 
it the centralization of all interna- 
tional purchases of a given country 
through some official agency. In the 
case of Soviet Russia, this central- 
ization is effected through the Am- 
torg Corp. 


Restricted Distribution 


The sale of American goods can- 
not be made direct to distributors 
or retailers in Russia but must be 
presented through the Amtorg Corp. 
Regardless of the number of Ameri- 
can suppliers of goods, there is but 
one distributor for them in Russia 
and that is the Amtorg Corp. 

With reference to all imports inte 
Russia, the Soviet Government de- 
cides through the Amtorg Corp. 
what make, or makes, of products 
shall be purchased. There is no 
competitive distributor outlet in Rus- 
sia. Amtorg Corp. is the only one. 

In an American industry there 


ing commission on the other. The | 





may be as many as 35 producers. | 


Some of them are large; others are 
small. Normally, a_ smaller 
would have a chance to develop di- 
rect outlets for his goods just as 
well as a large concern. 

There are instances of companies 
that succeeded in overseas sales bet- 
ter than in domestic trade. Any 
American company, depending on 
ability and not size, was able to 
create outlets not only in the main 
cities of a foreign country, but also 
in some of the lesser communities. 
Success was dependent on the par- 
ticular product and the ability of 
the export management. 


Open Distribution 
In the illustration above, 35 pro- 
ducers might have established direct 
channels of distribution in a foreign 
nation. As result of this competi- 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 124 
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tig! BOSS Gloves 
a5. Navy Seabees 








Well . . . perhaps Seabees in the South Pacific 

aren’t trading Boss Work Gloves for islands, but they a 
find them mighty necessary when there’s rough, tough 
work to be done. Many directives and priority- - 

rated orders are now taking the entire production 

of leather-palm gloves. But on available types you 

are assured your fair share of shipments 

received by Boss distributors at established 

intervals. The Boss Manufacturing 

Company, Kewanee, Illinois. 


06 YEARS OF HAND PROTECTION! 





THINK TWICE BEFORE YOU TRAVEL—REMEMBER, WAR NEEDS COME FIRSTEI 
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@So there! Maybe women customers won’t be as tough 
as all that on the postwar appliance dealer. Yet it’s a 
cinch that many of his gentler prospects won’t go starry- 
eyed at mere sight of the glittering chrome that clothes 
his wares. 

@ Not any more. These ladies’ war-born knowledge of 
mechanics will account for the questioning glance that 
asks, ‘““What’s inside?” 

®@ Does that mean that Hamilton Beach Food Mixers and 
Vacuum Cleaners will no longer be sold as work and 
time savers? Not at all. 

@ The convenience of easier, better living will still be 
the punch in the product. But we intend to make (and 
to help our dealers merchandise) postwar products that 
will be delivered complete—with answers. 

@ The first of these answers may well be a reply to the 
query, ‘““How long has Hamilton Beach been in business; 
what did they make before the war?” 

@ Our dealers are glad they have the answer, knowing 
that Hamilton Beach has consistently produced quality 
electrical appliances for 35 years. They count on it to 
help them as predictions come thick and fast that the 
butcher, the baker, even the candlestick maker, will be 
in the appliance business, postwar. Hamilton Beach 
Company, Division of Scovill Manufacturing Co., Racine, Wis. 
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tion consumers in the particular 
country naturaily benefit. 

If an official agency is established 
for the particular country and the 
purchases are limited by the officials 
in it to products of three or four 
manufacturers, it is evident that 
competition in the distribution chan- 
nels of that country will diminish. 
The tendency will be toward rigid 
procedure, limited selection, fixed 
prices and little regard for individ- 
ual tastes and preferences. Econ- 
omies, if any, are not likely to be 
passed on to consumers. Prosperity 
in terms of abundance of goods 
among the masses is hardly to be 
promoted by limiting competition. 

Knowing of the bottleneck that 
exists in connection with sales to a 
country using a “cartelized” pur- 
chasing arrangement, only such 
manufacturers as feel themselves in 
a particularly favorable situation are 
likely to offer their wares; the 
others, inhibited by red tape, handi- 
capped by productive capacity or 
some other limitation, are not likely 
to get anywhere by offering their 
products to the “centralized” pur- 
chasing agency. 

Two disadvantages are the result. 
Fewer suppliers compete for the 
business. With fewer suppliers com- 
peting, in the long run, it is doubtful 
whether concentrated purchases will 
prove as efficient or economical as 
some profess to believe. 


Sales Cartels 


Cartelized purchasing may show 
another disadvantage. Already there 
is agitation to permit cartelized 
sales by American producers, or 
participation in international com- 
bines, to eliminate competition 
among individual manufacturers 
when offering goods to countries 
where officially centralized pur- 
chasing agencies have been set up. 

Government intervention in what 
normally is private trade would fol- 
low. The 35 American manufactur- 
ers in a single industry might com- 
bine, with government approval, and 
agree that sales are not to be made 
to the official purchasing agency of 
another country except through the 
American combine, or a cartel of 
which the United States is a mem- 
ber. 

A foreign country, consequently, 
could purchase only the makes of 
products agreed to by the Ameri- 
can combine, or cartel. A composite 
product beneficial to all of the 35 
manufacturers would have to be 
prodouced or some quota arrange- 
ments would have to be set up. 

At best it would be a makeshift. 
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Even with raw materials, an agree- 
ment on a composite specification of 
a product for adherence by a num- 
ber of producers, would be difficult 
and with manufactured goods, prac- 
tically impossible. Official direc- 
tives would replace natural selec- 
tions under the competitive sys- 
tems. Divisions of a quota satisfac- 
tory to all manufacturers in a group 
affected by it has never been accom- 
plished. 

While theoretically, officially cen- 
tralized purchasing of one country 
might be offset by officially central- 
ized selling in another, the econo- 
mies of competitive trade would 
hardly be of benefit to consumers. 
Natural standards of living with 
abundance and varieties of goods 
would be seriously jeopardized. 

Before endeavoring to answer car- 
telized purchasing with cartelized 
selling it may be well to stop and 
review the consequences and ascer- 
tain whether through that move we 
would draw closer to or farther from 
what Eric A. Johnston, president of 
the Chamber of Commerce of the 
United States, calls popular capi- 
talism, or a capitalism of which the 
prime purpose is to benefit all peo- 
ple, and not just one segment, be it 
either a private or a government 
group. 


Businessmen Must 
Make It Work 


HARGING that some prime 

contractors had been guilty 
of inexcusable delays in paying sub- 
contractors whose claims had been 
settled. Brig. Gen. D. N. Hause- 
man, director, Readjustment Divi- 
sion, Army Service Forces, warned 
the War and Reconversion Congress 
of Industry recently that the free en- 
terprise system won’t work unless 
businessmen make it work. 

Speaking at a panel session on 
“Contract Termination,’’ Gen. 
Hauseman urged contractors to get 
claims settled as fast as the law al- 
lows, and pointed out that the con- 
tractor who waits until the eleventh 
hour will be the last to get his plant 
cleared and into peacetime produc- 
tion. 

“If the free enterprise system is 
going to work in termination as it 
did in production, you must get 
busy,” he warned. “This whole task 
of settling contracts and clearing 
plants so that we do not clutter up 
production lines is certainly a co- 
operative venture all the way 
through. We have got to do it to- 
gether and we can’t wait.” 
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Our fighting men are doing a double 
“clean-up job” on all fronts. To combat dik 
and disease they use modern washing machines 
powered by trouble-free, air-cooled Briggs & $tratton 
gasoline engines — one more service for hundteds* 
of thousands of Briggs & Stratton engines, 
now “humming” away for Victory. 






4 


CYCLE 


fh Cooled 2B. BRIGGS & STRATTON 


Manufacturers, distributors, dealers, and users of all types of appliances, tools, and 
equipment requiring dependable, compact power units vouch for the performance 
record of Briggs & Stratton engines. The latest models are backed by the experience 
gained in twenty-five years of continuous production of more than 2,000,000 Air- 
Cooled Gasoline Engines. BRIGGS & STRATTON CORP., Milwaukee 1, Wis., U.S.A. 
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Stove Department Reaps Harvest 
As a Result of Pre-War Calls 


Gssies consistent 


merchandising often pays divi- 
dends for many, many years. This 
fact has been proved recently in 
the case of the H. Richards & Sons, 
Mexico, Mo. During wartime, the 
firm has continued to do a big 
business in new and used stoves, 
due in large measure to the fact 
that in pre-war years the firm 
pushed the line in that area. 
Frank Richards, one of the pres- 
ent managers of the store, states 
that in pre-war days, he went into 
the field with outside salesmen to 
sell stoves and other appliances. 
Today, with no salesmen in the 
field, the store attracts many stove 
customers whom Mr. Richards re- 


members calling on in former 
days. 

The Richards firm has always 
been a carload buyer of stoves 
and thus always maintained a 
large stock of them. This policy 
naturally helped considerably at 
the outset of the war period, and 
also aided the firm in obtaining 
more stoves from manufacturers 
in the months that followed. 


Used Stove Volume 


“Much of our stove volume to- 
day comes from used stoves which 
we recondition for the trade,” says 
Frank Richards, “although we 
have sold quite a few stoves on 
ration certificates. Now with coal 
and wood stoves off the ration list 


H. Richards & Sons is cashing in 
on former canvasses in area and 
is laying plans for the future 


we find many more prospects com- 
ing to our store to see what they 
can buy.” 

This store has a fine stove re- 
conditioning department. Used 
stoves are gone over very care- 
fully and put into first class shape. 
The store gets as high as $60 for 
some used stoves and has moved 
from 100 to 200 used and new 
stoves in a single year during the 
war era. 

Mexico has a population of 
about 8500. It is located in the 
center of a fine agricultural and 
industrial area. Numerous coal 
and wood stoves are used by resi- 
dents in this district, and some 
natural gas burners are also em- 

(Continued on page 101) 
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The Richards store 
is divided into two 
sections, one being 
given over to farm 
merchandise, stoves 
and appliances. Here 
may be seen some 
of the various types 
of stoves carried by 
this firm. 
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FOR QUICK SALES 
AND RECORD PROFITS 












DATOM’S Oblong 
Utility Roaster 


%& Heat-Resistant Class 
distinctively beautiful 
%& Dual-Purpose Cover 
can be used as serving platter 
¥%& Popularly Priced 
for volume sales 
¥%& Sensationally New 
but a sure money-maker 


#13 
Capacity: 7 Ib. roast Packed: 8 te carton 
4 Stans 18%0°x7%" 25%" Woight: 50 ibs. 





THE DATOM CO. 


200 Fifth Ave., New York 10, N. Y. 












Gross tack 


18 A COOD TACK 


(AND THEY’RE ALL STERILIZED) 


TTT] 


Jacks and staples 


fn new nequirements 
M specially --- 


W.W. (ross & CO.INC. 


EAST JAFFREY. N.H. 


























Cole Hot Blast Space Heaters have Na- 
tional Consumer Acceptance, Finest Con- 
struction, and Special New Patented 
Features. 
Economically and attractively priced to 
compete favorably with all space heaters 
on the market today. Write now for new 
Catalog illustrated in full colors. 
Manufacturers of 
GAS-OIL-COAL-WOOD HEATERS 
GAS-OIL FIRED FLOOR FURNACES 


WRITE FOR* WATER My Aa WE SERVE THE 


CATALOG | prdymrrae ENTIRE USA. 


Cole Hot Blast 





Manufacturing Compan 


8.2 WEST ST STREET HICAGO 32. fLl 











The Chicago “V’’-Belt 
Palley Display 
will help 


You 
make Sales 








A $15.00 
Value 
for Only 
$7.20 


tisk Your Jobber About— 


the No. 50 Display Board. A 
complete assortment of 24 pul- 
leys in 12 popular sizes ranging 
from 134” up to 5” in diameters. 

All pulleys are for “A” belts 
and come in %” and 5%” bores. 

The Display Board is finished 
in red, white and blue and has 
space in the rear for additional 


sizes. 
Mfr'd by 


CHICAGO DIE CASTING MFG. CO. 


2507 W. Monroe St., CHGO. 12, ILL. 
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Easy to SELL because 
it’s Easy to USE 


From your own experience, you know that you 
meed never worry about moving an article for 
which there is real demand, when the product 
offers an easy solution, at a price that makes 
sense to the buyer. 

New, improved, Ready-Mixed K-R-O in Bis- 
Kit form fills the bill on all three counts. 

No need to take the census of the rat popula- 
tion. Even one such vicious pest can make the 
average housewife run for help or cause any 
farmer to yell, “Stop thief!’’ The need for 
K-R-O is real enough. 

As for an easy solution to the problem, Ready- 
Mixed K-R-O in Bis-Kit form couldn’t be sim- 
pler. Nothing-to-mix, ready-to-use baits contain- 
ing “fortified, standardized” red squill keep things 
tidy and kill rats without fuss or bother. 

Sensibly priced, Ready-Mixed K-R-O Bis-Kits 
come in two sizes: at 35¢ for ordinary home use; 
at $1 for farms and larger premises. 

So, for a product that fills a real need, that is 
easy to use, that is priced right’ for the customer 
(and also for you) call your wholesaler and order 
fast-moving K-R-O, now. 


THE K-R-O co. 


SPRINGFIELD, OHIO 
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PRECISION TOOLS - TAPES - RULES 


WEW YORK CITY 


SAGINAW. MICHIGAN 











For Early March—Paints, Harness 
And Galvanized Ware 





PAINT 
WINDOW 


MERCHANDISE: 


Step ladders, flat 
wall paint, house 
paint, interior glass 











PLAN 
INTERIOR PAINTING 


EARLY 


NATIONALLY KNOWN 

PAINTS lac, paint brushes. 
sandpaper, brush 
cleaner, putty 
knives, turpentine, 
fw ; oil, alcohol. 


BACKGROUND: 
Center panel of 
bright yellow corru- 
gated board or 


(2) 


ee 
HOUSE 
paper. Cut-out let- 
ue a ters of bright red 
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’ horse collars, bits, 
GALVANIZED —_- curry combs 
WARE : all kinds, electric 
4 
, FOR EVERY PURPOSE top pad for collar, 
2 es harness oil, buckles 
GALVANIZED 
WARE 
WINDOW 


MERCHANDISE: 
Garbage cans and 
pails, ash cans, 
water pails, tubs, 
fire shovels, etc. 
BACKGROUND: 


Center panels of 


HARNESS 
my. ACCESSORIE 


PREPARE NOW 
FOR SPRING 
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bright yellow corru- 
gated board or 
painted wallboard. 
Side strips of bright 
blue material. Cut- 
out letters of dark 
blue material. 
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HUNTING AND FISHING 


HEATING BABYS BOTTLE 


IN THE SICKROOM 


INDUSTRIAL LABORATORIES 
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igi: 


STARTING FURNACE 


NATIONALLY ADVERTISED 


Cash in on the tr d 
which has already been established 
—and which constantly is being ex- 








panded by istent advertising in 
these leading tional gazi 





Saturday Evening Post «+ Colliers 

Popular Mechanics + Popular Science 

Monthly + Mechanix Illustrated 

Outdoor Life + Hunting & Fishing 

Field and Stream + Outdoorsman 

Sports Afield + Boys’ Life » Boy Scout 
Handbook 
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Treat Your Merchandise Carefully! 


AVE you ever moved into 
H a new home and watched 

the moving men carry 
your furniture, and barrels of 
breakable articles from the truck 
to your door? Usually when 
such an event is in progress you 
are in a constant state of agitation 
until the very last item has been 
placed in position or unpacked 
and you have completed a check- 
up to ascertain how much has 
been broken. And, if some things 
have been damaged, your opinion 
of the moving men is usually far 
from flattering. 

But what about the merchan- 
dise in your store? How do you 
treat it? Do you handle it care- 
fully and with consideration or 
do you move it around roughly? 

Merchandise in the store should 
be handled as carefully as you 
expect articles to be handled in 
your own home. Shortages are 
the order of the day and, there- 
fore, particularly good care 
should be taken of everything you 
have on display or in stock. 
Breakable articles should be given 
extra good care. Never put a 
plate or a glass on the edge of a 
display table or ledge when you 
have finished showing them to a 
customer. Replace them in the 
proper spot and see that they are 
in a firm position and cannot be 
dislodged. Give the same amount 
of care to other articles in the 
housewares department. 

Small items on open display 
tables have a tendency to become 
mixed up, particularly after cus- 
tomers have been inspecting them. 
Keep up a continual checkup and 
see that these articles are always 
in the places intended for them. 
Watch the floors at the base of 
tables and sidewall fixtures and be 
sure that there are no small ar- 
ticles lying around. If a customer 
happens to step on them they will 
probably be damaged, and, should 
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they be responsible for a cus- 
tomer’s falling, you stand a good 
chance of having your firm pay 
damages. 

Keep your eyes open for mis- 
laid price tags and see that they 
are replaced on the articles from 
which they have fallen. And be 
sure that you don’t place them 
on the wrong article for that will 
mean either a lost sale or a loss 
of money to the firm. 

Use the same care when mer- 
chandise is being delivered at the 
store. See to it that boxes and 
cartons are removed carefully 
from the truck and are not 
dropped. You may not be able to 
duplicate some of the articles that 
are damaged at such times. To be 


sure, you have no control over 
merchandise when you cannot see 
it, but, as long as it is in your 
range of vision, be sure that it is 
accorded proper treatment. 

Maybe the best way to look at 
it is to regard the merchandise in 
the store in the same way in which 
you regard the furniture in your 
own home. As a matter of fact, 
the store is actually your home 
during the business day. And al- 
ways remember that an article 
that is broken or damaged cannot 
be sold and that, if it had been 
in perfect condition, you might 
have been the one who would 
have sold it. It is, after all, a lost 
sale and no good salesman likes 
to lose a sale. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you 
are. Each question correctly answered is worth 20 points. A 
grade of 100 is excellent; 80 is good; 60 is fair; 40 is poor; 
and 20 very poor. The correct answers to these questions will 
be found on page 141. 


Work the problem first—then substitute the figures 
of your own busines for those in the problem. 


1—Investment in furniture and fixtures in a hardware store 
is $1,000. This equipment is depreciated at a rate of 10 per 
cent per year. It was purchased in January, 1939. Figure the 
amount charged off by the end of December of 1944. — 

2—Charge sales in a business were $24,000 in 1944. A re- 
serve of 2 per cent of these sales is set up at the end of each 
year. Determine the amount of the reserve to be charged off. 

3—A half coil of jute 14 in. rope weighs 224% lbs. It costs 
the dealer 321% cents a lb. Find the total value of the purchase. 

4—Freight on a shipment of toilet seats amounts to 2 per 
cent of the cost value of the goods which is $75. Figure the 
amount of the freight. 

5—A wholesaler delivers shipments of glass ovenware within 
a zone 125 radius from his warehouse. The maximum freight 
rate on shipments in this area is 49 cents per cwt. where 
valuation of shipment is under $20; and 60 cents per cwt. on 
shipments valued at more than $20. Figure the freight allow- 
ance that would apply on a shipment valued at $80 which 


weighs 378 lbs. 
(Answers on page 141) 
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The Hardware Retailer is daily demonstrating his know- 
,ledge of countless hundreds of complicated tools and 
technical materials required by engineers, production 
men, farmers, etc. 


The Hardware Retailer is proving again and again his 
ability to secure the critical supplies and materials needed 
for the maintenance of the home. 


The Hardware Retailer has done a marvelous job, in 
spite of slow shipments and countless shortages. He 
has worked long, hard hours to locate goods and keep 
his store in shape so he can take care of customers as 
promptly as possible. 


Day after day — night after night, the Hardware Re- 
tailer keeps up the battle to maintain his store and serve 
his trade. He knows the vital importance of the supply 
job he is doing. He puts his whole heart into that job, 
even though few know or appreciate how his efforts 
have contributed to America’s successful prosecution of 
the war. 


Yes, the Hardware Retailer knows there’s a war on. 
He is doing his full share to maintain home front pro- 
duction at peak efficiency. 


H.B. Sherman Mfg. Co., Battie Creek, Mich. 
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This means even /ess for civilians 
... but consult your jobber 


agit huge quantities of insect screen cloth 
are going to the Army and Navy to protect 
the health of our men all over the world. And still 
greater quantities will be needed . . . especially in 
tropical countries, where it is important that every 
door and window in huts, hospitals, barracks, 


Cyclone Quality kitchens and tents be screened against disease-car- 
is Maintained atte 

hd While our Government recognizes the impor- 

These hes been so reduction in the tance of screen cloth for civilians, the war demands 


quality of Cyclone “Red Tag’’ Products. . 
That means « lot to your customers to- are imperative—and everyone heartily agrees that 








SCREEN CLOTH 


day. And after the war, the famous 7 mu r 
Cyclone “Red Tag” will mean still they st be met first. 
more. Our engineers have never stopped We shall continue to ship to our jobbers what- 
working on ways to make these prod- . 
ever cloth remains after war needs are met. So— 


ucts even better. 


keep in touch with your jobber. He will divide 
equitably whatever supply he has of Cyclone 
Screen Cloth and Hardware Cloth. HARDWARE CLOTH 


CYCLONE FENCE DIVISION 


(AMERICAN STEEL & WIRE COMPANY) 
Waukegan, Illinois - Branches in principal cities 
United States Steel Export Company, New York 
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Farmers near you know that your name stands fo~ square dealing, 
and that the name Fairbanks-Morse has marked depend: ble, honest- 
value farm equipment for 115 years. Combine these TWO good names, 
and you will gain maximum customer confidence. 

Your customers’ high regard for the name Fairbanks- Morse is 
being even further increased this year by our new and larger 
advertising campaign. Included are state farm magazine advertise- 
ments which link our name with the names and addresses of 
qualified dealers, thus associating two good names to help Fairbanks- 


Morse dealers sell more. 


General Sales Manager 


Buy and Hold War Bonds 
FAIRBANKS-MORSE DEPENDABLE FARM 

















CASH IN 100% BY SELLING THE COMPLETE FAIRBANKS-~ MORSE LINE. 
FOR DETAILS WRITE FAIRBANKS, MORSE & CO., CHICAGO 5, ILLINOIS 


Fairbanks-Morse 


A name worth remembering 
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Preferences in Kitchen Equipment 
Revealed in Consumer Wants Study 


ESULTS of a study of con- 

sumer wants, having special 
interest to dealers serving “better 
than average” clientele, indicating 
new profit opportunities in steel 
cabinets and electric sinks, has been 
released by Edison General Electric 
Appliance Co., Chicago, Ill. 

First tabulations of preferences in 
kitchen equipment expressed on ap- 
plications for “personalized” kitch- 
en plans, the $3.00 service offered 


with Hotpoint’s“ Your Next Kitchen” 
booklet, show that 80 per cent of 
those planning to build will want an 
electric range, 71 per cent a new 
electric refrigerator, 69 per cent an 
electric dishwasher, 58 per cent a 
garbage disposall, and 82 per cent 
steel cabinets. Of those who will 
remodel, 48 per cent ask that an 
electric range be put into the plan, 
52 per cent say they will want a 
new refrigerator, 67 per cent want 





STOR 
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Poultry Netting 


You’re going to ring up extra sales . . . when they see 
those bright, trim rolls of Keystone Netting . . when you 
show them its neat, uniform weave. Your customers 
can see for themselves this is not ordinary netting, but 
a new style... improved. Its reverse twist makes it roll 
out FLAT, like a rug... doesn’t buckle! Made of 
special copper-bearing steel wire for extra life and 
service . . . galvanized before weaving for better rust 
protection. You sell this premium quality netting at 
regular prices, too! Ask for samples. 


NEW FARM Fence AVAILABLE 














Keystone’s present fence, though 
Siiwewe,) not trade-marked “Red Brand”, 
ieee, is tops in quality. jf 


RED \i iiz3 ff 
BRAND , 


Fence as famous “‘Red Tops’’, except for color. /;, 


FVYSTONE STEch & wine co. 


PEORIA 7, ILLINOIS 


wel 8 4y | ee 
} : 


By the 
Makers of 
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dishwashers, while 51 per cent say 
that their sink will enclose a garbage 
disposall; and steel cabinets are ask- 
ed for in the plans of 81 per cent. 

The booklet enclosing the plan ap- 
plication also offers standard floor 
plans at no cost. Of the 700,000 
copies of the planning guide distri- 
buted to date, an apparent 40 per 
cent are asking for one of the six 
plans of which a choice is offered. 
The personalized plan, suggésted 
only when none of the prepared de- 
signs is suitable, has attracted ap- 
proximately 500 requests. 

The complete answers to the 26 
questions follow: 


Kitchen Planning 
‘ Service 


Old Homes New Homes 
Per Cent Per Cent 
Remodel complete home 13 ae 
Remodel kitchen only 85 
Maid Service 


Yes 47 52 
No 52 48 
Entertaining 
Extensive 7 4 
Moderate 87 91 
Breakfast room separate 12 11 
Nook separate 49 46 
Snack bar separate 5 13 
No separate breakfast 
room wanted 28 26 
New equipment considered 
Range 48 80 
Refrigerator 62 70 
Sink dishwasher 43 54 
Disposal! 61 59 
Under counter 
dishwasher 16 15 
Steel cabinets 81 80 
Cabinet sink 36° 20 
Sink top—single bowl 5 4 
Sink top—double bowl 20 26 
ee 
Voluntary Answers—Question 
not included 
Washer 5 9 
Dryer 5 4 
Ironer Mm 4 
Deep freeze 3 
Water heater 3 ee 
*¢ 
Present equipment to 
be used 
Range 52 15 
Refrigerator a 28 
Sink 9 ee 
May doors or windows 
. be relocated? 
Yes 49 oe 
No a4 oe 
ee. 


(Question not on form) 


66 per cent vol- 
unteered infor- 


Builders chosen? mation that 


Architect chosen? 


or builders. 





WISE is the businessman who 
takes time out to read his trade jour- 
nals and other material he can find 
on the subject with a view to apply- 
ing suggested improvements to his 
own operations. Thus can he lay the 
foundation, in his mind at least, of 
being prepared for the difficult re- 
conversion period. 


—Domestic Commerce, March 1944. 
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Stove Department Reaps 

Harvest as Result 

Of Pre-War Calls 

(Continued from page 92) 
ployed at certain seasons of the 
year. The weather is not cold 
enough for long periods to war- 
rant furnaces in many homes, and 
for this reason stoves are in steady 
demand by many homeowners. 

“We expect to resume outside 
selling on stoves and other appli- 
ances in the post-war era,” says 
Mr. Richards. “We know that this 
type of selling pays, because of the 
results we secured at the time we 
canvassed, and also the later re- 
sults which came to us in the years 
which followed. You may not 
make immediate sales in some in- 
stances, but months later people 
you called on may come into the 
store and buy. Outside selling, to 
my mind, keeps a store in touch 
with the largest possible number 
of prospects. Of course, salesmen 
must be trained in this type of 
work and we hope to be able to 
get the type of men who can do a 
good job.” 

The Richards store is divided 
into two sections, one of which 
houses stoves, appliances and 
farm lines. This allows for the 
display of many stoves, new and 
used, so that the customer has a 
wide choice. 





High National Income 


CCORDING to the Department 
of Commerce, at the close of 
the first half of 1944 national in- 
come reached a new high annual 
rate of $158 billion, exceeding the 
previous figure, $147.9 billion, for 
the calendar year 1943. As of the 
same period, gross national product 
was running at the annual rate of 
$196 billion, again higher than the 
$186.5 billion for the calendar year 
1943. 

The same department says that 
net savings of individuals during last 
year amounted to $33 billion, an in- 
crease of 17.9 per cent over the $28 
billion in 1942 and 132.4 per cent 
over the $14.2 billion in 1941. 








Latest News on 
PRIORITIES 


and 


WAR-TIME ORDERS 
on page 124 
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DANDY-BOY 


THE COMPLETE GARDENING OUTFIT 


for Small Gardeners i 














This is a PROFIT-FIELD 
Worth Cultivating! 


Small gardeners of both professional and 
amateur variety say the Dandy - Boy 
gardening outfit is a mighty help,—a 
time-saving, labor-easing, handy 7-in-| 
gardening tool. And that's real selling 
talk from your own customers — the 


kind that makes your cash-register yell, 
/ "Profits!" Here's a market worth going 
after—here's the equipment to sell it. 


Ask your Jobber about Midland's Dandy- 


Boy 7-in-1 gardening outfit Today. If he 

se LV cannot supply you, write us direct, giving 

‘_— | his name and we'll send you complete in- 
a ae 


formation. 


Here’s What a DANDY-BOY Will Do 


This is a complete gardening outfit in one combination tool, which is the reason it is so 
popular with small growers who still want the best equipment. It is really a combination 
of seven tools in one: |. Hilling Seeder. 2. Continuous Drill Seeder. 3. Single Wheel 
Cultivator. 4. Double Wheel Cultivator. 5. Plow or Furrow Opener. 6. Single Wheel 
Weeder. 7. Double Wheel Weeder. 


As a hill seeder it will plant most every vegetable © ance with an index on the machine. The handles are 

seed, ey at and -—, in = spaced adjustable to suit the height of the operator. 

4, 5, 6, or 24 inches apart. It can be changed The seeder is easily and quickly converted to a 

instantly to a continuous drill seeder by disconnecting  single-whee! cultivator by loosening two bolts and 

the hilling device. It is provided with a shut-off lever removing the seeding mechanism. When weeding hoes, 

Oa a ae a ae } Sp A A..F = cultivator teeth or turn plows can be attached very 
easily. 

going from the field. The furrow opener and closers 

are adjustable for different depths so the seed will be = extra wheel and o> on axles are e Po saceg 

planted at just the right depth. The seed is fed by or converting the tool into a two wheel cultivator, 

‘an agitator brush through a pear - shaped opening “Sino the same attachments as the single wheel. 

which is adjustable for various sized seeds in accord- Complete instructions included. 


TrHERAIDODLAND<.o 


Mauupacturers 


SOUTH MIitwaAUReEeeE, WtESCON StH 





Manofacturers of TITE-LINE Clothes Line Holders and Saddlery Hardware. 
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Here are your Working Tools 
that will bring increased profit 


When you come to building, repairing 
or maintenance, here is an unbeatable 
combination. 





ELELIMICAL 
PUTTY SOFTENER 





WOOD SORAPER 


FLETCHER glass cut- 
ters are known the 
world over for their bet- 
ter quality and perform- 
ance. FLETCHER Electri- 
cal Putty Softeners save 
hours of labor every 
day, and FLETCHER 
Wood Scrapers in the 
hands of master crafts- 
men are indeed master 
tools. 


FLETCHER backs 


these tools with an iron- 
clad guarantee. Try & 
them. 

GLASS CUTTER 


THE FLETCHER TERRY CO. 
FORESTVILLE, CONN. 


CANADA 


JOSEPH TAYLOR & SONS 





NASA&SSSARARAN 















TORONTO 














YOUR REQUIREMENTS IN 






MARINE AND CONTRACTOR’S EQUIPMENT 
PROMPTLY SHIPPED FROM STOCK 










WIRE ROPE CLIPS — Steel, Malleable tron 

WEDGE SOCKETS —Manganese Bronze 

3-BOLT WIRE CLAMPS— teary duty 
Cast iron 















GOODWIN-STANLEY CORPORATION 


t 31st St OODWIN CTANLEY PROMPT 






1N.Y is ATTENTION 
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WIRE & MANILA ROPE BLOCKS —Stee! | MARLIN SPIKES 
WIRE ROPE SOCKETS—Nangaese rome | WIRE ROPE 
WIRE & MANILA ROPE THIMBLES — MARLIN SPIKES 

Wrought Steel —— 
WIRE & MANILA ROPE MARLIN SPIKES | WIRE ROPE CLIPS 











OOD  WERVICE mann orvers 





THE SCHATZ 


MANUFACTURING CO. 
BOhtice | €@24 3-95: N Y 


BALL BEARING 


CASTERS 


‘““A@eme”’ ball bearing casters 
roll easily in any direction . . . 
and sell as easily as they roll. 


Demonstrate the ball bearing 
feature. Show your customers 
how smoothly ‘“‘Aemes’’ work 
and a sale is made. 


Step up caster business with 
*‘Aceme’’ streamlined casters. 


THESE MODERN CASTERS WILL 
SOON BE AVAILABLE TO HARD- 
WARE DEALERS EVERYWHERE. 
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Less THALLIUM SULPHATE 
in ’45 — don't delay— ORDER TODAY! 








+ 
‘DEAL ANT TRAPS 


(Still made with Thallium Sulphate—world's finest medium of ant control) 
IN ONE EXTRA-PROFIT V-DEAL YOU GET: 
Retail $6.00 


2 display cartons, each containing one dozen TAT Ant Traps 

48 TAT Ant Traps packed in bulk for refills Retail 12.00 —— first and original 
i ienti t trap. Sold 

Peay FAT ae TI i ned cisisiisen 10sec ccasgeelecdstdddectbbedscbletbbeiddnesWohisinb ode Retail 1.00 ber oe —. Bacay 
$19 00 tionally advertised. One 


.00 


ra ede haat coh 
V DEAL #2 TAT INSECT 
‘umm REPELLENT LOTION 


Retail $12.60 
Retail 1.05 


ie 


The supply of THALLIUM SULPHATE, world’s 


Total Retail Value 





YOUR COST 
ONLY 


FREE, attractive 


point-of-sale material 


T inse “¥ 
REPELLENT tron 
* SF aes sciguirocs, 
3 doz. 2-oz. 35¢ bottles meer Hens 


d Smite ed 
FREE—THREE 2-oz. bottles ——s 


sown aan, a eee 


TAT Insect Repellent Lotion 
repels mosquitoes, gnats, 
chiggers, flies. Prevents in- 
sect bites. Does not contain 
citronella, pennyroyal ond 
other less effective agents: 
Does not remove nail polish. 
One dozen to display car- 
fon. Dealer cost $2.52 per 
dozen. Retail 35¢ each. 


Total Retail Value. 


TAT Roach Traps offer swift, 
sanitary elimination of 
roaches. One dozen to dis- 
play carton. Dealer cost 
$2.00 per dozen. (illus- 
trated) 25¢ each. JUMBO 
SIZE, Dealer cost $2.80 
dozen. 35¢ each. 


YOUR COST 
ONLY 


TAT 





AT LAST! A wall paper re- 
mover that penetrates wash- 
able wall paper—STRIPSOFF. 
Penetrates tough washable wall paper. 
Dissolves paste and makes removol easy. 
Better because it's wetter. STRIPSOFF 


finest medium of ant control, has been dras- 
tically curtailed for 1945. This means that 
you haven't a minute to spare if you intend 
to cash in on the sale of TAT Ant Traps this 
season. A hint to the wise is sufficient! 


. 
ANT BAIT 
FOR GARDEN ANTS 


A specigily prepared 
bait in ‘jelly form. 
Packed in easy-to- 
handle tubes. Unsur- 


can't harm hands or stain woodwork. 

4 oz. Bottle makes 1 gal. Retails 50c. 
Your cost $3.60 dozen. 

8 oz. Bottle Retails 85¢. Your cost $6 
dozen. 

Point-of-sale material available. 


0. €. LINCK CO.,Imc. monrctarny.s. 


(formerly Soilicide Laboratories) 
Manufacturers ov (UFR INSECTICIDES 


passed for control of 
outdoor ants. Fair 
Trade retail 35¢ 
each. 1 dozen to dis- 

ar 
Dealer 


: play carton. 
ent cost $2.80 per doz. 


The O. E. Linck Company, now producing DDT 


NOTE: 
products for the armed forces, will < 
line of DDT agricultural dusts, sprays and household insecti- 
cides when this material is released for civilian use. 
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EASY PROFITS for easing drudgery with these 


NEW household “quickies” by mak- 
ers of famous Minute 





© Self-seller with Housewife 
Demand 


© Gives Foamy Soap Lather 
from Soap Scraps 


Women will run to buy this sure profit- 
maker — the Cellulose Sponge SOAP 
BANK. Whips up a foamy lather in no 
time at all from the inside out through 
the sponge itself as you work. Soap 
scraps just dropped into inner, built-in 
pocket and sponge moistened. Nothing is 
so badly needed for bathtub, kitchen 
sink, dish washing, cleaning unholstery, 
bathing pets, cleaning walls, rugs, 
— surfaces. Selling fast at 49¢ 
each. 





© Handy for Efficient, Swift Washing 
e Keeps Hands Water-free 


“This Cellulose Sponge MINUTE DISH 
MO? has a ready market for house- 
wives who want a cellulose sponge with 
a handie. Recommend it for washing 
Slassware, milk bottles, mason jars, as 
well as dishes, pots, and pans. Helps 
keep hands dainty, yet washes spot- 
lessly clean. Sells on sight for easy 
profits. Retail price 35c. 

Place orders now and promote sales 

promptly. Soap Banks or Dish Mops 

packed one dozen each in smart counter 
display cartons. 


and Soap Bank FREE! Send Minute 
carbon 


Se. 13 E. 23 rd. St. 
ESSAY CHICAGO 16 ILL. 











Just Among Ourselves 
(Continued from page 70) 


ing but not impressive. Defi- 
nitely the Co-ops know that the 
fight is on, and they are not 
“push-overs” in such activities, 

From hardware ranks only 
three dissenting letters have 
been received. One dealer pro- 
tested the campaign because 
he felt it would jeopardize 
some of the benefits he receives 
through affiliation with a 
dealer-owned wholesale house. 
The other two were concerned 
about the possible effect of 
such a program on mutual 
hardware insurance refunds. 

It may be that the long time 
close affinity between mu- 
tual hardware insurance and 
the retail associations is a 
factor causing the latter to 
prefer not to affiliate with the 
National Tax Equality Asso- 
ciation, which does espouse an 
“overall” tax equality reform 
that would, if successful, 
change the tax picture for both 
dealer-owned wholesale houses 
and all mutual insurance com- 
panies. 

However, the effect on the 
dealer-owned wholesale com- 


panies is relatively unimpor- 
tant when compared to the 
benefits that would accrue 
from a proper tax levy against 
the Co-ops. Officials of some 
dealer-owned wholesale firms 
agree with this premise, re- 
alizing “you can’t have your 
cake and eat it.” 

For the information of our 
readers we tabulate below the 
tax exemptions and other ad- 
vantages of the Co-op as com- 
pared to the taxes paid and 
the “other advantages not en- 
joyed” by dealer-owned whole- 
salers. Note that only on Point 
No. 9 is there anything at stake 
for the latter group. We believe 
that a tax on this point would 
be a good investment should 
Congress enter into an overall 
tax equality program. 

On mutual insurance we do 
not have a competent analysis 
to offer but believe, quite 
frankly, that this might hurt a 
little more, but again—“you 
can’t have your cake and eat 
it.” If the Co-ops are taxed it 
is quite likely the taxing proc- 
ess will spread as mentioned. 





Compare These Two Columns! 


This is the tabulation referred to above. 
‘Note Point 9 in the right hand column. 


Co-ops 

l. No tax on capital stock 
issues. 

2. Dividends on capital stock 
unpaid. 

3. No stamp taxes. 

4. Have advantages under the 
Unemployment and Security 
Act. 


5. Increases to surplus or gen- 
eral reserve untaxed. 

6. Refunds held as equity cred- 
ited on books to member ac- 
counts untaxed. 

7. Loans available from federal 
agencies at favorable inter- 
est rates. é 

8. A 1944 Act requires the filing 
of a “statement of informa- 
tion”. 

9. Patronage dividends un- 
taxed. 





Dealer-Owned 
Wholesalers 


Subject to capital stock tax. 

. Subject to income tax. 

. Capital stock issues, trans- 
fers, debenture bond issue 
and real estate conveyances 
subject to stamp tax. 

. Subject to these taxes like 
ordinary corporation. 

. Subject to taxes as paid by 
ordinary corporations. 

. Untaxed if evidence of in- 
debtedness is given patrons. 

. No federal loan advantage. 

. This Act requires the filing 
of an income tax return. 
(Form 1120) 

9. Patronage dividends un- 

taxed as with consumer co- 


ops. 


oOnr 


on Oo Oo eS 
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Hardware Dealer-Bank 
President Active 
In Community's 
Post-War Plans 


(Continued from page 75) 


second column shows the weekly 
payment (1/100th of the third 
column), the third being the mem- 
ber’s “club goal.” The fourth col- 
umn makes provision for extend- 
ing weekly payments and adding 
the total where more than one item 
is the member’s goal. Club goals 
are based on one-third down pay- 
ment on the estimated post-war 
cost of a product—$35.00 down 
payment for a gas range and 
$150.00 for an electric sink. The 
Savings Schedule incorporated in 
the booklet further points out that 
for those who so desire, in post- 
war days, to purchase for cash, 
figures in the first two columns 
should be multiplied by three and 
that the down payment for a home 


is based on 10 per cent of its total | 


value. 

Despite the fact that there are 
no strings on the Franklin Square 
Purchase Club membership, the 
bank officials feel that opening of 
an objective savings account will 


cause most members to go through | 


with their plans if humanly pos- 
sible following the war. Regular 
bank rates of interest are paid on 
accounts. 


bers make purchases through local 
concerns the names of such mem- 
bers are held in absolute con- 
fidence. Firms participating in the 
modernization plan will be _per- 
mitted to have circular matter pro- 
vided by themselves sent to Pur- 
chase Club members by the bank. 
Such mailing costs would be at 
the merchant’s expense, even 
though he would not know to 
whom the mailings were sent. 
The Franklin Square plan, based 
as it is entirely on cooperative ef- 
fort, bids fair to put the village’s 
shopping center on the map in 
post-war days, despite the disad- 
vantage of its having no railroad 
connections and of its proximity 
to much larger shopping centers. 
With many of the community’s 
residents possessed of ample down 
payments the rest will be up to lo- 
cal merchants in the post-war era. 
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Although the bank is | 


naturally anxious that club mem. | 





\} ae “Never fails,” say two generations of campers, 
sportsmen, hobbyists, housewives, and the 
if ‘“*handy men” of the household. Manufacturers 
i ae os of war material use Ambroid. 


“ - e@ Mends Everything @ Ready to Use 
ma oy eo Waterproof @ Dries Quickly 
“WING Free full-size sample tube together with 
ee selling plan and literature will be sent 
Parapet emt: on receipt of your wholesaler’s name. 







In 25¢ and 
50c tubes. 


Packed one dozen 

in Display Box 
Also in : 

Pint and Quart Cans [| 


AMBROID COMPANY, Inc. 


el 73\ 305 Franklin Street, Boston 10, Mass. 
Established 1910 
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Adjustable for 
varying water levels 


Patent 
Pending 





..,. Precision-Made, Brass 


Yo) oN dleleti 
Valve 


HAAN yy 


"Chey 
Ais 


Threaded 


outlet shank 






Won’t Chatter, Leak or Drip 


Robert’s bob float valve is guaranteed to maintain the water level for which it is set. 
Precision-made, it gives longer wear. Won’t chatter, leak or drip. Ratchet arrange- 
ment of actuating lever makes it adjustable for varying water levels. Threaded 
outlet shank provides spray and splash control. Valve is equipped with soft-rubber 
replaceable disk and leather cup-leather. Jmmediate delivery in ‘2 and % in. sizes. 


Jobber opportunities now open! 





RO BERT Manufacturing Company 


3417 CRENSHAW BOULEVARD + LOS ANGELES 16, CALIFORNIA 
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CORBIN 
SCREWS 


The Corbin name carries its own sure-fire emphasis. CORBIN- 
PHILLIPS Screws — for peak efficiency in mass fastening — 
and CORBIN SLOTTED — tops for everyday use — are so well 
and favorably known, so constantly in demand, that your cus- 
tomers are keenly aware of the Corbin high points... 


“tell-at-a-glance”’ labels on sturdy packages... 
deliveries from three warehouses. . . 


uniform quality and accuracy that have been by- 
words throughout industry since ’way back. 


In fact, you’ve got a hard working sales force in these highly 
important, always necessary items. Not only as sure “repeaters” 
but as direct leads to many other products. ... : 

Let Corbin Screws do your table-pounding—in their own 
quiet way they’re experts. , 

St-2 


CORBIN-PHILLIPS AND CORBIN SLOTTED 


Wood Screws, Machine Screws, Hardened 
Sheet Metal Screws, Self-Tapping Machine 
Screws, Stove Bolts. Aircraft Screws to gov- 
ernment specifications . . . 

Also — Steel Drive Screws, Lag Screws, 
Cap Screws, Set Screws, Hex Semi-Finished 
Nuts, Machine Screw Nuts, Escutcheon 
Pins and Chain. 


THE CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 
NEW BRITAIN, CONN. Warehouses: New York, Chicago 







































Predicts Price Rises— 
Suggests Controls 


ARNING that a flood of 

credit will make it impossible 
to hold down prices after the war, 
Dr. Lewis H. Haney, professor of 
economics at New York University, 
suggested before the War and Re- 
conversion Congress of American 
Industry at the Waldorf-Astoria 
Hotel, New York City, that a board 
of economic scientists be chosen to 
advise where the price rise may be 
stopped. 

Although he said he was opposed 
to price-fixing, Dr. Haney felt it 
might be desirable to fix some price 
ceilings on the basis of a level sug- 
gested by such a board of scientists. 
With a few such exceptions, he 
added prices should be allowed to 
reflect competitive values in free 
and fair markets. 

Unsatisfied consumer demands 
and greatly inflated currencies have 
caused price inflation after all great 
wars, Dr. Haney observed, predict- 
ing that the same thing will happen 
after this war. 

“Inflation of our credit currency 
is, I hold, the main factor in pric- 
ing for the future,” Dr. Haney said. 
“In theory, we could reduce the cur- 
rency and hold prices down—but 
try to do that in our democracy! 
There is only one other sound pro- 
cedure, and that is to let prices rise, 
so as to reflect the existing quantity 
of currency, with due allowance for 
other conditions entering the equa- 
tion, notably a probable increase in 
the turnover of bank deposits.” 

Dr. Haney cited black markets, 
reduced quality of goods and “up- 
grading” as evidence that the pres- 
ent commodity prices are too low. 
Pointing out that price averages 
have risen more in some countries 
than in others, he said price-fixing 
is opposed to securing maximum 
volume in foreign trade and to equi- 
librium in foreign exchange rates. 





Long Range Post-War 
Planning 
ALLING upon American busi- 
nessmen to surpass all previous 
efforts in planning for increased 
production and employment after 
the war, John M. Hancock, co- 
author of the Baruch-Hancock re- 
port on reconversion, asked the 
recent War and Reconversion Con- 
gress of American Industry not to 
permit postwar planning to inter- 
fere with war production. 
The nation faces three major prob- 
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lems, Mr.. Hancock said, emphasiz- | 


ing that the first and most impor- 
tant is winning the war. The sec- 
ond problem is planning for wide 
employment and large volume of 
business after the war, and the third, 
he said, is planning for the proper 
scope of government. He added: 


“Having been wrong :so often in | 
tJ | 


my hunches as to an early end of 
the war, I have come to the conclu- 
sion that there is now no adequate 
basis for judgment. I am confident 
of the result, but I am determined 
to await its accomplishment in a 
major phase, and in the meantime 


to do nothing that will interfere | 


with it. 


“As for postwar planning, the one | 


overwhelming need is that each man 
and each concern make an_indi- 
vidual plan with the long range ob- 
jectives of wide employment and 
active business kept closely in view.” 


Seed Display Rack 
Brings in Business 
SPECIALLY constructed seed 


rack for bulk seeds which fits 
a key display spot against a pillar 





at the front of the store, helps Peter | 


M. Hentges of Dyersville, Iowa, sell 
plenty of seeds every year. 

The display is in a spot where 
practically every person entering the 
store must see it and this, of course, 
promotes sales. The rack has five 
upper display shelves for bulk seeds 
in glass jars, and a lower shelf has 
bins which contain various types of 
seeds such as sweet corn, beans, 
peas, etc. Identifying labels for all 


types of seeds sold from the glass 
jars or the bins help the customer 
to select what he wants. 





Customers at Hentges’ are bound to | 


see this rack, and once they have 


seen it they invariably buy seeds. | 
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TARPAULINS 
Hay Covers, 

Machinery Covers 

S Covers for Crops 

in the Field z 


Uy, , ; 
‘! A \ ) YS 
SE DRANEURSESS | 


It will be a long time before farmers can replace barns and stor- 
age buildings. In the meantime they need to protect their crops 
from weather and dirt. Harvested feed grasses, such as alfalfa, 
clover, hay, etc., deteriorate when left to the mercy of rain and 
snow. Farmers should protect their crops and farm machinery 
stored on the outside with Fultex Waterproofed Tarpaulins. - 


Fulton Bag & Cotton Mills, established in 1870, also manufacture back 
bands, cotton twine, tarpaulins, truck covers, tents and other canvas items. 


WRITE “DEPT. H A" FOR INTERESTING DEALER PROPOSITION 


FULTON BAG & COTTON MILLS 


Manufacturers since 1870 


St. Louis 
New Orleans 










Mianeapolis New York Kansas City, Kea. 











“FIRST AID” FOR HOUSEHOLD REPAIRS 





DE 


These are days of repair and care to 
make the old things do! That’s where 
Acme Corrugated Fasteners fit in per- 


right to work. It contains 50 fasteners | 
to.a box—1i2 boxes to a carton.. i 


You can get Acme Corrugated 


fectly . . . used for all sorts of wooden Fasteners in standard cartons of 500 
household items. and 1000 fasteners — 10 boxes to a 
Self-Selling Display—here’s a pack- carton — in varying sizes and quan- 


age all ready to start selling — dis- 
played on your counter . . . it goes 


Also manutacturers of Acme Steelstrap and Strap-applying 


tities — also 100 Ib. kegs. Ask your 
jobber or write, direct. 


838 ARCHER AVE 


CME STEEL COMPANY énieacd siiutiwors 


Equipment 
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News of Retailers, Jobbers 
and Manufacturers and 


Salesmen 








READ IT IN HARDWARE 


NEWS OF 
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A. J. Eggleston Again Heads 
Hardware Statistical Group 


A. J. Eggleston, Chicago, IIL., 
Richards-Wilcox Mfg. Co., was 
reelected president of the Hard- 
ware Manufacturers’ Statistical 
Association, at its annual meet- 





A. J. EGGLESTON 


ing at the Yale Club, New York 
City, Jan. 18. A not too op- 
timistic picture was painted as 
to builders’ hardware production, 
for civilian use, during this year 
in reports of members of the In- 
dustry Advisory Committee and 
in the comments of the principal 
speaker, Lindsay Howell, Wash- 
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ington, D. C., chief, Hardware & 
Small Tools Section, War Pro- 
duction ‘Board. Everything in 
building will be close to the line 
and mostly in the form of govern- 
ment construction. 

Mr. Howell strongly emphasized 
the need, with current changes 
in war progress, to think in terms 
of war production problems rath- 
er than reconversion plans. The 
military requirements will be 
much greater in the months 
ahead than anyone had thought, 
with need for quick replenish- 
ment of reserve stockpiles. The 
hardware industry has done an 





P. F. KING 


excellent job of production for 
the war and will be called upon 
for a continuance of maximum 
war production, with an ever 
tightening manpower situation. 
This may necessitate discontinu- 
ance of production of some lines. 
Accelerated requirements for war 
production are rapidly exhausting 
the available supplies of con- 
trolled materials. Brass sheet and 
rod and aluminum sheets are 
already in very short supply. As 
to unrated orders, he stated ,it 
is perfectly proper for manufac- 
turers to accept such orders but 
rated orders, in their proper 
sequence, must be shipped first. 

Other officers are: vice presi- 
dente—H. J. Hendrick, The 
H. B. Ives Co., New Haven, 
Conn.; R. G. Plumb, The Eagle 





Lock Co., Terryville, Conn., and 





WALTER B. DODGE 


Walbridge Parsons, The Shelby 
Spring Hinge Co., Shelby, Ohio, 
and Harold A. Parks, New 
Haven, Conn., who was re-elected 
secretary-treasurer. 

P. F. King, The Stanley Works, 
New Britain, Conn., was elected 
chairman for the Special War 
Industries Section and Walter B. 
Dodge, The Yale & Towne Mfg. 
Co., New York City, vice-chair- 


man. 


PURTON, ASS’T 
COMMERCIAL SALES 
MGR. TAYLOR INSTR. 


Taylor Instrument Co., Ro- 
schester, N. Y., has recently an- 
nounced the appointment of a 
new assistant commercial sales 
manager, Ernest C. J. Purton, 
who has been selling the Taylor 
line for the past 26 years. Mr. 
Purton was originally with the 
Short & Mason Co., London, En- 
gland, subsidiary of the Taylor 
Instrument Co. For the past 14 
years, he has been connected 
with the commercial sales depart- 
ment in Rochester, N. Y., in 
various capacities. 





WARREN LAMP CO. 
NOW KNOWN AS 
SOLAR ELEC. CORP. 


The Warren Lamp Co., War- 
ren, Pa., has recently announced 
that it has changed its name to 
the Solar Electric Corp., in line 
with its expanded list of prod- 
ucts. The corporation officers 





and personnel remain unchanged. 





COL. HALE HEADS 
SPECIAL PRODUCTS 
DIV. FOR EMERSON 


Col. George C. Hale, who has 
been with the AAF since 1942 
as communications equipment 
officer, has recently joined the 
Emerson Radio & Phonograph 
Corp., 111 Eighth Ave., New 
York City 11, as director of the 
special products division. Having 
been associated with the elec- 
trical and eloctronic industries 
since 1924, he was formerly con- 
nected with the Philco Corp. in 
both its Detroit and Philadelphia 
offices. He was also affiliated 
with Transitone Auto Radio 
Corp., Jewett Radio & Phono- 
graph Corp., and Black & Decker 
Electric Tool Corp. 





JUNGKIND NOW WITH 
STELLWAGEN & KUNZ 


George H. Juingkind, represent- 
ing the Seneca Wire & Mfg. Co., 
Fostoria, Ohio, has _ recently 
joined the organization of Stell- 
wagen & Kunz, Inc., 12 Warren 
St., New York 7, N. Y., manu- 
facturers agent. Mr. Jungkind 
will continue to represent the 
Seneca Wire & Mfg. Co., as 
heretofore, maintaining his office 
with that of Stellwagen & Kunz, 
Inc. 











GLEN HALL 


of Hall & Carlson, Los Angeles, 
Cal., whose appointment as dis- 
tributors of Carlson & Sullivan 
Rules was announced in the 
Jan. 18 issue of Harpware Ace, 
on page 106. 
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Cancel Southern Jobbers 
Meeting With Manufacturers 
Planned for April 23-26 


The joint convention of the 
Southern Hardware Jobbers and 
the American Hardware Manu- 
facturers Association, scheduled 
to be held. April 23-26, inclusive, 
1945 at the Netherland Plaza 
Hotel, Cincinnati, Ohio, has been 
cancelled. The joint convention 
would have been the 90th semi- 
annual session of the manufac- 
turers and the 56th annual meet- 
ing of the Southern Hardware 
Jobbers Association had it not 
been called off.’ Charles F. Rock- 
well, 342 Madison Ave., New 
York 17, N. Y., is secretary- 
treasurer of the American Hard- 
ware Manufacturers Association 
and T. W. McAllister, 1020 Grant 
Bldg., Atlanta 3, Ga., is secre- 
tary-treasurer of the Southern 





Hardware Jobbers Association. 

In a statement issued Jan. 19 
Mr. Rockwell said, in part: “In 
recognition of the serious war 
situation and in deference to the 
appeal of War Mobilization Di- 
rector James F. Byrnes, the 
Executive Committees of the 
American Hardware Manufac- 
turers Association and the South- 
ern Hardware Jobbers Associa- 
tion have unanimously voted to 
cancel the joint convention.” 

Both organizations have urged 
that in order to avoid possible 
confusion or misunderstandings 
as to individual room reservations 
those for whom they were made 
cancel such reservations directly 
through the hotel at which reser- 
vations were entered. 





MINN. MINING & MFG. 
APPOINTS THREE TAPE 
DIV. SALES MGRS. 


Bernard W. Lueck, a sales 
engineer for several years, has 
been appointed products sales 
manager of industrial “Scotch” 
masking tape, sandblast stencil 
and “Scotch-Rap,” with head- 
quarters in St. Paul, Minn., for 
the Minnesota Mining & Mfg. 





BERNARD W. LUECK 
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| Co., St. Paul, Minn. 


| pany in 1933, has been advanced 





Robert L. 
Westbee, who joined the com- 


to the position of sales manager 
of electrical tape and electrical 
insulation products. G. N. Del 
Porte, who has been representing 
the company in the shoe tape 
line, is the new sales manager 
for that product, located in St. 
Paul. 








RUSSELL T. WOODWARD 


WOODWARD DIST. MGR. 
WARREN TELECHRON 
SALES OFFICE 


Russell T. Woodward has re- 
cently been appointed district 
manager of Warren Telechron 
Co.’s Cleveland sales office, which 
has resumed activities after a 
two-year interim. He has been 
associated with the company in 
sales and advertising capacities 
for more than 1] years, and is 
well known in the electrical ap- 
pliance and motor fields. He 
will supervise service to central 
states industries, using Tele- 
chron synchronous motors, and 
will aid in the distribution of the 
company’s electric alarm clocks. 





MARSHALL-WELLS 

DISTRIBUTES FOR 

CONGOLEUM-NAIRN 
Marshall-Wells Co., wholesale 
hardware distributors, will rep- 
resent Congoleum-Nairn prod- 
ucts for Congoleum-Nairn, Inc., 
Kearny, N. J., at the St. Paul 
Minn., branch. 


BORG-WARNER DRILL 
MACHINE DIVISION 
CHANGES NAME 
The name of Rockford Drilling 
Machine Division, of Borg-War- 
ner Corp., Rockford, Ill, has 
been recently changed to Rock- 
ford Clutch Division. This divi- 
sion supplies both the Army and 





ROBERT L. WESTBEE 


Navy with building clutches, 


POLLACK VICE-PRES. 
U. S. PLYWOOD CORP. 


Monroe W. Pollack, metropoli- 
tan division manager of the 
United States Plywood Corp., 
616 W. 46th St., New York City 
19, has recently been elected a 
vice-president of the company. 
His election coincides with the 
start of his 25th year with U. S. 
Plywood, having started as a 
stenographer. He is also a di- 
rector of the company. He be- 
came office manager, shortly after 
joining the organization, and in 
1924 opened the warehouse in 





POLLACK 


MONROE W. 


Detroit where he stayed as man- 
ager until 1927, returning to New 
York in an executive sales ca- 
pacity. He managed and opened 
the Newark distributing unit in 
1937, and in 1941 returned to 
New York as metropolitan divi- 
sion manager. 





ZITZ CENTRAL DIST. 
SALES MANAGER - 
FOR HILL-SHAW CO. 


Jon Zitz has recently been pro- 
moted to the position of central 
district sales manager for the 
Hill-Shaw Co., 311 N. Desplaines 
St., Chicago 6, Ill. Mr. Zitz 
formerly directed the advertising 
and promotion programs of the 
company, and now will devote his 
full time to the sales department 
of the central district. He was 
succeeded as advertising mana- 





ger by Curtis L. Peterson. 
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DURABLE GOODS ABOUT ’44 LEVELS 
—NON-DURABLE LINES TIGHTER 


OCR HOLDS 4TH QUARTER LEVELS 


Material for future “Spot Authorizations” cut, cur- 


rently running schedules 


behind schedule. 


as to essentiality. 


(Washington Bureau 
of HARDWARE AGE) 

The current moves toward all 
out mobilization for war will un- 
doubtedly affect both the type 
and quality of goods that will 
be available to the hardware 
trade this year. However, as 
WPB begins to size up the pro- 
duction capacity of the durable 
goods industries it appears that 
the same levels as those attained 
in 1944 will be reached this 
year, with a possible increase in 
some lines. In non-durable lines 
the supply situation is much 
tighter. This is the same trend 
which confronted the country in 
early 1944 and held true for that 
year. ' 

‘Although spot authorizations 
have been banned in critical 
areas they will be approved in 
non-critical areas, if materials 
and facilities are available. Ma- 
terial for future spot authoriza- 
tions has already been cut, but 
this will not affect manufacturers 
who have already been given per- 
mission to begin production un- 
der the plan. Spot authorizations 


that have been approved are cur- | 


rently running behind schedule. 

It must be remembered that 
the spot authorization plan and 
the ‘recent wholesale lifting of 
limitation orders was not a prom- 
ise that goods would be availablé 


in large quantities: immediately. | 


Rather, in the words of a high 
WPB official, “These moves were 
made to pave the way for eventu- 
al reconversion and to take care 
of manufacturers who are not 
needed for war work, so that 
they would be able to begin 
civilian production with little de- 
lay. They are merely facilitating 
programs.” 

OCR had planned to put into 
effect an overall increase of civil- 
ian goods production during the 
current quarter, but now all OCR 
programs are being held to 1944 
fourth quarter levels. Civilian 
items are being re-screened on 
the basis of essentiality. Further 
lifting of quality specifications 
has been ruled out for the time 
being. OCR has always taken 
the position that a wide distribu- 
tion of utility products is more 
beneficial to the American econ- 
omy than a limited distribution 
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of prewar quality products, that 
would be produced if conserva- 
tion measures were revoked. 
WPB is prepared to reinvoke all- 
orders that call for standard 
models, if it is found necessary 
to do so. 

The policy decisions that are 
being made here, affecting civil- 
ian production, largely re-echo 
the desires of the armed forces. 

In the durable goods field 
there will be little opportunity 
for expanded production, par- 
ticularly in those items requiring 
medium and heavy gage rolled 
metal products. 

The shortage of copper and 
copper base alloys precludes any 
expansion of builders’ hardware 
production for the present, but 
brass - plated, chromium - plated 
and other peacetime hardware 
will appear throughout the year, 
since production of some pre-war 
quality hardware has been per- 
mitted. Supplies of builders’ 
hardware should be sufficient to 
meet the essential demand, but 
there is little hope of increasing 
the 1944 production level. The 
retention of the construction or- 
det. L-41, still limits the volume 
of builders’ hardware that can 
be sold. 





Sufficient Hand Tools 


Supplies of hand tools should 
also be sufficient to meet the 
essential demand and prospects 
are brighter for 1945 than for 
the previous year. Certain spe- 
cial tools will continue in short 
supply because of increased mili- 
tary requirements. The agricul- 
tural hand tool supply situation 
will continue to improve, barring 
any large relief allocations. 

Stoves, stokers, and plumbing 
and heating equipment will be 
in greater demand during 1945, 
but because of the great variety 
of these items it is expected that 
the demand will be met. Prewar 
quality plumbing and heating 
equipment was expected late in 
the year, but the increased mili- 


production of utility items. 
Although WPB has authorized 
an increase in the production of 
| farm machinery for the 1944-45 
| crop year the shortage of cast- 


| ings as well as lack of manpower 


tary programs may prolong the | 


on such authorizations 
Civilian goods being rescreened 


may hinder completion of the 
program. 

Paint production should equal 
1944 levels, but there will be 
| shortages in certain types, be- 
cause of increased military de- 
| mands for lead. 
| Insect screen cloth will remain 
| critically short. There is little 
hope for a slackening of military 
| demands. 


The Appliance Outlook 


The outlook for major elec- 
trical appliances is gloomy. Man- 
power, facilities, components and 
materials needed for the produc- 
tion of washing machines, me- 
chanical refrigerators and vaccum 
cleaners are not available at 
present and the uncertain state 
of the war makes it impossible 
to predict when this situation 
may change. Though production 
of these items is permissible un- 
der spot authorization, this does 
not constitute reconversion. 

Prospects for production of 
smaller electrical appliances un- 
der spot authorization are bright- 
er, though delays in delivery of 
material hamper productien. At 
the end of 1944, slightly more 
than 50 applications from manu- 
facturers of small appliances had 
been approved. 

The electric iron program is 
an excellent example of the dif- 
ficulties encountered in produc- 
tion after government approval is 
granted. By the end of 1944, 
authorizations for the production 
of more than 2,000,000 electric 
irons, including both automatic 
and non-automatic types, 
been issued to 32 manufacturers. 
However, because of delays in 
obtaining critical materials, such 
as plastics, from suppliers as 
well as the necessity of shifting 
workers from iron manutacture 
to war production, actual pro- 
duction of irons in 1944 fell short 
of the amount authorized. Latest 
estimates indicate that approxi- 
mately 800,000 were assembled 
by the end of the year. Assembly 
of the rest has been carried over 
| into this year. The program for 

1945 is not expected to exceed 
that for the past year. 

Further cutbacks in lumber for 

furniture and other wood prod- 
ucts are indicated. These indus- 





had * 





tries are entirely at the mercy of 
military demands. Improvements 
in the supply of lumber for furni- 
ture production is unlikely until 
the end of the war in the Pacific 
as well as in Europe. 

The outlook is brighter tor 
porcelain, enamelware, galvanized 
ware, and all household and 
kitchen utensils, largely because 
of the great variety of these prod- 
ucts that are turned out. How- 
ever, aluminum utensils will 


| probably not be in sufficient sup- 


ply to meet demands until the 
end of the year. 

Production of pottery and 
glassware in 1945 should equal 
the 1944 levels. Military demands 
are expected to decrease, but 
civilian demands are expected to 
exceed the supply for a consider- 
able portion of the year. 

The clock and watch industries 
will be almost completely en- 
gaged in filling military orders 
for precision instruments and 
other military items throughout 
the year. Alarm clocks are being 
produced for essential users and 
an annual rate of 10,000,000 
clocks may be reached, but this 
will fall short of meeting the 
demand. 

On the price front, OPA is 
determined to hold prices of 
newly produced goods to 1942 
levels. OPA Administrator Ches- 
ter Bowles recent radio address, 
in which he accused certain mem- 
bers of the stove industry” of 
attempting to force higher prices 
by means of a high-pressure pub- 
licity campaign has been inter- 
preted here as‘a warning that 
OPA still means business in rela- 
tion to its hold-the-line policies. 

Definite price actions have also 
been along those lines. Electric 
iron prices are being held to 1942 
levels, although a few narrow 
margin producers, making irons 
to retail for less than $5, have 
been given permission to apply 
for upward price adjustments. 

Ceiling prices for approxi- 
mately 140,000 electric household 
ranges to be made this year will 
remain unchanged, that is, they 
will be the prices charged in 
January, 1942. OPA says this 
action was taken because seven 
manufacturers have already de 
termined to produce at existing 
ceiling prices. ; 

Vacuum cleaner manufacturers 
are also being held to 1942 
prices. However, OPA is now 
fearful that the “so-called” 
fringe increases in wages and 
prices in the steel industry will 
be: felt throughout the consumer 
durable goods industry, thereby 
necessitating a revision in this 
price policy. 
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BIG, GENEROUS Free Goods Deal in times like these is 
A news indeed. 


But when the products are Peterman’s—brother, that’s 
headline news! For these, as you well know, are America’s 
leading insecticides. Yet Peterman’s offers you . . . 


For a limited time only, two free with 
every dozen you buy of the nation’s 
favorite bug killers: Peterman’s Discovery 


..- Roach Food . . . Ant Food! 


So HURRY, HURRY, HURRY! Fill in the coupon today and 
make sure of getting your share of this great Free Goods 
offer while there’s still enough to go around. Mail coupon 
to us and your wholesaler will deliver the order to you. 


Make sure and ask for the. effective advertising 
material that’s waiting: to help you move out your 
Peterman’s fast . . .teye-catching window posters, 
counter cards, colorful pennants. 


SEND IN THE COUPON TODAY! 


This is just the opening gun in Peterman’s great new 
merchandising campaign which includes bigger and better 
promotions . . . dealer:helps . . . newspaper advertising 
that will appear 5 times a week in over 150 papers. 


William Peterman’s is going to town. Bugs, watch 
out! Dealers, climb aboard! 


DISCOVERY 


PETERMAN’S #04¢# Foon 


ANT FOOD 


Wm. Peterman, Inc. 56 Ferry Street Newark 5, N. J. 


FEBRUARY 1, 1945 





Good news for You!... bad news for bugs! 












































MAIL THE COUPON TODAY AND GET 
TWO FREE WITH EVERY DOZEN YOU BUY! 


Mail this coupon for FREE GOODS DEAL fo 


WM. PETERMAN, INC. 
56 Ferry Street, Newark 5, New Jersey 


Please Ship the Following Order through my Wholesaler: 


Whal { , 
y s Name 




















Address 
ROACH FOOD 
Quantity Size Per doz. Retail Price 
mame « % ee ae 25¢ 
| in ls <A + +. 200s... BE 
J rane. 5, CO. . . Ge 
DISCOVERY , 
Quantity Size Per doz. Retail Price 
aniielle <6 «:-9 7 Bs = $4.80 . 
poe a ee 16.80 . $1.75 
ANT FOOD 
Quantity Size Per doz. Retail Price 
iets %s >—- «am “ie a ss 25¢ 
ak. ee 4 . Se 5. « « : Se 
eee se ee 8 ORB ec als 60¢ 
YOUR NAME 
ADDRESS. 
CITY. 





{_] ADD TWO UNITS FREE with each dozen ordered 


[_] ONE GALLON FREE with each half dozen 
Discovery gallons 


[_] Send display material in color 
D This offer good for a limited time only 








lll 





Recommend utilities be responsible for training util- 
ity and dealer salesmen for sales, installation and 
service and promote sales with cooperating dealers. 
Suggests utilities inform dealers as to merchandising 


Gas Ass’n Urges Utilities Promote New 
Appliances to Consumer Acceptance Point _ 
With Financing Advantageous to Dealers | 


opportunities 


The executive board of the 
American Gas Association has 
recommended to the gas utility 
industry certain sales policies for 
their consideration in promoting | 
the sale of gas appliances and 
gas service. These policies, | 


which are offered as suggestions | sales campaigns with cooperating | establish a relationship of mutual | 
confidence | 
- | president, Berea Abrasives Div., 


only, follow: 

“It is believed that gas utili- | 
ties must undertake and con- | 
tinue full responsibility for | 
leadership in gas appliance sales | 
in their respective communities | 
to the end that the inherent su- | 
periority of gas as a fuel shall 
be maintained; accordingly the 
following recommendations are 
made: 

“1. That national, regional and 
state gas associations should co- 
operate with all similar national 
organizations in all allied fields. 

“2. That gas utilities should 
perform the task of promoting 
the sale of new and improved gas 
appliances to the point of as- 
sured customer acceptance. 

“3. That as customer accept- 
ance materializes, the activities of 
the gas utility should be con- 
tinued in such a manner as to 
maintain continuing acceptance 
of gas service and to increase 
the flow of gas appliance sales 
through normal channels of dis- 
tribution. 

“4. That the gas utility should 
assume responsibility for gas 
appliance sales -training ‘of ‘per- 
sonnel (utility and dealer alike), 
utilizing the cooperation of gas 
appliance manufacturers. 

“5. That the gas utility should 
assume responsibility for training 
dealers in installation and ser- 
vice techniques, utilizing the co- 
operation of gas appliance maau- 
facturers. 

“6. That the gas utility should 
keep dealers informed as to the 
increased merchandising oppor- 
tunities offered to them in the 
gas appliance field, e.g., addi- 
tional lines, new products, new 
rates, etc. 

“7, That the gas utility should 
inform all concerned with home 
construction and financing on all | 
matters having to do with gas | 
equipment and gas service. 

“8. That the gas utility should | 
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in gas appliance field. 


| provide or make available to | other aids maintained by the gas 
dealers facilities for financing | utility should be made available 
gas appliance installment sales as | to cooperating gas appliance 
attractive and advantageous as | dealers. 
the utility’s own. | 


initiate and promote appliance | policies and practices so as to 


as appliance dealers. understanding and 
“10. That home service and all | with the dealers.” 








manager for Jacksonville Gas Co., 
Birmingham Gas Co., Iroquois 
Gas Co., and Laclede Gas Light 
Co. He joined the American 
Stove Co. in 1940, and served 
as sales representative in Arkan- 
sas arid Louisiana. 


AMERICAN STOVE CO. 
ANNOUNCES SALES 
TRAINING DEPT. 


American Stove Co., Cleveland, 
Ohio, has recently announced 
the organization of a sales and 
service training department to 
be headed by George H. Schlat- 
ter as director of planning. To 
assist its Magic Chef customers 
in the training task ahead, this 
new department is now develop- 
ing a complete training course 
for retail salesmen, as well as a 
complete training course for gas 
company and dealer servicemen. 

Mr. Schlatter has been sales 





EMERSON RADIO 
ELECTS ORNITZ V. P. 


The directors of the Emerson 
Radio & Phonograph Corp., 111 
Eighth Ave., New York City 11, 
have recently elected Morton E. 
Ornitz a vice-president of the 
company. He joined the company 
in February, 1943, as controller. 





} 





A. R. GREEN 


| “ll. That the gas utility should | 
“9, That the gas utility should | provide full information as to its | 


| A. R. GREEN RESIGNS 
| FROM BEREA ABRASIVES 


A. R. Green resigned as vice- 


Cleveland Quarries Co., Cleve- 
land, Ohio, on Nov. 1. He has 
entered the railway and indus- 
trial supply businese, with his 
| father, long associated in that 
field. The new business will op- 
erate as Walter B. Green and 
| Son, 1134 Guildhall Building, 
Cleveland, Ohio. 








LUFKIN RULE CO. 
WINS THIRD STAR 


The Lufkin Rule Co., manufac- 

| turers of precision tools, mea- 

suring tapes, and rules, Saginaw, 

Mich., has been recently awarded 

the production star for the third 
| time. 











TEXAS Hardware and Implement Association convention at the Adolphus Hotel, Dallas, 
Texas, Jan. 16-18, 1945, elected Claud Rogers, Frisco, president, succeeding H. R. Turner, 
Navasota. R. M. Souder, Dallas, is secretary. Convention opposed ariy action which would 
remove jurisdiction of unemployment compensation benefits from states and vest such 
administration in the Federal Government; opposed OPA granting price increases to one 


branch of an industry at the expense of other branches. Henry 
A. Hill, Alice, elected first and second vice-president, respectively. 
H. R. Turner, Navasota, retiring 
Rear row: R. M. Souder,’ Dallas, secretary; Henry Rush, Marlin, first vice- 
Reed, Dallas, director; R. E Lindsey, 


left to right, front row: Claud Rogers, Frisco, president; 


president. 
president; Edwin T. Broad, Brady, director; E. B. 


Rush, Marlin, and James 


In above illustration, 


Lott, director; James A. Hill, Alice, second vice-president; Robt. Myers, Gainsville, direc- 


tor, and Frank Van Ness, Mission, director. 
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IT’S GOOD BUSINESS 


to recommend 


SUPERSEAL 
GAS APPLIANCE CONNECTORS 


PI : 





For flexible gas appliance connectors, 
sell Superseal. Customers quickly recog- 
nize the savings in time and trouble — 
they are faster and easier to install. 


Superseal Connector is a complete as- 
sembly of aluminum tubing and Grade A 
air furnace malleable Superseal fittings. 


Aluminum tubing -A.G.A. approved. 
Superseal fittings —- Underwriter’s Labo- 
ratories Approved for all hazardous gases. 


Long 10° tapered cone of the Super- 
seal fitting assures a leak-proof seal . . . no 
shearing action when nut is tightened... 
tubing bend can be made close to fitting 
-..can be connected repeatedly without 
damage to tubing or fitting. 

Superseal Connectors are furnished 
with any combination of elbows, adapters, 
or shut-off valves required. Catalog Sheet 
gives complete description. Packed in all- 





over printed cartons; shipped in case lots. 
Soe MALLEABLE 
CASTINGS CORPORATION 
SUPERSEAL CONNECTOR DIVISION 
COLUMBIA, PA. 
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LAWN 


GARDEN ee 
PVT MeCN wets) a 


Doing Our Best 






Norcross Rotary 
Cultivator 


Attractive, 
Com 


(No. 10-N) 


It plows, cultivates, mulches, weeds! 
sturdy, does many jobs well, saves drudgery. 






plete with attachments and 
Priced to move! 





leaf guards. 





HAND CULTIVATOR 





Asparagus (No. 55-N) 

Knife Practical, durable, Detach- 
able prongs. 4’ selected white 

a neater appear- = handle. Very popular 
seller. 


for action! Supe- AFTER VICTORY — back to 
rior to any em complete line of Garden and 
the market. Lawn tools. 


=D 


Ask Your Independent Jobber . 


C. S. NORCROSS & SON 
BUSHNELL, ILLINOIS 
Le QUALITY GARDEN TOOLS SINCE 1891 















HEAVY USAGE 
STRAIGHT 
SPRING 
BALANCE 














oe 
For use in factories, cot- 
ton fields, farms, ware- 
houses or wherever a 
rugged, heavy duty bal- 
ance of reliable accuracy 
is required. Dial is re- 
cessed for protection, 
graduations deep etched 
for durability and read- 
ability. Adjustment 
allows indicator to be 
set at zero to balance 
scoop or pan attached 
to hook. 


CAPACITIES 
100 Ib. by 1 Ib. 
160 Ib. by 1 Ib. 
200 Ib. by 2 Ibs. 
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SEE YOUR JOBBER 
HANSON SCALE CO. 


525 N. Ada Street, 
Chicago 22, Ill. 












Resalts— 
not claims 
—have 








made it 


TOPS IN SALES 


Women tell us they find nothing to 
compare with Mystic Foam in econ- 
omy, ease of use, thoroughness and 
safety. They themselves have made 
it America’s largest selling Uphols- 
tery & Rug Cleaner — and more are 
buying more every year. Remember, 
too, our 


5 Point Promotion Plan 
Brings Immediate Profits 


If your jobber hasn't Mystic Foam, 
write us (mentioning his name). 
Jobbers: Wire or write. 





P.S. A companion product, Mystic Zip, 
‘ helps double profits. ” 


MYSTIC FOAM CORPORATION 
2003-07 St. Clair Ave., Cleveland 14, Ohio 
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Hyde Linoleum Knives are 
made for experts by experts. 
The long, wide swedge gives 
maximum relief. The long, 
flat bevel makes for easy cut- 
ing. The long, strong sharp 
point cuts fast. Every detail 
that makes for skillful, untir- 
ing cutting is important to 
Hyde craftsmen. And impor- 
tant to you too—for in mak- 
ing knives “just right” we’re 
making knives you can sell. 


HYDE 









MANUFACTURING CO. 


Southbridge, Mass 





LOOK 
¥ Lenk ¥ 


SOLDERS—IRONS—BLOTORCHES 


= Sell the Lenk complete 
——- line of fine electric sol- 
dering irons, _...-== 
Blotorches, (= 
bar, wire,@ 
core and 














Priority required only on irons and Blotorches— 
AAS or higher. 
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Officers, some of the directors and some of the guests of the Bicycle Manufacturers Institute of America: 


seated, left to right, Frank Hannon, The Murray Ohio Mfg. 
New York City, executive secretary-manager ; 
dent, and Harry W. Kranz, Cleveland Welding Co., 
W. J. Surre, W. J. Surre, Inc., Erie, 
tL; H. W. Snyder, The H. P. Snyder Co., Inc., 
Lester G. 
chairman, Merchants Group; Noel Lanham, United States Rubber — New 
York City, president, Cycle Parts & Accessories Manufacturers Association; F. N. D 
Durable, Goods Division, WPB, Washington, D. C.; 


right are: 
Co., second vice-president ; 
Montgomery, Ward & Co., 


first vice-president; 


Horace Huffman, Jr., 


Huffman Mfg. Co., 


Sigourney, New Departure, 


City, treasurer. 


N. R. Clarke Reelected President 
Of Bicycle Institute of America 


Confidence in the bicycle in- 
dustry’s future was emphasized 
at the annual meeting of. the 
Bicycle Institute of America, 
Inc., and its affiliated organiza- 
tions, at the Hotel Commodore, 
New York City, Jan. 9-11, inclu- 
sive. N. R. Clarke, president, 
Westfield Mfg. Co., Westfield, 
Mass., was reelected president of 
the Institute. Bicycle production 
in 1945 is entirely dependent 
upon the progress of the war, 
he declared, but winning the 
war is the most important 
job. He traced the history of 
bicycle rationing and production 
limitation, pointing out that ra- 
tioning was removed, that a*mod- 
ified war model bicycle has been 
approved and that concentration 
of industry has been relieved. 

Officers of the Bicycle Institute 
are: Mr. Clarke, president; 
William Stoeffhass, Arnold, 
Schwinn & Co., Chicago, IIL, first 
vice-president; C. H. Abbott, 
Hartford Steel Ball Co., Hart- 
ford, Conn., second vice-presi- 
dent; Harry W. Kranz, The 
Cleveland Welding Co., Cleve- 
land, Ohio, secretary; Fred A. 
Baker, F. A. Baker & Co., New 
York City, treasurer, and Miss 
Cecile Meehan, New York City, 
executive seoretary-manager. 
Members of the executive com- 
mittee of the Bicycle Manufac- 
turers Association are Messrs. 


Clarke, Stoeffhaas and Kranz. 
Miss Meehan is secretary-trea- 
surer. 


Noel Lanham, United States 
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Rubber Co., New York City, is 
president of the Cycle Parts & 
Accessories Manufacturers Asso- 
ciation and John Wharton, Delta 
Electric Co., Marion, Ind., is 


vice-president. Henry Bush, 
Eclipse Machine Division, Ben- 
dix Aviation Corp., Elmira, 


N. Y., is treasurer, and Richard 
Timms, Troxel Mfg. Co., Elyria, 
Ohio, is secretary. 

The Cycle Jobbers Association 
president is H. P. Hansen, Chi- 
cago Cycle Supply Co., Chicago, 
Ill., Mr. Baker being honorary 
president. H. E. Short, Wal- 
thour & Hood, Atlanta, Ga., is 


William Stoeffhaas, Aronld, Schwinn & Gee 
N. C. Priestley, Consumers " Durable Goods Division, WPB, Washingten, DBD. C.; 
Dayton, Ohio, and F. A. Baker, F. A. Baker & Co., 





Co., Cleveland, Ohio; Miss Cecile Meehan, 
N. R. Clarke, Westfield Mfg. Co., Westfield, Mass., presi- 
Cleveland, Ohio, secretary. Those standing, left to 
Pa.; H. P. Hansen, Chicago Cycle Supply Co., Chicago, 
Little Falls, N. Y.; C. H. Abbot 
Bristol, 


t, Hartford Steel Ball 
Conn.; Earnway Edwards, 





Lc hicaro, 


New York 


vice-president and Alex Scaison, 


Progressive Cycle Supply Co., 
New York City, is secretary. 

Earnway Edwards, Mont- 
gomery, Ward & Co., Chicago, 
Ill., is president of the Merchant 
Member Group of the -Institute 
and W. F. See, Western Auto 
Supply Co., Kansas City, Mo., is 
secretary of that group, Miss 
Meehan bemg its treasurer. 

A Fifty Year Club, patterned 
after the Hanpware Ace Fifty 
Year Club was established with 
Mr. Baker as its chairman. 

More than 400 people attended 
the annual dinner dance the 
evening of Jan. 11 at the Com- 
modore Hotel, this being a record 
breaking attendance for that 


affair. 








SENTINEL RADIO 
NAMES DISTRIBUTORS 


The Sentinel Radio Corp., 
Evanston, Ill., has recently an- 
nounced the appointment of the 
following distributors for the 
company’s postwar radios: Capi- 
tal Light & Supply Co., Inc., 
Hartford, Conn.; The C. S. Mer- 
sick & Co., New Haven, Conn.; 
Specialty Distributing Co., Inc., 
Atlanta, Ga.; Mouden Distribut- 
ing Co., Tuscola, Ill.; Interstate 
Electric Co., New Orleans, La.; 
Jos. Mandell & Co., Inc., Boston, 
Mass.; Springfield Radio Co., 
Springfield, Mass.; Allied Music 
Sales Co., Detroit, Mich.; Lifsey 
Distributing Co., Flint, Mich.; 
Canfield Supply Co., Kingston, 
N. Y.; Hinsdill Electric Co., 
Troy, N. Y.; Vaeth Electric Co. 
Utica, N. Y.; Pendleton & Co., 
Shelby, N. C.; Spetnagel Hard- 





ware, Chillicothe, Ohio; Double- 
day-Hill Electric Co., Pittsburgh, 
Pa.; Jackson Hardware Co., 
Aberdeen, S. D.; Mississippi Val- 
ley Furniture Co., Memphis, 
Tenn.; Stratten-Warren Hard- 
ware Co., Memphis, Tenn.; H. G. 
Lipscomb & Co., Nashville, 
sage Wadel-Connally Hardware 

, Tyler, Texas; George Gere 
Fa Co., Providence, R. I.; Lar- 
son Hardware Co., Sioux Falls, 
S. D.; Stratton-Warren Sales Co., 
Memphis, Tenn.; Richmond 
Hardware Co., Richmond, Va.; 
Penton-Shepard Tire Co., Miami, 
Fla.; Marsh Radio Supply Co., 
Milwaukee, Wis.; Seattle Radio 
Supply, Inc., Seattle, Wash.; 
Satterfield Radio Supply, Madi- 
son, Wis.; John Pritzlaff Hard- 
ware Co., Milwaukee, Wis., and 
Mr. E. J. Crain, Cleveland 
Heights, Ohio. 





BELAU PRESDENT 
HOUSEWARES CLUB 
OF NEW YORK 


Ed Belau, Aluminum Goods 
Mfg. Co., Manitowoc, Wis., was 
elected president of the House- 
wares Club of New York, at the 
organization’s recent meeting. 
Other new officers elected at the 
same time were: Max Sass, 
Hearn’s, first vice-president; M. 
J. Hanrahan, Genung’s, second 
vice-president, and the following 
directors: Bert Hardesty, Fred- 
erick Loeser’s; Garson Heller, 
Knapp Monarch; Harold Hughes, 
Mutual Buying Syndicate; Dan 
Nessler, Kompass & Stoll, and 
Harry Stanger, Gertz & Co. 





MEIBAUM ST. LOUIS 
HDWE. SALESMEN’S 
ASSOCIATION PRES. 


The Hardware Salesmen’s As- 
sociation recently held its an- 
nual election of officers at the 
regular monthly meeting. The 
officers are: Walter C. Meibaum, 
Union Fork & Hoe Co., presi- 
dent; Arthur W. Klein, E. I. 
DuPont, Inc., first vice-president; 
Fred D. Schoknecht, Majestic 
Paint Co., second vice-president; 
Walter R. Cameron, Soilax Co., 
secretary; Arthur T. Spitzfaden, 
Witte Hardware Co., wholesalers, 
treasurer, and Mique J. O'Reilly, 
Socony-Vacuum Oil Co., ser- 
geant-at-arms. 


WYMAN ASS’T. VICE 


PRES. SUPPLEE- 
BIDDLE COMPANY 


Clarence E. Wyman, head of 
the New England Belcher-Loomis 
sales division of Supplee-Biddle 
Co., wholesalers, 507 Commerce 
St., Philadelphia, Pa., of some 
20 salesmen, has recently been 
elected assistant vice-president of 
the company. He will continue 
his duties as manager of New En- 
gland Belcher-Loomis Sales Di- 
vision. 





CLARENCE E. WYMAN 


HARDWARE AGE 











vi 


ti 


FEBRU 





)i- 





A MESSAGE TO MYERS DEALERS: 

















Another Reason WHY MORE MYERS WATER 
SYSTEMS ARE IN USE THAN ANY OTHER MAKE 


No other water system enjoys such complete consumer accept- 
ance. It is a basic Myers policy to continually remind people 
of Myers Water Systems through National Advertising. Over 
the years, Myers has been the most consistent national adver- 
tiser in this field. You can depend on Myers to keep alive this 
valuable public acceptance through continuous national adver- 


tising which reaches a large majority of water system prospects 


in your territory. 





THE F. E. MYERS & BRO. CO~. 
Dept. C-7, Ashland, Ohio 


FEBRUARY 1, 1945 














Nee ORDERS COME FIRST bul, tier —— 
pone aad nom PANY “Wallingford, Conn 
or co ' 

H. L. JUDD ; 
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E. PERRY HOLDER 





HOLDER, A DIRECTOR 
COLORADO FUEL & 
IRON CORPORATION 

E. Perry Holder, president, 

The Wickwire Spencer Steel Co., 
New York City, was recently 
elected a director of the Colorado 
Fuel & Iron Corp., Denver, Colo. 





THERMOID CO. TO 
PURCHASE GRIZZLY 
WEST COAST PLANT 


F. E. Schluter, president of the 
Thermoid Co., Trenton, N. J., has 
recently announced plans to pur- 
chase Grizzly Mfg. Co.’s west 
coast plant and equipment, Los 
Angeles, Cal. The purchase will 
include the complete line of 
Grizzly oil field, industrial rubber 
and aviation pYoducts, and all 
patents covering those products. 
There will be no change in the 
Grizzly line of industrial and oil 
field products, and the Grizzly 
trademark will be continued on 
the products by Thermoid, for a 
limited period of years. Walter 
Smith, vice-president and gen- 
eral manager of Grizzly Mfg. Co., 
will continue for the present, as 
manager of the Los Angeles, 
Cal., plant. 

TENNEY WESTERN 
SALES MGR. NORGE 
DIV. BORG-WARNER 


J. M. Tenney, formerly refrig- 
eration sales manager, Norge di- 


| vision of Borg-Warner Co., De- 


troit, Mich., has been appointed 
western sales manager. Earl R. 
Bridge, formerly laundry equip- 
ment sales manager, has suc- 
ceeded Mr. Tenney, and R. H. 
Pizor will succeed Mr. Bridge in 
his former position. Mr. Pizor 
was previously key sales special- 
ist. 

Mr. Tenney joined the com- 
pany in 1939 as Los Angeles 
sales manager. Successively he 
was eastern sales manager, New 


manager, special southwest re- 
frigeration representative, south- 
eastern regional manager, and 
head of refrigerator sales. Mr. 
Bridge became connected with 
Norge in 1934, and was named 
laundry equipment sales manager 
a year later. Mr. Pizor has been 
with the company since 1933, 
but has been contacting distribu- 
tors and dealers throughout the 
country for the past 22 years. 





HIGGINS INDUSTRIES 
DISTRIBUTES FOR 
MOTOROLA RADIO 


The newly organized appli- 
ance division of Higgins Indus- 
tries, Inc., New Orleans, La., 
builders of wartime landing 
craft, has been appointed by the 
Galvin Mfg. Corp. as distributor 
for Motorola radios. The head- 
quarters and display rooms for 
the appliance division will be lo- 
cated at 521 City Park Ave. 
New Orleans. 

The territory covered by this 
division includes southern Louisi- 
ana and southern and central 
Mississippi. J. O. Crary will man- 
age this division. 





ROBINSON V.P. GEN. 
SALES MANAGER AM. 
RADIO HARDWARE Co. 


J. Homer Robinson, has re- 
cently been appointed vice-presi- 
dent and general sales manager 
of the American Radio Hardware 
Co., Inc., 152-4 MacQuesten Pky. 
South, Mount Vernon, N. Y. He 
has had 15 years’ experience with 
National Union Radio Corp., as 
district manager, office, export, 
and advertising manager, and 
finally general sales manager. 
From 1927 to 1930 he was asso- 
ciated with the Freed Radio 
Corp., as New York district man- 
ager, and after an honorable dis- 
charge from the U. S, Navy in 
1921, he joined the sales engi- 
neering -department- of the De- 
Forrest Radio Corp. 











England divisional and regiona! 


J. HOMER ROBINSON 
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BRADEN DIRECTS He was also affiliated with the 
J. A. WILLIAMS SALES | Pittsburgh Supply Co., for five 
Lou Braden has recently been | ¥°4?*- Alvin A. Golomb, will re- 
appointed director of sales for | tain his position as sales man- 
the J. A. Williams Co., 401-433 | 8° 


| VAUGHAN & BUSHNELL 
| ELECTS S. VAUGHAN 
HEAD OF BOARD 


At a recent meeting of the 
| board of directors of the Vaughan 
| & Bushnell Mfg. Co. Chicago, 
| Ill., manufacturers of mechan- 
ics hand tools, Sanford S. Vaug- 
| han, former company president, 
| was appointed to the office of 
| chairman of the board. Howard 











LOU BRADEN 


Amberson Ave., Pittsburgh, Pa., 
wholesale hardware distributors. 
Mr. Braden’s activities will en- 
tail the. direction of 40 salesmen 
engaged in the sales of hard- 
ware, house furnishing and toys. 
He has had 30 years experience 
in the hardware field, having 
been affiliated with the Logan- 
Gregg Hardware Co., wholesalers, 
Pittsburgh, Pa., as general man- 
ager and director of saies. He} A. Vaughan was elected presi- 
previously represented the Wy- | dent, Edward C. Hose, Jr., vice- | 
oming Shovel Works for 12| president and _ secretary, and | 
years, and then the American | Clarence M. Lay was re-elected | 
Fork & Hoe Co., for six years. | treasurer. 





HOWARD A. VAUGHAN 














| 
| 











MOUNTAIN STATES Hardware and Implement Association 
convention at the Cosmopolitan Hotel, Denver, Colo., Jan.- 
11-12, 1945, elected H. F. Collett, Rifle, Colo., president, 
succeeding H. Bowen Allsebrook, Ft. Lupton, Colo. Conven- 
tion recommended prohibition of Civil Service appointments 
until six months after peace is declared; abolition of special 
tax exemptions granted to cooperatives; orderly distribution 
of surplus stocks through legitimate retail channels. Richard 
Hamm, Longmont, Colo., and E. C. Romine, Casper, Wyo., 

elected first and second vice-president, respectively. In above 
illustration, left to right, front row: A. O. Adamson, Alamosa, 

director; Richard E. Hamm, Longmont, first vice-president; H. 

F. Collett, Rifle, president; R. E. Houston, Grand Junction, 

director. Rear row: John T. Bartlett, Boulder, secretary- 
treasurer; James F. Ellis, Colorado Springs, director; S. L 

Fredregijl, Sterling, director, and H. Bowen Allsebrook, 

Ft. Lupton, retiring president, all from Colorado. 
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CORPORATION 


FAIRHAVEN, HENDERSON, 
MASS. KY, 











MAKE SURE 
OF 
MORE BUSINESS 
NOW! 

USE- 


Lists That Bring Maximum 
Success To Your Direct Mail 
Sales Promotion Advertising 
And To The Personal Sales 
Contacts Of Your Salesmen 














We can supply you with 


the following lists:— 


1689 Outstanding Major Hardware Retailers 
whose sales exceed $50,000.00 Annually. 
For $19.00 


9668 Major Hardware Retailers whose sales 
exceed $30,000.00 Annually. 
For $10.00 per M. 


4764 Hardware Retailers whose sales are 
$20,000.00 te $30,000.00 Annually. 
For $10.00 per M. 


16754 Hardware Retailers whose sales are less 
than $20,000.00 Annually. 
For $10.00 per M. 


31186 Hardware Retailers (Complete List). 
For $9.00 per M. 
















10360 Lumber Yards. 






For $10.00 per M. 


787 Department Stores handling Hardware 
and Housefurnishings. 
For $10.00 Complete 








We also supply lists of hardware retailers in one 
state or in as many states as may be desired. 
When more than 2000 names and less than 10,000 
are purchased, the price is $11.00 per M names; 
when less than 2000, $13.00 per M. 


All lists are compiled in loose leaf list form. 
When desired on 3”x5” cards there fs an extra 
eharge of 75e per M for the cards. 


We also do addressing and mailing of circular 
matter at le rates. 


Ask for Details 


HARDWARE AGE 


Direct Mail Addressing Dept. 
100 East 42nd St. New York 17, N. Y. 






























Am. Washer & lroner Mfr’s Pledge 
Fall Cooperation to War Effort 


Members of the American | Iowa; H. A. Bumby, president, 
Washer & Ironer Manufacturers’ | Barlow & Seelig Mfg. Co., Ripon, 
Association, recently held their | Wis., and Richard J. Simmons, 
annual meeting in Chicago, IIL, | vice-president, Birtman Electric 
and resolved that in view of the | Co., Chicago, Ill. The executive 
military situation, the household committee consists of Mr. Upton, 
washer and ironer manufacturing | Roy A. Bradt, vice-president, The 
industry will engage in no activi- | Maytag Co., Newton, Iowa; J. C. 
ties which will interfere with its | Nelson, chairman of the board, 
fullest contribution to the suc-| Easy Washing Machine Corp., 
cessful conclusion of the war Syracuse, N. Y.; Judson S. Sayre, 
effort. Richard J. Simmons, vice- | president, Bendix Home Appli- 
president, Birtman Electric Co., | ances, Ind., South Bend, Ind.; 
Chicago, Ill, stated that until re- As Askerberg, president, Hor- 
cently, making plans for the post- ton Mfg. Co., Fort Wayne, Ind.; 
war period oe definitely in | Oscar A. Lenna, president, 
order, for all industries, but now 
that the war has taken a more Blackstone Corp., Jamestown, 

. N. Y., and Delbert A. Rizor, vice- 


critical turn, the industry should 7 : 
scofliite  dedientien Aa the | president, Dexter Co., Fairfield, 


successful prosecution of the war. | Iowa. Bernard J. Hank, presi- 

The election of officers re- | dent and chairman of the board, 
sulted as follows: L. C. Upton, | Conlon Corp., Chicago, Ill., was 
president, 1900 Corp., St. Joseph, | Teelected treasurer. The One 
Mich., president; vice-presidents, Minute Mfg. Co., Kellogg, Iowa, 
Walter K. Voss, vice-president, | was elected a member of the 


Voss Bros. Mfg. Co., Davenport, | association. 








TWO DISTRIBUTORS 
FOR ADMIRAL 


The Admiral Corp., 3800 Cort- 
land St., Chicago 47, Ill., has an- 
nounced the appointment of Fay 
San Distributing Co., Buffalo, 
N. Y., as distributors of. radios, 
refrigerators, electric ranges and 
home freezers in that area, and 
The Small & Schelosky Co., | 
Evansville, Ind., to distrubute | 
appliances and _ furniture’ in 
Evansville. 


TEXTILE MILLS 
OPENS N. Y. OFFICE 


Textile Mills, Chicago, IIL., 
manufacturers of Tex-Knit iron- 
ing board pads and covers, has 
recently opened a New York City | 
office to service its expanding | ,. . 
eastern market. The office located por Ave., will be managed by 
: he Fifth Ave. Bldg. 200 ester B. Klein, and N. Norden. 
ae id Mr. Klein has served as a 
chain store manager and _ has, 
in the years spent in the sell- 
ing field, acquired versatile mer- 

chandising experience. 





LESTER B. KLEIN 





KINNEY BROS. 
DISTRIBUTE FOR 
STEWART-WARNER 


| The Radio Division of Stewart- 
| Warner Corp., 1826 Diversey 
| Parkway, Chicago, IIl., has an- 

nounced the recent appointment 
| of the Kinney Bros., Los Angeles, 
| Cal., as its distributors in south- 
ern California. The Kinney Bros. 
plan to have a seasoned sales 
organization to provide merchan- 
dizing and promotional assistance 
to dealers. “ 
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BRATE, CELIA BUSH 
REJOIN ESTATE STOVE 


Les W. Brate has recently re- 
joined the sales organization of 
The Estate Stove Co., Hamilton, 
Ohio, as district manager in the 
north central territory. Mr. 
Brate held this same position ; 
prior to the start of the war. 
His reappointment is one of the 
steps being taken by this com- 
pany to build a post-war sales 





CELIA S. BUSH 


pany as director of home service. 
Miss Bush, who held the posi- 
tion with the Estate Stove Co. 
before the war, has ended a two- 
year leave of absence, and re- 
turns to organize an expanded 
home service department. 





NASH-KELVINATOR 
SPONSORS RADIO SHOW 


Nash-Kelvinafor Corp., Detroit 
32, Mich., is sponsoring a new 
music-comedy radio program fea- 
turing the Andrews Sisters. The 
organization in line with its new | show is broadcast nationally over 
distributor sales plan. Celia S.| the full Blue network on Sun- 
Bush has also rejoined the com- | days at 4:30 E.W.T. 





@7kES.. Wi: BRATE 
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ARMY-NAVY “E” PRESENTED TO P. & F. CORBIN DIV.: 
Lt. Col. T. L. Hapgood, executive officer, Springfield Ord- 
nance District, recently presented the Army-Navy “E” pro- 
duction pennant to the P. & F. Corbin division of the Amer- 
ican Hardware Corp., New Britain, Conn., for excellence in 
the production of war materiel. S. P. Morgen, factory man- 
ager of the division, acted as master of ceremonies, and the 
music was provided by the New Britain Military Band. C. B. 
Parsons, first vice-president of the corporation and general 
manager of the division, accepted the pennant in behalf of 
the employees, and Lt. Comdr. R. T. Fish, USNR,, assisted by 
Pfc. Val-Waierzbicki, returned Purple Heart veteran of Bou- 
gainville, presented the “E’’ pins. These pins were accepted 
for the men and women of the plant by the oldest employee, 
George Kron. The ceremonies were conchided with the sing- 
ing of the national anthem by the entire assembly, with Mil- 
dred Harotian, soloist. Left to right: C. B. Parsons, first vice- 
president of the American Hardware Corp. and general man- 
ager of the P. & F. Corbin Division; Herman L. Telke, 
chairman of shop committee, Lodge No. 1249, International 
Association of Machinists, A.F L.; and Watson M. Tanner, 
shop chairman of UER & MW of American, CIO Local 232. 
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This superb cattle knife—durable, 












husky and keen—when produced 
again for civilians will be only one 
item in a fine, top-quality line of 
pocket knives . . . made by one of 
the oldest and largest manufac- 
turers of knives in the country. 
Camillus Cutlery Co., New York 
17, N. Y.—a business founded 

in 1876 by Adolph Kastor. 
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GRIF Company 


ERIE. PENNSYLVANIA 









Agents: 
NEW YORK: 45 Warren St. CHICAGO: 162 N. Clinton St. 
SAN FRANCISCO: 703 Market St. 





















OBITUARIES 








J. W. GILLESPIE 
J. W. Gillespie, 53, southwest- 
ern representative for the Flex- 
ible Steel Lacing Co., Chicago, 
Ill., passed away recently. He 





J. W. GILLESPIE 


had been a resident of Dallas, 
Tex., for the* past eight years, 
and was widely known in Texas, 
Louisiana, Arkansas and Okla- 
homa by hardware, mill supply 
and industrial men. Survivors 
include his widow and a son, Lt. 
James W. Gillespie, U.S.A. 





LOUIS G. GEWALT 


Louis G. Gewalt, 87, proprietor 
of Louis Gewalt’s Hardware 
Store, Breckenridge, Minn., 
passed away at his home in 
Breckenridge recently. He had 
operated the hardware store for 
63 years, and was the first mem- 
ber to be admitted to the then 
new organization, the Minne- 
sota Retail Hardware Associa- 
tion, in 1897. He was a member 





of the board of directors of the 
association in 1904 and 1906. 
Born in Germany, he came to the 
U. S., as a boy and worked in a 
sheet metal shop, learning to 
make pots and pans by hand. He 
had been vice-president of the 
First National Bank of Brecken- 
ridge for many years, and was 
also president of the Brecken- 
ridge Telephone Co., and of the 
Fraternity Hall Co. He was also 
very active in civic capacities, 
namely as alderman, treasurer 
and mayor, and was a member of 
the Harpware Ace Fifty Year 
Club. For a good number of 
years, he was a county commis- 
sioner. 


J. E. DeLEE 


J. E. DeLee, 73, representative 
for the Eclipse Lawn Mower Co., 
Prophetstown, Ill, for 35 years, 








J. D. DELEE . 


passed away recently. He first 
traveled his territory with a horse 
and buggy, but in recent years, 
he had covered his territory in 
a specially built and equipped 
trailer, which was both his home 
on the road and a display room 
for the mowers. At one time, 
Mr. DeLee covered the entire 
country, but his later years were 
spent selling in Texas and adja- 
cent states. His passing was 
keenly felt by his many dealer 
friends and fellow employees. 





CARL JAEGER 


Carl Jaeger, Monroe City, Mo., 
died recently at his home after 
suffering a short illness. Mr. 








LOUIS G. GEWALT 


Jaeger had been engaged in the 
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hardware business for many 
years, having first traveled for 
the former Norvell - Shapleigh 
Hardware Co., St. Louis, Mo., 
later going into business in 
Fayette, where he remained for 
six years. He later went to 
Mason City, Iowa, where he was 
connected with the hardware 
business for 15 years. 


FREDERICK BIDWELL 


Frederick Clark Bidwell, 75, 
president and founder of the 


M. E. Wyckoff, president and 
manager of Hardware World, 
“Wycke,” as most of his friends 
knew him, passed away Novem- 
ber 30. Although he had not 
been in the best of health for 
some months, he had seemed to 
be improving, and his death came 
as a great shock. He was 53 
years of age. 

“Wycke” grew up in the hard- 
ware business, his father having 
operated a hardware -store in 
Morrisonville, Ill., for nearly 50 
years. He went to work for Hib- 
bard, Spencer Bartlett & Co. in 
1912, entered the Army in 1917 
and was discharged in 1919 with 
the rank of captain. From then 
until 1921 he was warehouse su- 
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Bidwell Hardware Co., hardware 
dealers, and mill supply distribu- 
tors, Hartford, Conn., died re- 
cently after a long illness. A 
resident of Bloomfield, Conn., he 
was long active in civic affairs. 
He served as chairman of the 
loomfield Zoning commission. 
having helped organize it, from 
its inception in 1929 until 1943, 
when he retired from office, but 
continued as a board member. 
He was also interested in the 
Young People’s Christian En- 
deavor Societies, and the Hart- 
ford County YMCA. 





M. E. WYCKOFF 


pervisor for Winchester Repeat- 
ing Arms Company. In 1922 he 
became western editor for Harp- 
warE Ace. Three years later he 
was transferred to New York as 
circulation manager. He went to 
Hardware World in 1926, was 
made eastern manager in 1932 
with headquarters in New York 
and remained there until he be- 
came president and manager in 
1939. 

Always a loyal, helpful, con- 
siderate, and thoughtful friend, 
his passing will be mourned by 
a legion of friends in the hard- 
ware fraternity, and his absence 
noted wherever hardware men 
gather. 








YES, BUT THE 


BROWNS HAVE 
A NEW 
AUTOMATIC 


WASHER! 


THE PAPER 
SAYS THE 
JONES HAVE 








Made in Newton, lowa Since 


1908 by 


AUTOMATIC WASHER COMPANY 
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THE ONLY 
HOUSEHOLD REPAIR 
CEMENT THAT 


gpa © 0 
X-PANDOTITE 


Tou a can be sold / Immediate deliveries 


to the American and Canadian trade — no priorities 
required . . . permission has been granted us to 
manufacture X-Pandotite in increasing quantities 
and to pack it in metal containers. Until now pro- 
duction has, of necessity, been limited. The au- 
thorities ok’d production for X-Pandotite because 
X-Pandotite is a repair cement that replaces new 
materials and because it is so easy to use that it 
saves calling in skilled repairmen. X-Pandotite is 
the only cement that expands as it sets. The ex- 
panding action causes a permanent, perfect, strong 

nd. No other cement has this amazing advantage. 





FOR THOUSANDS OF PERMANENT 
HOME AND BUILDING REPAIRS 


Ie Easy fo Use _ Mold it, trowel it, or 


pour it. Use X-Pandotite in any desired consistency. 
It’s so simple to use that home repairs become a 
pleasure. 


%s Economical — You won't have to make 


repairs a second time. Anyone can use it. A little 
goes a long way. 


Wakes nefeainrd last because it is leak- 
proof, moisture-proof, vibration-proof, and water- 
proof. It completely fills cracks in marble, plaster, 
tile, concrete, terrazzo and wood. A perfect anchor- 
ing material. It’s guaranteed not to shrink. It, 
expands! X-Pandotite is unaffected by heat, oil, 
soap, ‘or caustic solutions. 














Order from your nearest job- 
ber. If his stock is short, write 
us and we'll arrange for 


delivery. 








X PANDOTITE 


A High Profit, Quick 
Selling Repeat Item! 


Accredited Jobbers 
please write! 





X-PANDO CORPORATION 


43-15 36th Street © Long Island City 1, N 
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ATKINSON ELECTED 
PRESIDENT HDWE. 
SQUARE CLUB. 


At the recent Christmas din- 
ner meeting of the Hardware 
Square Club, Sidney Atkinson, 
R. J. Atkinson, Brooklyn, N. Y., 





S. H. ATKINSON 


was elected president for the en- 
suing year. The rest of the offi- 
cers elected are as follows: Con- 
rad Kunz, Stellwagen & Kunz, 
first vice-president; Lloyd Smith, 
Heller Brothers, second vice- 
president; Irving Feldman, Key- 
stone Bolt & Nut, third vice- 
president; Ralph S. Allen, Dia- 
mond Expansion Bolt Co., secre- 
tary; Fred A. Scholl, Long Island 
Hardware Co., treasurer, and 
J. H. Tracy, The Rawiplug Co., 
Inc., five-year trustee. The dinner 
was attended by 70 members, 
and the entertainment was an 
enjoyable feature of the evening. 
A gold life membership card 
was presented to Ralph S. Allen, 
secretary, in appreciation of the 
service he has rendered the club 


as secretary for the past 10 
years, and as chairman of the 
annual shore dinner for 15 
years. 


TECHNICAL GLASS 
APPOINTS SALESMEN 
FOR UNITED STATES 


The following salesmen have 
been appointed by the Technical 
Glass Co., Inc., 2050 E, 48th St., 
Los Angeles 11, Cal., to repre- 
sent the company throughout the 
United States: Arthur Fried- 
lander, 55 W. 42nd St., New 
York City, New York; Franklyn 
815 James St., 
Syracuse, N. Y., New York 
State; George A. Gregg, 7310 
Woodward Ave., Detroit, Mich., 
Michigan; Adam N. Stark, 205 
Lumber Exchange, Minneapolis 
1, Minn., Minnesota; J. H. Catts, 
1018 - Woodland Ave., Fort 
Worth, Tex., Texas, Oklahoma, 
Arkansas and Louisiana; Robert 





J. Hird, 3445 W. 34th St., Den. 
ver Co., Denver, Col.; Harry A. 
Hoffner, P.O. Box 4326, Jackson- 
ville, Fla., Alabama, Florida, 
Georgia, North and South Caro- 
lina; Hardware Sales Co., 1276 
W. 3rd St., Cleveland, Ohio; 
Builders’ Service Co., 223 Inter. 
urban Bldg., Salt Lake City, 
Utah, Idaho and Utah; Leon R. 
LeClair, 28 Annapolis Rd., West 
Newton 65, Mass., Massachusetts, 
Maine, Vermont, New Hamp- 
shire, Rhode Island and Connec- 
ticut; J. B. Lowenstein, 192 N. 
Clark St., Chicago, Ill; Morris 
Yeager, 2111 Market St., Phila- 
delphia, Pa., Pennsylvania, Dela. 
ware, Maryland, District of Co- 
lumbia; Guillermo M. Hinrichs, 
Apartado Postal 796, Mexico, 
D.F., Mexico; and R. Long, P.O. 
Box 434, St. Johns, Newfound- 
land. 
SENTINEL NAMES 
FOUR DISTRIBUTORS 


The Sentinel Radio Corp, 
Evanston, Ill., has recently an- 
nounced the appointment of the 
following distributors: Central 
Furniture & Appliance Co., Boon- 
ville, Mo.; The Cavanaugh Co., 
Youngstown, Ohio; Brown-Camp 
Hardware Co., wholesalers, Des 
Moines, Iowa; J. H. Gross & Co., 
Cleveland, Ohio; Morrod Thomas 
Hardware Co., Amarillo, Tex.; 
Shelley Electric Co., Wichita, 
Kan.; and Cincinnati Oil Works, 
Cincinnati, Ohio. 





BENNETT & JOHNSON 
CHANGE NAME 


The Bennett-Johnson Co., 324 
Fifth St., San Francisco, Cal. 
factory representatives, has re 
cently changed the name of its 
company to Collins, Groth & 
Johnson. The business will be 
conducted in the same manner 
with the same personnel. M. B. 
Groth is now a partner in the 
concern, and will be in charge 
of the Los Angeles office, 656 S§. 
Los Angeles St. The San Fra 
cisco office will continue under 
the management of George Col 
lins and Russell Johnson. 





NUTMEGGERS CANCEL 
FEB. 13 BANQUET 


The Nutmeggers, Inc., recently 
announced through Earl J. Hop 
wood, secretary-treasurer, Hatt 
ford, Conn., that in cooperation 
with the government’s requés 
that any gatherings not essential 
to the war effort be cancelled, i! 
has called off its annual banquet 
and entertainment which was 


have been held Feb. 13, 1945, @ 


the Hotel Taft, New Haven, 
Conn., during the Connecticw! 
Hardware Association Convet 
tion. 
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Rasmussen Says Sellers Market 
Won't Continue Indefinitely 


Post-war dreams of some sales 
executives who may be counting 
on a long-time sellers’ market to 
make life a bed of roses for them 





J. H. RASMUSSEN 


when peace comes were deflated 
by James H. Rasmussen, general 
sales manager, manufacturing 
division, The Crosley Corp., Cin- 
cinnati, Ohio, when he addressed 
members and guests of The Sales 
Executives’ Club of New York at 
their Jan. 16 luncheon meeting 
at the Hotel Roosevelt. 

“We can’t become complacent, 
simply because we have been 
told by a lot of surveys and 
statistics that the public is going 
to take our merchandise away 
from us,” he declared. There is 
no denying that a pent-up de- 
mand exists which will translate 
itself into a large sales volume 
when civilian production is re- 
sumed,” he said, “but I don’t 
agree with those who think that 
this sellers’ market is going to 
continue indefinitely.” 

Mr. Rasmussen cited the fol- 
lowing reasons for his belief: 
(1) While wartime savings have 
been estimated at $58,000,000,000, 
about $43,000,000,000 of this sum 
is in the hands of families with 
incomes above $5,000 a year 
which constitute only about nine 
per cent of the total number of 
American families. Savings of 
large income families represent 
largely investment funds rather 
than liquid funds that will be 
spent for consumption goods. 
Families having incomes of $3,000 
a year o1 less, which constitute 
73 per cent of the total number 
of families, have estimated war- 
time savings of only $8,000,000,- 
000, and many in the group will 
have to spend most of their sav- 
ings for rent and food during the 
reconversion period, 

Sales are deperdent to a great- 


are on savings. Today, “Joe 
Doakes” has an average “take- 
home” of $70 a week, by working 
56 hours a week. His wife and 
daughter each are earning $40 a 
week. Today, they will buy al- 
most anything they can get. 

When Germany is defeated, 
“Joe” will no longer be working 
56 hours a week and will not 
bring home $70 a week. His 
wife and daughter probably will 
be laid off. His buying power 
will be much less than it is today, 

There is plenty of evidence to 
indicate that dealers have become 
overly optimistic. A recent sur- 
vey among dealers and consum- 
ers in the same area showed 
that the dealers are ready to 
buy, in the first post-war year, 
80 per cent more refrigerators, 
more than twice as many radios, 
and over two-and-one-half times 
as many electric irons as the 
consumers would buy from them. 


———~ 


ADD WHITE STAR 
TO AUTOYRE PENNANT 


The Autoyre Co., Oakville, 
Conn., was recently given its 
fourth “E” for continued excel- 
lence in production signified by 
a third white star for its pen- 
nant. This company, peacetime 
manufacturer of bathroom and 
kitclien accessories, has been 
wholly in war production since 
Pearl Harbor, producing maga- 
zines for caliber .30 carbines and 
belt links for automatic guns, etc. 








whose appointment as manager 
of aircraft and automotive sales 
for The Yale & Towne Mfg. 
Co., Stamford, Conn., was an- 
nounced in the January 18th 
issue of HARDWARE 
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ACE, on 









DIFFERENT V-BELT 
REPLACEMENTS 
CAN BE FILLED... 


$i 
BELTS 


FOR SMALL DRIVES 
nag + ~ 










from this one 
assortment 







Win the 35 V-Belts in this Gilmer “Eye-Ful” 
Tower Assortment, you can fill 75% of your calls for 
small V-Belt replacements. The belts cover 887 different 
applications, including the most popular makes of 
washing machines, oil burners, power tools, home work- 
shop equipment and other small appliances. 


And with every Gilmer V-Belt you sell goes the assurance 
of complete customer satisfaction—a knowledge that 
the belt will stand up long and strong in service, and 
reflect credit on your store. 


Profit from the highly desirahle belt replacement busi- 
ness. The Gilmer assortment (No. 350), together with 
its selling accessories, costs only $21.01. Your profit is 
$14.01. Just sign and mail the coupon below. 












L. H. GILMER COMPANY 


Tacony, Philadelphia 35, Pa. 
Division of United States Rubber Company 


L. H. GILMER COMPANY 

Division of United States Rubber Company 
Tacony, Philadelphia 35, Pa. 

Send me the complete Gilmer “Eye-Ful” Tower Assortment. 
No. 350, as follows: 

1—35 assorted V-Belts for household appliances. 

2—Gilmer Handimeter (patented) for quick measuring of belts. 
3—Display stand, sign, inventory form. 

4—Gilmer Belt Catalog, “America’s Belt Bible.” 

Bill me $21.01 through your nearest jobber. 


NAME 
ADDRESS. 
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INSECT SCREEN CLOTH FOR CIVILIANS 
NOW ALLOTTED ON WPB-547 (PD-1X) 


APPLICATIONS ON QUARTERLY BASIS 


First quarter application should be submitted not 


later than Feb. 15 


Future quarter applications to 


be submitted beginning of each quarter. Supply for 
this quarter to be directed to southern, malarial and 


typhoid areas. 


(Washington Bureau 
of HARDWARE AGE) 

Beginning Feb. 1, the supply of 
insect screen cloth available for 
civilian needs will be allotted by 
the WPB Wholesale and Retail 
Trade Division on Form WPB- 
547 (PD-1X) applications. The 
supply of insect screen cloth has 
been so curtailed by increased 
military requirements as to con- 
stitute only an emergency supply. 

These applications, according 
to the Wholesale and Retail 
Trade Division, should be sub- 
mitted at the beginning of each 
quarter-year period, and applica- 
tions for the first quarter should 
be filed not later than Feb. 15. 
The total supply during the first 
quarter, moreover, will be di- 
rected to the southern, malarial 
and typhoid areas with early war 
seasons; so distributors not ser- 
ving such areas need not apply 
until the beginning of the second 
quarter, unless for some particu- 
lar use which is essential and 
urgent. 

Distributors making applica- 
tion for allotment of insect screen 
cloth on Form WPB-547 should 
furnish, in addition to the infor- 
mation required by instructions 
accompanying the form, the 
names of their regular sources of 
supply and they should also use 
square feet as the unit of mea- 
sure in column (f) of the form 
instead of rolls. No other item 
should be included on the same 
application. 

Wholesalers and retailers have 
been asked to cooperate with the 
WPB by self-rationing their re- 
ceipts of insect screen cloth, so 
that the limited supply will be 
spread as far as possible among 
users having the most essenial 
needs for it. It has been sug- 
gested that the use of insect 
screen cloth for porches be dis- 
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couraged and that no more than 
10 sq. ft. per housing unit 
(house or apartment) be sold to 
a retail customer for repairs for 
1945, or until an increased sup- 
ply for civilians is available. 


Insect screen cloth has recently 
been added to List B of Priori- 
ties Regulation 3, making MRO 
ratings inapplicable to this prod- 
uct. Since no first quarter rat- 
ings will be assigned to WPB 





541 (PD-1A) applications for 
users, wholesale and retail dis- 
tributors will be depended upon 
to take care of only the more 
essential needs of their custom- 
ers, such as maintenance and 
repair. 

In cases of special, important 
requirements, when local stocks 
of screen wire cloth are ex- 
hausted, users, or the distributors 
(retail and wholesale) serving 
such users, should consult with 
representatives of the Office of 
Civilian Requirements at the 
nearest WPB field office for as- 
sistance. Important requirethents 
include meat packing plants, 
dairiés and similar food process- 
ing industries, hospitals, schools 
and other institutions. 








Five Basic Steel Products Raised 
~ On Interim Basis at Mill Levels 


Interim increases of $2 to $5 
per ton in the ceiling prices for 
five basic steel products at the 
mill level were announced Jan. 
1l by the Office of Price Admin- 
istration, in amendment No, 11 to 
Revised Price Schedule No. 6, 
Iron and Steel Products, effec- 
tive Jan. 11, 1945, 

These increases are the first 
industry-wide price rises in basic 
steel products since 1939, or two 
years before the beginning of 
OPA price control, They are 
made on an interim basis, OPA 
said, pending the completion of 
a cost study now under way. 

The increases are based upon 
a need for adjustment in prices 
of these products that existed be- 
fore labor wage adjustments be- 
came effective on Dec. 30, 1944, 
OPA said. Labor costs used in 
determining the price increases 
were based on wage rates in 
effect prior to the Dec. 30 wage 
adjustment. 

The increases, which become 
effective on shipments as of 
Jan. 11, 1945, are as follows: 

1. Hot rolled carbon plates 
produced to sheared mill or uni- 
versal. mill width and length 
tolerances, 10-cents per 100 Ibs. 

2. Hot rolled carbon steel 
sheets, 10 cents per 100 lbs. 

3. Galvanized sheets, roofing 
and siding, 15 cents per 100 Ibs. 





4. Rails, all types and grades, 
$3 per gross ton. 

5. Nails and staples, other 
than galvanized, 25 cents per 
100 Ibs. 

Eastern basing point base 
prices for hot rolled carbon 
plates and sheets are $2.10 per 
100 lbs.; for galvanized sheets, 
$3.50 per 100 lbs.; for rails, $40 
per gross ton, f.o.b. mill; and for 
nails and staples, $2.55 per 100 
Ibs. 

The authorized increases may 
be added by mills to delivered 
prices for these products. The 
increases may be applied to Gulf 
and Pacific Coast prices in the 
same way. 

The increases are equivalent of 
$2 per net ton for hot rolled car- 
bon steel plates and sheets, $3 
per net ton for galvanized sheets, 
$3 per gross ton for rails and $5 
per net ton for bright nails and 
staples. 

With the exception of nails 
and staples, the increases will 
not be reflected in higher ceiling 
prices for sales out of ware- 
houses. 

The increases are 
increases, OPA said. 

As soon as an industry-wide 
cost survey, is completed, in- 
creases will be provided for other 
iron and steel products that at 
present are being produced at 


“interim” 





an “out of pocket” loss, and, at 
the same time, the present “in- 
terim” increases will be given a 
final adjustment, OPA said. 


HAND BROOM RAKES 
UNDER M-126 


Hand broom rakes, exempted 
from the restrictions of Schedule 
V of the hand tools simplification 
Order L-157, as amended in De- 
cember, are still controlled by 
Order M-126 (iron and steel), 
the War Production Board said 
Jan. 10. Hand broom rakes are 
included in the category “lawn 
brooms,” which appears on List 
A of M-126. Items on this list 
may be manufactured only on 
WPB authorization, which under 
current procedure is applied for 
under Priorities Regulation No. 
25 (spot authorization). 

The production year to which 
the quota applies was changed 
from the calendar year to the in- 
dustry’s fiscal year (July to July) 
in the December amendment of 
Schedule V. Each manufacturer 
may produce in the fiscal year 
July 1, 1944-July 1, 1945, not 
more than 60 per cent by weight 
of the general purpose rakes he 
produced in the calendar year 
1940 or 1941, whichever was 
greater. 
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bike the 
MID-STATES 
LINE 


@ Ask any Mid-States Dealer. He'll tell 
you Mid-States has always manufactured 
a uniformly good line of fence, wire and 
other steel products for the farm. 

He'll tell you that Mid-States has always 
maintained a high standard of service— 
even under today’s trying conditions. 

He'll mention the Mid-States policy of 
square dealing—for despite the restricted 
wartime program, he knows he’s getting 
his fair share of Mid-States products. 

Mid-States cannot accept new business 
now. But if you’re planning a postwar 
program, it will pay you to talk to any 
Mid-States dealer. 


MID-STATES STEEL AND WIRE COMPANY 
Crawfordsville, indiana 




















Barbed Wire + Steel Posts + Steel Braced Wood Gates 
Biue Ribbon Bale Ties and other steel products for the farm. 
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WPB-547 Ratings for Brushes May Be Used 
For 100% Bristle Brushes, or Part Bristle 


Distributors of brushes may ex- 
tend preference ratings assigned 
to them on WPB-547 forms to 
manufacturers for brushes of 100 
per cent bristle content or for 
brushes with only part bristle 
content, the War Production 
Board said Jan. 11. 

The ratings are good, however, 
only for the same dollar value 
approved on the WPB-547 forms. 

Previously, these ratings could 
be used only to obtain brushes 
with 55 per cent bristle and 45 
per cent adulterant content be- 
cause of the shortage of 


bristle. In recent months, how- 


ever, the supply of short hog 
bristle has increased considerably 
because of improved transporta- 
tion facilities from China, WPB 
said. 

On Dec, 11, 1944, brush manu- 
facturers were permitted to 
make long handled sashtools and 
fitch brushes using 100 per cent 
bristle content if the bristles are 
not longer than 3% in. (Order 
M-51, as amended 12/11/44.) 

This announcement merely 
makes it clear that distributors 
may specify in their orders 
whether they wish 100 per cent 





bristle or part bristle brushes. 








Amend MPR 133 to Simplify Pricing for 
Retail Sales of Farm Equipment 


OPA on Jan. 11 announced an 
amendment to the regulation that 
establishes maximum prices for 
retail sales of farm equipment. 
This amendment is designed to 
simplify pricing practices and to 
remove minor difficulties experi- 
enced by dealers in determining 
maximum prices. 

The changes, effective Jan. 15, 
1945, relate mainly to the method 
of computing transportation and 
handling costs that dealers may 
charge on sales of new com- 
plete items and parts, OPA 
said, and will have no effect on 
the present general level of retail 
prices, 

Dealers have the option of 
charging either the actual trans- 
portation costs on each new com- 
plete item, or the average ef such 
costs, figured on an annual basis. 

Dealers are now given the op- 
tion of adding either their actual 


for each new part, or adding a 
percentage of the list price for 
the parts to cover such costs. The 
percentage added must be justi- 
fied by the dealers’s records of 
such costs on parts during the 
calendar year immediately pre- 
ceding the sale. 

The method that newly estab- 
lished dealers must use in com- 
puting maximum prices for items 
of complete farm equipment and 
parts that do not have manufac- 
turers’ suggested retail prices 
has been clarified. It is now 
specifically provided that such 
maximum prices must be calcu- 
lated under the General Maxi- 
mum Price Regulation. 

Dealers are now required to 
keep a record of charges paid for 
transportation. 

Amendment No. 10 to MPR 
No. 133—Retail Prices for Farm 
Equipment—effective Jan. 15, 





trangportation and handling costs 


1945, made these provisions. 








Plambing, Heating Tank Makers May 
Make Only 25% of Annual Quota 
In Any One Calendar Month, Says WPB 


Manufacturers of plumbing 
and heating tanks may produce 
only twenty-five per cent of their 
yearly quotas during any one 
calendar quarter, the War Pro- 
duction Board announced Jan. 8.. 

This action was taken because 
it was felt that the critical man- 
power situation necessitates keep- 
ing quarterly production at a 
minimum in order that man- 
power may be used in production 


of other essential equipment, 
WPB said. 

Previously, Order  L-199, 
Plumbing and Heating Tanks, 
merely established a quota for 
the calendar year. 

The yearly quotas of 70 per 
cent of 1941 unit production of 
range boilers and expansion 
tanks and 75 per cent of 1941 
unit production of storage tanks 
remain unchanged. 


HARDWARE AGE 





Th 
longe 
sistan 
repai: 
rating 
Boar 
amen 
latior 
incan 
photo 
excep 
ezalic 
other 
meta] 
D scz 
Orde: 


FEB 





Used 


ristle 


hort hog 
siderably 
ansporta- 
ia, WPB 


h manu- 
ted to 
ools and 
per cent 
stles are 
(Order 
|/44.) 
merely 
ributors 
orders 
er cent 
ushes. 








r 


ment 
iding a 
‘ice for 
its. The 
e justi- 
ards of 
ng the 
ly pre- 








IPB 


ment, 


199, 
anks, 
» for 


) per 
m of 
nsion 

1941 
tanks 





Manufacture of forged axes, 
adzes and hammers of types re- 
quired for specialized jobs, is 
now permitted, in accordance 
with stated specifications, the 
War Production Board announcd 
Jan. 10. Most of the newly per- 
mitted types have been manufac- 
tured heretofore through appeals 
procedure, WPB said. 

Schedule II of the hand tools 
simplification order, L-157, as 
amended, adds the following 
items to the Schedule’s appen- 
dices: 

Appendix A (forged axes) a 
single bit ax, with six pound 
head used in lumbering and con- 
struction work, and a_ light- 
weight ax, with 1% Ib. head, 
tequested by the Coast Guard 
and the United States Maritime 
Commission for use in life boats 
and life rafts. 


Appendix B (forged hatchets, 


Add Some Forged Adzes, Hammers, Axes 
For Specialized Jobs Under L-157 


broad axes and adzes) a coopers’ 
adze to fill urgent demand by 
the cooperage industry. 

Appendix C (forged light ham- 
mers) eight types of body-work- 
ers hammers used in repair of 
motor vehicles and aircraft, and 
a cobbler’s hammer. Pre-war 
stocks of body-workers hammers 
have been used up, WPB said. 
Cobblers’ hammers are in great 
demand for both civilian and 
military shoe repair work. 

The amended schedule also 
permits the use of alloy steel 
(NE Series 8600 or 9400) as well 
as carbon steel for mine and 
railroad adzes. 


tion of items controlled by 
Schedule II will result from the 
manufacture of additional types 
permitted, since they will be sub- 
stituted for types already being 
manufactured, WPB officials 





pointed out. 








Price Control on Some Lettuce Seeds 
Removed—Modify Quantity Sale Rales 


Price control has been removed 
from sales of the New York and 
Imperial varieties of “Great 
Lakes” and “Imperial 456” let- 
tuce seeds, the Office of Price 
Administration announced Jan. 
9. These two varieties are high 
quality seeds developed princi- 
pally for their sure heading 
characteristics even under the 
most adverse hot weather con- 
ditions. 

The pricing agency also modi- 
fied its restrictions on quantity 
sales of lettuce seeds by whole- 
salers to planters. It will now 
permit wholesalers to make quan- 
tity sales of more than 300 lbs. 
to planters. However, this sale 





cannot be made at a price that 


exceeds the wholesale ceiling, 
OPA said, adding that sales of 
less than 300 lbs. could be made 
at the retail ceiling. 

Formerly, sales of miore than 
100 Ibs. of lettuce seed had to be 
made at the wholesale ceiling 
price, while sales of 100 Ibs. or 
less could be made at the retail 
ceiling. However, in the pro- 
duce growing areas of California, 
Florida, and Texas it was found 
that many planters had cus- 
tomarily bought lettuce seed at 
retail in quantities up to 300 lbs. 

Amendment No. 6 to Maxi- 
mum Price Regulation No. 496— 
Vegetable Seeds—effective Jan. 
11, 1945, made these provisions. 








Blanket MRO Ratings No Longer 
Allowed on Several Items 


The following items may no 
longer be acquired with the as- 
sistance of blanket maintenance, 
repair and operating supplies 
ratings, the War Production 
Board announced Jan. 9 in an 
amendment to Priorities Regu- 
lation 3: Hard rubber drums; 
incandescent photo flash lamps; 
photographic papers (sensitized, 
except blue prints, white prints, 
ezalid, photostat, rectigraph and 
other line reproduction papers) ; 
metal insect screen cloth; Class 
D scales, as defined in Limitation 





Order L-190. 
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Other changes in Priorities 
Regulation 3 eliminate sub-items 
under fire protective equipment 
on List B and substitute a new 
item reading: “Fixed or piped 
extinguishing systems.” 

A further change replaces the 
phrase “tire retreading, recapping 
and repair equipment except for 
recapping or repair of truck 
tires 8.25 by 20 and larger” with 
the following: “Tire retreading, 
recapping and repair equipment 
including full circle and sectional 
air bags.” 


No increase in total produc- 

















[———— 


. C.-D. C, 
Price $2 50 
Shipping Wat. 164 Ibe. 





In Electro-Line, beauty is a good deal more than skin 
deep! Down even to small details you will find careful 
workmanship —competent handling —the unmistak- 
able trademarks of production skill and efficiency. 
Electro-Line controllers are supported by national 
advertising. Every Electro-Line distributor and deal- 
er is receiving the benefit of Electro-Line’s consumer 
educational program. This expanding program is 
the result of careful study of stock-handling prob- 
lems of farmers, and is designed to prove the true 
worth of electric fencing. 

Let Electro-Line help you share the benefits of this 
new program by allying yourself with Electro-Line’s 
progressive policies. There’s an ever increasing con- 
sumer trend toward the Electro-Line controller — 
because it has so satisfactorily served so many of the 
nation’s farms. 

Electro-Line controllers are moderately priced and 
modernly styled — their impelling eye appeal in the Gobbers 
dealer’s store demands attention —their satisfying Only 
ELECTRO-LINE FENCE COMPANY 


120 North Broadway Milwaukee 2, Wisconsin 


Sold 
Through 











ANNOUNCE INCREASED CEILINGS ON. 
RIFLES, SHOTGUNS FOR CIVILIANS 


INCREASES AT ALL LEVELS 


Dealers, wholesalers to absorb some of manufactur- 
ers’ increase. 


2.65 per cent, and retailers, 3.15 | 
per cent. Of the 9 per cent in- | 
crease granted manufacturers of 
shotguns, wholesalers will absorb 
2.46 per cent and retailers, 2.84 | 
per cent. 
Retail ceiling prices on rifles | 
will be increased an average of | 
Parts, made these provisions. 14 per cent and on shotguns, | 
Confirming a previous an-| 2.3 per cent. Retailers who buy | 
nouncement, made after a meet- | direct from the manufacturer at | 
ing between OPA and mem-| prices paid by wholesalers may | 
bers of the firearms industry as | increase their maximum prices 
outlined in the Jan, 4, 1945, issue | by the same amount as other re- | 
of Harpware Ace on page 122 | tailers, thus absorbing the com- | 
manufacturers have been granted | bined amount required of whole- | 
an increase of 8 per cent above | salers and other retailers. 
present ceilings on rifles, of | OPA said that no price in- | 
which wholesalers will absorb | crease was provided for pistols | 


Increases in ceiling prices fer | 
manufacturers of rifles and shot- | 
guns for civilian use, to be ab- | 
sorbed in part by wholesalers | 
and retail dealers became effec- 
tive Jan. 22, 1945. Amendment | 


No. 3 to MPR No. 254—New | 
Small Firearms ond Firearms 


| cluded in the study of the fire- 


and revolvers which were in- 


arms industry, but which are not 
yet authorized for civilian pro- 
duction. 

In the same action, dollar-and- 
cent maximum prices are set at 








all levels for the “Springfield” 
line of rifles and shotguns. OPA 
found this necessary because the 
Springfield line was not sold on 
the basis of a list price in the 
manufacturer’s catalogue which 
could be referred to in the previ- 
ous amendment setting prices for 
other lines. The prices for the 
Springfield line are based on 
normal margins for other brands 
of shotguns and rifles made by 
the same manufacturer. 





Maximum Prices 
. to Consumers 
Model (Including Federal 
Article Number Excise Tax) 
Shotguns 94 $11.25 
Shotguns 94P 17.35 
Shotguns 311 29.35 
Shotguns 5151 30.85 
Shotguns 5151ST 34.80 
Shotguns 39 17.65 
Shotguns 38 14.60 
Shotguns 238 16.35 
Rifles 87 & 872 20.00 
Rifles 087 20.70 
Rifles 87M 29.15 
Rifles 85 17.30 
Rifles 085 18.05 
Rifles 86 15.40 
Rifles 086 16.10 
Rifles 84 12.05 
Rifles 084 12.75 
Rifles 15 6.15 








Drastic Curtailment on 
Outdoor Use of Electricity 
For Advertising, Display | 


J. A. Krug, Chairman, WPB, 
has announced a nation-wide 
“brownout” order effective Feb. 
1, 1945, prohibiting certain speci- 
fied types of electric lighting as 





or hospitals; or directoinal or 
identification signs for any simi- 
lar essential public services the 
lighting of which is specifically 


certified to be necessary by local 
public authority. (b) Directional 
or identification signs using not 
more than 60 watts per establish- 
ment, for doctors and for hotels, 
and other public lodging estab- 
lishments, 

Edward Falck, director of the 
WPB’s Office of War Utilities, 
will administer the order, which 
is effective throughout the na- 
tion. Provision is made, how- 
ever, for the Office of War Utili- 





ties to exempt from the order’s 
terms any section of the country 
where it is determined that com- 
pliance will not reduce the con- 
sumption of coal or other scarce 
fuels. (Example — power sup- 
plied by hydroelectric stations.) 

As one of the penalties for non- 
compliance, the new order pro- 
vides that WPB may direct the 
discontinuance of electric service 
to any consumer who willfully 
violates the order. 








one phase of the program to 
alleviate the critical fuel short- 
age. Utilities Order U-9, the new 
restriction, virtually eliminates 
use of electricity for outdoor ad- 
vertising, ornamental and dis- 
play lighting. 

Under terms of the new WPB 
order, no electricity may be used 
for the following purposes: 1. 
Outdoor advertising and outdoor 


On Lower 


In order to encourage produc- 
tion of low-priced electric irons, 
the Office of Price Administra- 
tion announced an adjustment 


Some Makers May Seek Price Rises 


Priced Electric Irons 


provision under which narrow 
margin producers may apply for 
price increases. The action will 
affect a relatively small number 





of firms that have been autho- 
rized to make a limited number 
of electric irons to retail for less 
than $5. OPA said that the 
great bulk of the electric iron 
manufacturers will, as previously 
announced, market irons at no 
change from March, 1942, prices. 








promotional lighting; 2. Outdoor 
display lighting, except where 
necessary for the conduct of the 
business of outdoor establish- 
ments; 3, Outdoor decorative and 
outdoor ornamental lighting; 4. 
Show window lighting, except 
where necessary for interior il- 
lumination; 5. Marquee lighting 
in excess of 60 watts for each 
marquee; 6.. White way street 
lighting in excess of the amount 
determined by local public au- 
thority to be necessary for public 
safety; 7. Outdoor sign lighting, 
except for: (a) Directional or 
identification signs required for 
fire and police protection, traffic 
control, transportation terminals 


EASE SOME MATERIALS 
FOR LUGGAGE 


General Limitation Order L-284 
(Luggage) has been amended to 
bring the order in conformity 
with Priorities Regulation No. 
25 and to permit the free use 
of aluminum and the use of cop- 
per and copper base alloys when 
authorized under Order M-9-c 
(Copper) and zine and zine al- 
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loys when permitted under Order 
M-11-b (Zine) in the production 
of luggage, the War Production 
Board reported Jan. 8. 

The order formerly prohibited 
the use of aluminum, copper and 
zine including their alloys for 
luggage hardware. Restrictions 
on the use of aluminum are 
lifted, but the uses of copper 


and zine and their alloys remain 





under control except as may be 
permitted under Order M-9-c and 
Order M-11-b, WPB said. 


JOHN W. RIEDELL 
FIELD SECRETARY 
FAIR TRADE GROUP 


John W. Riedell has recently 
been appointed field secretary of 
the American Fair Trade Coun- 
cil, New York City. He was 
formerly on the staff of the 
American Management Associa- 
tion, prior to which he was con- 
nected with the Compensation 
Insurance Rating Board. 
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PLENTY OF COLD WEATHER AHEAD! 
PLENTY OF CHIMNEY SWEEP SALES 


TO BE MADE! 


Be Wise! Why “Coast” Along, When You Can Pocket 
those Easy Profits from Chimney Sweep Soot Destroyer 
















S long as people need warmth, they'll need Chimney 
Sweep Soot Destroyer. And as long as they need 
Chimney Sweep, you stand to make money. 


Chimney Sweep Soot Destroyer is one of the fastest sell- 
ing items in hardware history. A young item, too, but in just 
a little more than a year, sales have zoomed—doubled, even 
tripled, and dealers from coast to coast have been cashing 
in, making profits they never figured on under wartime con- 
ditions. Heavily backed by radio and newspaper advertis- 
ing, Chimney Sweep sales are just beginning to roll. 








A display of Chimney Sweep Soot Destroyer makes sales 
on sight, and makes ‘em fast. There's still plenty of time for 
you to make profits from Chimney Sweep before spring. If 
you haven't already ordered—or if stocks are getting low— 
order from your jobber today! 
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HERE’S THE ‘‘TRIPLE THREAT’’ DEAL 


THAT DOES THE BUSINESS! 





NO. 1896 KEY DEALER ASSORTMENT 


This popular combination includes everything you need to do a ‘‘bang-up”’ job or 
CHIMNEY SWEEP. Here is what you get in two specially packaged cartons— 


OPEN STOCK 2 doz. Trial size 12 oz. cane— § 6.96 


LIST PRICE (For Best Discount Order in Case Lots) © Retail value ..........++-++++: 


1 doz. 48 oz. cans— 12.00 


2. Metall value 0.6. .lS es eee 


List Retail 
No. Size Per Case Wt. Per Doz. Price 3. ‘FREE . 
A 48 oz. Standard 1 doz. 43 Ibs. $12.08 | $1.00 each WITH THIS DEAL 
A-1 | 12 oz. Trial Z doz. 24 ths. 3.48 .29 each A —_—w Window Display, a colorful 
ee or Mhalline yp Re aid 
c Ibs. p ‘ y ; 5 Py $ 
6 Ibs. Economy Vo doz 43 Ibs 22.68 1.89 each Total Retail value $18.96 38 























Your Price Oaly .......cssecsees 








G. N. COUGHLAN CO. manuracturers, west ORANGE, N. J. 
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Watch -prices—Dollar-and-cent 
retail prices for imported Gruen, Hel- 
bros, Rolex and ‘Midos watches have 
been set by OPA, revising Price Regu- 
lation 499. The order also requires each 
watch be tagged or labeled by the im- 
porter to show the style name or 
number of the watch. 

. . > 

Furniture pricing—Amending 
Price Regulation 188, OPA has an- 
nounced it will give ceiling price in- 
creases to manufacturers of several 
types of low-priced essential wooden 
furniture, to stimulate production, if 
the manufacturer's maximum price is 
below his total cost for such items and 
if the adjusted price is within specified 
cut-off levels named in the Amend- 
ment. Also, retailers are provided by 
OPA with a method for pricing furni- 
ture when covered with material fur- 
nished by the retailer. This order, un- 
der MPR 188 was effective Jan. 18 for 
manufacturers, and Feb. 5 for all other 
persons. 

a * 7 

Steel warehouse regulation 
—A new regulation—order M-21-b-3— 
has been announced by WPB, which on 
Feb. 1, replaces two previous orders. It 
supersedes and cancels the two former 
steel distribution orders, M-21-b-1 (gen- 
eral steel products) and M-21-b-2 
(merchant trade products). The new 
order, M-21-b-3, eliminates some of the 
discriminatory features contained in the 
former orders, and ends the require- 
ment of base tonnage and warehouse 
certificates on general, or heavy steel 
products. However, M-21-b-3 requires 
the distributor, from Feb. 1, to keep 
record of the replaceable tonnage sold 
from stock. This was not mandatory 
under former regulations. Separate ac- 
count must be kept for general steel 
products and merchant trade products. 
Beginning Feb. 1, stock replacement 
orders issued to a producer or another 
distributor will be in correct form only 
if they are endorsed as follows: 

(For general steel products) W. H— 
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distributors G.S.P. stock replacement 
order. 

(For merchant trade products) W. H. 
—distributors M. T. P. stock replace- 
ment order. 

* o . 

Steel production—In the face 
of an avalanche of new steel orders, 
further extended deliveries and an in- 
crease in the number of pressure 
points by consumers, the steel industry 
this week was still struggling against 
the ravages of recent and current 
weather, repair difficulties and the pros- 
pect of a greater manpower shortage, 
reported The Iron Age, in its Jan. 18 
issue. The steel ingot rate was esti- 
mated at 93.5 per cent of rated capacity 
unchanged from a week ago, all at- 
tempts to lift the activity back to the 
pre-holiday and pre-storm level having 
failed so far. A continuation of pro- 
duction difficulties as wel] as transpor- 
tation tie ups will have serious conse- 
quences on steel deliveries and will un- 
doubtedly be reflected for some time 
to come in the magnitude of steel prod- 
uct carryovers which have been mount- 
ing recently. All the characteristics of 
an expanding seel market which were 
reflected in the early days of the war 
have attached themselves to the steel 
industry once again. Buyers who six 
months ago were inventory conscious 
and living off accumulative materials 
have depleted their surplus. 

e = . 

Cast bathtubs—WPB has au- 
thorized output of 50,000 cast iron bath- 
tubs in the first 1945 quarter, for essen- 
tial uses. Five manufacturers have 
been designated to produce these, by a 
recent direction under order L-42. 

* - * 


Furniture patterns — WPB 
has ‘lifted restrictions on the number 
of furniture patterns manufacturers 
may make. Previously they could pro- 
duce only 25 per cent of the patterns 
they offered in Sept., 1941, or 24 pat- 
terns, whichever was greater. “While 
the manpower and material situation 


does not permit manufacturers to offer 
a wide variety of patterns at present,” 
WPB said, “removal of the restrictions 
now will enable them to expand their 
lines quickly and employ more people 
whenever the situation changes.” WPB 
also relaxed its controls to allow sub- 
stitution of metal for wood in office 
chair manufacture, provided a manu- 
facturer does not increase production 
above his doller volume the last three 
months of 1944, and that no article of 
furniture contains more than 95 per 
cent of metal by weight after the sub- 


stitution. 
* 7 . 


Industrial dishwashers — 
Amending order L-248, WPB now au- 
thorizes a small size commercial dish- 
washer, and a popular size commercial 
glasswasher, to be produced for sale to 
hospitals, institutions, and industries, 
and to “fill other essential needs to 
maintain adequate sanitary conditions.” 
The dishwasher will have a minimum 
capacity of 500 dishes per hour and the 
glasswasher will have a minimum ca- 
pacity of 2,000 glasses per hour. Pre- 
viously, order L-248 prohibited produc- 
tion of any glasswashers, and per- 
mitted only dishwashers having mini- 
mum capacities of 1,500 up to 5,000 
dishes per hour. WPB expects definite 
savings in critical materials because 
there have been a number of instances 
where the smallest dishwasher previ- 
ously permitted has been purchased for 
an installation where it is far too large 
or for use as a glasswasher. Restric- 
tions limiting the amount and kind of 
materials that can be used are still in 
effect, and only war models, using no 
stainless steel and a limited amount of 
copper, will be permitted. 

+ . . 


Copper in 1945 — Estimated 
total refined copper production avail- 
able to the United States in 1944 was 
1,780,000 short tons or only two per 
cent below the record year of 1943. 
However, domestic mines and fabri- 
cating plants were severely drained of 
their manpower during the year so that 
the mine production rate at the end of 
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Only ‘ARMSTRONG 
BROS.” Pipe Vises 
offer all these impor- 
tant features: 


Solid centered jaws that prevent bending of 
small pipe, thin walled conduit and tubing. 
Oval-ended handles that will not pinch hands. 
Extra strength where strength is needed .. . 
and a fineness of design and an accuracy in 
machining that marks each a quality tool. 


‘ 


Standard Pipe Vise 


- Unbreakable drop 
forged steel hooks. 


. Oval handle ends, will ¥ 
not pinch hands. 

. Special steel screws 
with long-wear threads. 

. Replaceable tool steel 
Jaws, small sizes with 

solid centers. s 
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Chain Pipe Vises 


1. Portable. ° Combines maxi- 
mum capacity with minimum 
weight. 

2. Jaws drop forged with pat- 
ented solid centers. 

3. Drep Forged Handle and 
Base with hardened Nut and 
special Steel Screw. 

4. Proof-tested Chain. 






Pipe Vise Saddle 


1. Attaches Instantly te 
round or square pests. 


3. Handle drop 
forged with 
hardened 
steel nut. 


4. Link chain proof tested. 


ARMSTRONG BROS. TOOL CO. 


- Peopie 


e CHICAGO, U.S. A 


e 
J)4 N. FRANCISCO AVE 





Eastern Sales Office: 190 Lafayette St., M. Y. 
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1944 was only 76 per cent of the March 
peak. The outlook for 1945 domestic 
mine production, even with a 10 per 
cent increase in the present working 
force, indicates a further decrease of 
more than 11 per cent below 1944, while 
increased Army requirements for am- 
munition for 1945 bring the total de- 
mand now to a higher level than the 
1944 peak rate. This situation will 
necessitate the maintenance of maxi- 
mum production with the available 
manpower from both foreign and do- 
mestic mines and plants, with all-out 
effort at all operating properties. Fur- 
thermore, additional manpower must be 
obtained for brass mills, copper wire 
mills and ammunition plants in order 
to meet the Army ammunition program. 
* * * 


Aluminum in 1945—despite 
the accumulation of ample stocks of 
both aluminum and magnesium ingots 
in 1944 the most significant develop- 
ment is the recent upswing in the mili- 
tary demand for aluminum fabricated 
products. Aluminum prosessing drop- 
ped 25 per cent from the peak in 
March, 1944, to Oct., 1944. After this 
drastic decline in production, it will be 
difficult to reverse the trend in 1945 on 
account of manpower shortages, WPB 
says. Right now, the extremely tight 
situation in aluminum sheets has forced 
WPB to instruct the Aluminum Co. of 
America, the country’s largest alumi- 
num producer, to accept no more orders 
for the first four months of 1945. 
Orders already received by the com- 
pany exceed its anticipated production 
for the next three months. During the 
wave of optimism that swept the coyn- 
try during last summer and the early 
part of the fall, orders by the military 
for aluminum sheet fell drastically, and 
every effort was made by consumers to 
use up accumulated sheet inventories. 
Although there was talk of drastic re- 
duction in certain programs, consump- 
tion of aluminum sheet did not fall— 
production did. The Aluminum Co. 
had acquired a large carry-over of 
finished aluminum sheet as a result of 
maintaining production despite declin- 
ing demand, had no alternative in the 
face of declining orlers other than to 
reduce production (with WPB ap- 
proval) allowing employment to drop. 

- * 2 


Tin in 1945—WPB reports that 
the probable consumption of tin in 
1945 will be close to that in 1944, but 
that, should Germany be defeated in 
1945, America’s consumption may drop 
as much as five per cent. The use of 
tin by the United States has somewhat 
increased since 1942—the totals being, 
1944—89,500 tons—in 1943—81,000 
tons and in 1942—86,000 tons. Prin- 












great neck 
wood 
chisels 


Hardened and tempered tool 
steel 

Beveled edges 

Heavy steel ferrule 

Fine sharp cutting edge 


other Great Neck lines 
hack saw blades— 
molybdenum 
tungsten 
high speed 
keyhole saw blades and handles 
wood chisels (plastic handle) 
screw drivers (plastic or wood handles) 


























TWO HELPFUL HINTS 
ON CASTER SELLING 





1. FOR MORE PROFIT 


Sell better casters. Bassick makes the widest 
variety of sizes and types in all price ranges. 

, By stressing the higher price ranges, you 
make more profit per unit and more satisfied 
customers. 


Sell Bassick ‘“‘DIAMOND-ARROW"’ 
Casters, the leading quality caster for fur- 
niture and office chairs. Patented two-level 
ball race construction for easy swiveling, 
economy, long life. 


2. FOR FAST TURNOVER 


Carry only popular sizes. A few popular num- 
bers will give you good turnover and enable 
you to take care of 90% of your customers’ 
requirements. 


For more profit and fast turnover, feature 
the quality line, backed by the most ex- 
tensive advertising program in the field 
.. . Bassick. 


TODAY Bassick Casters are available for re- 

placement and repair in limited quantities. 

Your jobber can supply you with a few of the 

more popular types and sizes. THE BASSICK 
COMPANY, Bridgeport 2,Conn. 
Division of Stewart-Warner Cor- 
poration, Chicago, Ill. Canadian 
Div.: Stewart-Warner-Alemite 
Corporation of Canada, Ltd., 
Belleville, Onc. 


Bassick 


MAKING MORE KINDS OF CASTERS 
MAKING CASTERS DO MORE 


° 
- 











‘contribute a larg- 


cipal consumption of tin in 1944 was 
divided as follows: brass and bronze— 
35,000 tons; tin and terne plate—26,500 
tons; solder—13,000 tons, and babbitt 
—8,000 tons. At present the great 
amount of tin used in the making of 
brass and bronze is to meet wartime 
naval and merchant marine programs. 
The present government stockpile of 
pig tin represents about nine months’ 
consumption at current rates. WPB 
emphasizes that tin conservation mea- 
sures will be continued in full through- 
out 1945. with no relaxation in its uses 
of tin in immediate prospect. In fact, 
in a new drastic move, WPB has an- 
nounced that sales of any jewelry or 
similar products containing tin will be 
prohibited after March 1, through an 
amendment to Order M-43, while no 
purchases of such products from manu- 
facturers for resale will be permitted 
after (last) Dec. 30. 


*. + *# 


Lead in 1945—With military 
requirements soaring monthly and with 
exports to our Allies increasing, the 
lead situation in 1945, say WPB of- 





ficials, “Will be very much worse than 
it was in 1944.” The greatest con- 
sumers of lead are manufacturers of 
storage batteries. Lead is also exten- 
sively used in the manufacture of cable 
covering pigments, ammunition and in 
the production of tetraethyl for making 
high octane gasoline. The critical lead 
situation is attributed chiefly to labor 
shortages. Smelting and refining ca- 
pacity is adequate, but the number of 
workers has been insufficient to bring 
production up to requirements. 


*- * *# 


Zine in 1945—The zinc posi- 
tion is “still comfortable” largely be- 
cause the government’s stockpile is 
growing, says WPB’s Tin, Lead and 
Zinc Division. The zinc concentrate 
situation will continue to be favorable 
in 1945 if all available concentrates are 
imported and if domestic production 
remains at the 1944 level. Zinc require- 
ments, however, are expanding because 
of the late upward revision of military 
programs. The production of cadmium, 
a by-product of zinc, used for plating 
aircraft parts and other important mili- 








Government 
provides regular 











services for which 
the citizens must 
pay. The extent 
of these services 
has increased tre- 
mendously during 
the past thorty 
years, with the re- 
sult that each tax- 
payer has had to 


er personal share 
to the costs of 
government. 


In the ten years 
from 1913 to 1923, 
per capita tax col- 
lections had al- 
most tripled for 
each man, woman 
and child, rising 
from $22.66 to 
$64.86. By the end 
of the next ten- 
year period per 
capita tax collec- 
tions dropped 
slightly but, in 
1937, tax collec- 
tions had hit an 
alltime high of al- 
most $100 for each 
individual in 
America. 


Expenditures for 


THE TAX FOUNDATION 
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national defense 


boosted this amount to $126.28 by 1941. When the full impact of the war 
was felt this year, however, per capita tax collections had almost tripled 
the 1941 figure, reaching a total of $364.39. 

Business taxes paid to the federal government also have increased tre- 
mendously. In 1930, they amounted to a little less than $2.5 billion. but 


they totaled $15.5 billion last year. 


With victory in sight. these burdensome taxes should soon decrease. 
Citizens, who have been helping to pay the high cost of global warfare, have 


a right to demand lower governmental and war expenses in the near future. 
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Steel for containers — WPB 








ore has amended order M-81, governing the 
lie use of metal for cans, and for closures 
oe for glass containers, to permit use of 
steel instead of substitute materials, 
er of A MP 
- Many of which are now more critical | 
& ‘ . 
than steel. In connection with this 
change, WPB reminds packers that - | 
metal containers, to replace substitute 
posi- packages, may not be available for | 
- be- some time. Also that, because of the | 
e is uncertain situation, there is no guar- | 
and antee that steel will continue to be 
trate available for these containers. Order | 
‘able M-81 has been changed so that packers | 
} are may use un-tinned steel, without quota 
‘tion restrictions, since supplies of sheet 
nire- steel are now more adequate than those 
ause of paper and other packaging materials. 
itary Practically all of the previous restric- 
ium, tions on tin for packaging purposes are | 
ting retained. WPB feels that the use of 
nili- metal instead of paper or other ma- 
terials for containers will save man- 
— power, for, in many instances, less labor 
is required to make and fill metal con- 
tainers than is required for comparable 





substitute packages. The usual priority 
on cans for military requirements and | 
for the food pack is assured. Order | 
M-81 provides that can manufacturers 
must supply these needs before produc- 
ing other types of cans. 





* * * 


1945 construction estimates | 
— Preliminary estimates of new con- | 
struction volume in the United States in 
1945, based on the assumption the war 
on both fronts will continue throughout 
the year, indicate an activity volume of 


BARNES 600" 





$3,250,000,000 WPB reported Jan. 15. P : : 
The volume £0G0bid fer 1945 is the You can be sure he'll really get the most satisfactory results with 
lowest since 1935. This estimated ac- a Barnes 600. Made especially for cutting tubing, sheet metal, 


tivity is 82 per cent of the 1944 volume 
and 24 per cent of the peak 1942 per- 
formance. Almost half of the 1945 blade to equal it! The “600” cuts faster, cleaner, and will stand 
volume will be accounted for by pri- 
yately-financed work as contrasted to 
40 per cent in 194 and 20 per cent in 
1942 and 1943, WPB said. December Identify yourself NOW with the fast-moving, “repeat sales” 
activity brought the grand total of new 
construction work put in place for 1944 


conduit, pipe or other thin section materials—there’s no other 


the hardest usage without breaking, or stripping its teeth. 


Barnes line and build for a profitable future with the line your 


to $3,940,000,000, which was slightly customers will ask for again and again. 
more than. half the $7,732,000,000 : 
volume of 1943; and less than one-third Investigate the Barnes line today. Call your Whole- 





the 1942 peak activity of $13,434,000,- 





ra 000. Activity volume for all major sale Hardware Distributor . . . or write us direct. 
od types of construction was less in 1944 ESTABLISHED 1919 
than in 1943, with the sharpest de- \ 

e- crease occurring in nonindustrial mili- r : W. ©. BARNES co. inc. 
ut tary construction, which declined to 

am $730,000,000, as compared with $2,423,- 

ye 000,000 in 1943. Government-financed 

e. industrial construction in 1944 totaled 
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IT’S TRIPLEX 


Threaded fasteners are made to HOLD parts 
together. The better they hold, the more secure 
the finished job, and the more secure the finished 
job, product, or assembly, the better the finished 
product. 

If you can get better holding power and at the 
same time have free running threads, you also 
save time in putting threaded fasteners to work. 

Those dre two reasons why so many experi- 
enced buyers of machine bolts, carriage bolts, 
stove bolts, lag screws, and cap screws prefer 
TRIPLEX. Turn your attention to TRIPLEX today, 
and a lot of your problems will pass away. 


THE TRIPLEX SCREW COMPANY 
5317 Grant Avenue . Cleveland 5, Ohio 








$745,000,000, or 38 per cent of the 1943 
volume. Housing, privately-financed 
industrial, and other types of construc- 
tion showed more moderate declines 
from 1943 levels. These figures exclude 
repair activity and in this respect differ 
from the construction activity estimates 
compiled by other Federal agencies. 
7 - x 


Chaim store, mail-order sales 
—Sales of chain stores and mail-order 
houses on a nation-wide basis amounted 
to a total of $15,500,000,000 for 1944, 
the Department of Commerce an- 
nounced recently. This represents about 
23 per cent or almost one quarter of the 
Nation’s total retail business. The 
record high dollar volume of chain-store 
sales in 1944 promises to exceed the 1943 
total by about 7 per cent—the gain for 
1943 over 1942 was about 2 per cent. 
In 1943 chain stores lost rather heavily 
to independents, especially in the gen- 
eral merchandise and food trades which 
account for about two-thirds of the 
chain-store business. Preliminary 1944 
estimates, however, indicate that gen- 
eral merchandise chains will average 
gains over 1943. 


REA power service—Despite 
wartime restrictions the number of 
farms and other rural consumers ob- 
taining electric service from REA- 
financed rural power systems increased 
by about 10 per cent during the fiscal 
year, 1943-44 according to the annua} 
report of the Rural Electrification Ad- 
ministration to the Secretary of Agri- 
culture, Claude R. Wickard. At the 
end of the fiscal year, REA systems 
were providing service to 1,152,013 con- 
sumers, an increase of 110,210 over the 
1,041,821 served a year previously. 





Develop the Confident 
Touch 


TUDENT pilots invariably hold 

the stick too tightly, observes 
“Andirons.” They are tense, ner- 
vous, fearful. Sometimes they freeze 
at the controls and cause a crash. 
The instructor’s task is to teach 
each student the light touch—the 
relaxed, confident, safe touch that 
marks only the expert airman. 

In general, the worried, hurried, 
anxious person makes the most mis- 
takes. He usually has less to show 
for his efforts. Many business 
crashes have been caused by men 
whose hands froze to the controls. 
Conversely, most of America’s lead- 
ing executives are easy-going fel- 
lows. They do not fret. They mas- 
ter the light touch. They do their 
work with confidence and quiet 
faith. 

—Northwestern National News 
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And Still Available for Hardware Distribution 


Harness Holder 
Made in Two Parts 


Complete attractive harness holder 
that can easily be affixed to wall of 
tack room. It will hold the harness in 





shape and conserve space. Each unit is 
made in two parts; the bottom plate 
fastens to the wall with screws and has 
two hard wood dowels over which the 
outside plate fits. No nails or screws 
are used on the outside unit, and the 
rack is made in four parts. Bridal rack 
is made to conform to the shape of the 
bridle, and the breast plate rack is re- 
cessed at the back. The reins and mar- 
tingale unit has three wooden pegs, The 
seins are rolled and placed over the 
top peg and then the buckled end is 
slipped over the second peg. Set comes 
in individual units and is affixed in a 
vertical position to the wall. For con- 
venience the bridle rack is about 6 ft., 
6 in. from the floor. Distance between 
the bridle rack and the breast plate 
rack is approximately 18 in., and is 
measured by the length of the bridle so 
that the bits will rest 2 in. above the 
breast plate rack. The units are made 
from seasened pine and enamelled in 
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Chinese red, opal, grass green, etc. For 
a slight additional cost, a set may be 
enamelled in the colors of individual 
stables. Ben B. Poblocki & Sons Co., 
2159 S. Kinnickinnic Ave., Milwaukee 
7, Wis. 


Booklet on Electric 
Welded Tubing 


Entitled “Better Products with Elec- 
tric Welded Tubing,” this book!et has 
been prepared by the Formew Steel 
Tube Institute, Cleveland, Ohio. ‘ells 
how electric welded tubing is made, 
and shows many pictures of how it is 
used, with explanations of why it is 
used for that particular equipment. I) 
was written to and for product design- 
ers, and contains both war-time and 
peace-time uses. Has specifications for 
various types of tubing application 4, 
and offers a complete handbook to en- 
gineers who may be interested. TIllus- 
trates the many ways tubing may be 
assembled. Last page is a table of con- 
tents. 


So-Lo’s Wood Plastic 


Product, according to the maker, is 
waterproof, subject to very little shrink- 
age, and will take nailing, planing, saw- 
ing, screwing, etc., as wood itself would. 
Keeps soft and workable for years. 
Available in a neutral shade which can 
be finished in any desired color. Packed 
in convenient sizes 1/3 lb. and 1 Ib. jar. 
Also may be had in 5 gal. and drum 
sizes. So-Lo Works, 1504 Times-Star 
Bldg., Cincinnati 2, Ohio. 





Rat Killer 
Economy Package 


“Economy package” of Quick-Death 
rat killer is available. Cans contain 100 
pellets, fortified with red squill. Con- 





venient to use, quick-acting in effects, 
but non-poisonous, says The Ohio 
Products Go., North Madison, Ohio. 





Surplus Property 
Pamphlet of Standards 


The Surplus Property, Board has pub- 
lished a pamphlet containing sections 
XII, XIII, XIV, and XV of the Hand- 
book of Standards for Describing Sur- 
plus Property. It is available at the 
office of Superintendent of Documents, 
U. S. Government Printing Office, 
Washington 25, D. C., at the price of 10 
cents per copy. The sections cover the 
following classes of property: XII, rail- 
road transportation equipment; XIII, 
aircraft and aircraft components; XIV, 
ships, small water craft and marine 
mechanical equipment; and XV, motor 
vehicles, tractors and miscellaneous 


‘transportation equipment. It is not a 


list of surplus property that is available 
for sale, but a list of minimum stan- 
dards to be used by contractors, and 
government owning agencies in describ- 
ing inventories. 
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MORE SHOVELING Less Straining! 


hen workers are s 


















Ts SS 





have proved their ability to “dig in and 
take it away” and their durability under 
the toughest construction and material 
handling jobs. 

MAGOR Shovels have blades made of 
specially treated steel which gives them 
both strength and flexibility, and our 
NORMALIZING process prevents split- 
ting and turning of the cutting edges of 
the shovels. You can safely recommend 
MAGOR Shovels knowing that they 
make good on the job. 


@ 7693 


. . . . e 
“ In peacetime and in wartime service 
these correctly balanced and sturdy tools 





JOHNSON XLO Music Wire attractively 


packaged meets the demands for small lots 
of highest quality steel wire. It comes to 
you in “4 Ib., ¥ Ib., 1 Ib. and 5 Ib. units. 
Complete range of sizes, .003” to .200” dia. 


a 


WORCESTER I, MASSACHUSETTS 


NEW YORK AKRON 
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JOHNSON STEEL & WIRE Co.INc 


CHICAGO 








Booklet by General 
Mills Mechanical Div. 


Entitled “Geared to Your Tomorrow,’ 
this pictorial booklet is the first pre- 
view of postwar plans for the General 
Mills Mechanical Division, General 
Mills, Inc., Minneapolis; Minn, Book- 
let outlines two major fields of en- 
deavor: first, to produce for industry, 
precision devices, machines, tools, jigs, 
fixtures, and equipment, and further, to 
offer the services of its development 
and engineering staff in devising new 
precision mechanical products. «Second, 
under the head, “Better Helps for 
Homemaker,” the booklet states that 
from the plant will come an entirely 
new concept of portable electric home 
appliances and home-making aids. Con- 
siderable space is devoted to Betty 
Crocker and the home service staff in 
the development and testing of appli- 
ances. Background of the new division 
is outlined, including reason for its de- 
velopment, and its progress. At present 
this plant is completely occupied on 
war orders. 


? 


Aluminum Cookie 
Sheets 


Display Equipment & Mfg. Co., divi- 
sion of Detroit Store Fixture Co., 3931 
Grand River Ave., Detroit 8, Mich., has 
started production of aluminum cookie 
sheets, as permitted by the “Spot Au- 
thorization Plan.” Cookie sheets are 
made of 18 gage bright finish alumi- 
num in two sizes, 10 by 13 by %& in., 
and 12 by 14 by % in. 





Trico Fuse Bulletin 


On Test Clamps 


Bulletin No. 7, illustrates and de-* 
scribes a line of test clamps, with solder 
or solderless lugs attached, for making 
heavy duty temporary connections, 
motor and meter testing, jumpers, cable 
and bus-bar taps, battery charging, 
welding, and other shop and laboratory 
uses. Copy available upon request. 
Trico Fuse Mfg. Co., Milwaukee, Wis. 





Booklet on Flux 
for Silver Soldering 


Superior Flux Co., 913 Public Square 
Bldg., Cleveland, Ohio, has issued a 
four-page bulletin describing Superior 
No. 6 flux for silver soldering, with de! 
tailed instructions for its use. Superior 
No. 6 is an alkaline, non-corrosive, non- 
fuming flux, containing no free fiuo- 
rides, with a temperature range of 800 
deg. It is said to have a strong and 
prolonged action on metal oxides, and 
also a powerful capillary action on the 
molten solder. Can be used with any 
low melting point brazing alloys or sil- 
ver solders, for joining both ferrous and 
non-ferrous metals and alloys. Twenty 
other welding and brazing fluxes in the 
company’s line are listed. 
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NO OTHER CLOTH 
LIKE IT! 








uke a SPONGE 


Cleans, Dries and Polishes ' 
LIKE A 


CHAMOIS 


Used WET, DAMP 
or DRY 


ALSO A SWELL 
DISHCLOTH 


Holds amazing 
amount of water. 
Used like a 
Chamois for 
cleaning, drying, polishing. Dry, 
it’s perfect for dusting. 


CANNOT UNRAVEL. Hidden 
stitch locks each thread. Re- 
sult: dense, long-wearing surface. 
Handsomely put up in red, white 
and blue display bands. Free 
counter folders. 


ORDER INTRODUCTORY ASSORT- 
MENT NO. Z3 PACKED IN DISPLAY 
CARTON. IF YOUR WHOLESALER 
DOESN'T HAVE IT SEND US HIS 
NAME. 

2 Pieces DUET +100 @ $1.00 $2.00 

2 Pieces DUET #75 @ .75 1.50 

7 Pieces DUET #50 @ .50 3.50 

12 Pieces DUET #25 @ -2% 3.00 

3 Pieces Total Retail Value $10.00 


ANOTHER PRODUCT OF 


AMERICAN SPONGE & CHAMOIS CO., INC. 
NEW YORK 7 SAN FRANCISCO 5 
47 Ann St. 245 Mission St. 


Producers of 
AMSCO CHAMOIS and MERMAID SPONGES 


National Cellulose 
Distributors “Serr 420 Sponges 
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Folder on Remington 
Automatic Calculator 


Pamphlet describing the automatic 
printing calculator, which prints a com- 
plete accurate record of every problem 
in multiplication, division, addition and 
subtraction, according to the maker. 
Two full page pictures of the calcula- 
tor are shown, one in color, and also 
several other smaller illustrations, point- 
ing out the various features of the 
machine. Instructions on the different 
uses of the calculator are given... Two 
pages are devoted to the different fields 
it may be used in, with sub-titles of the 
specific uses it may be put to in these 
fields. Remington Rand Inc., Buffalo, 
Me a 


Portable Electric 
Hand Searchlight 


No. 411, Big Beam, provides a bril- 
liant beam that gives daylight visibility 
for any night job or emergency. A 
portable, rechargeable, electric hand 
searchlight, it will project a beam for 
a distance in excess of 2500 ft., says 
the maker. For close-up work, an in- 
terchangeable lens diffuses the same 
volume of light over a wider area. 
Lamp head can be turned in any di- 
rection, and stay adjusted. Metal 
handle is designed for perfect balance 
of lamp while it is carried. Has a 
sturdy, heavy duty battery, especially 
designed to be shockproof. Lamp 
head is 7 in. diameter, 22 gage steel, 
heavy baked enamel] finish. Button is 
mounted on head for fastening floor- 
light or colored snap-on lens. Con- 
tainer is made of 18 gage welded steel, 
finished in two coats of acid and salt 
water resistant durable baked enamel. 
Switches are single pole toggle type. 
There is one for each bulb mounted in 
head of lamp and finger tip control. 
Main bulb, 6-volt, 2.35 ampere, pre- 
focused base. Many accessories are 
available for this searchlight... Now 
sold for restricted uses, it will be avail- 
able for sport use and the like after 
the war. U-C Lite Mfg. Co., 11 E. 
Hubbard St., Chicago, IIl. 





Booklet for Veterans 
On Starting a Business 


Published by the National Associa- 
tion of Better Business Bureaus, 212 
Cuyahoga Bldg., Cleveland 14, Ohio, 
this booklet is primarily prepared for 
the estimated three million veterans 
who will go into business for them- 
selves. The booklet briefly describes 
the requirements for obtaining loans 
under the G.I. Bill of Rights, the busi- 
ness “opportunity” schemes to avoid, 
and lists sources of additional informa- 
tion where practical advice on the sub- 
ject may be obtained. Booklet is avail- 
able free to any member of the armed 
forces who requests it. Booklet points 
out the risks and the factors which 
cause failure, thus providing, in part, 
assurance of success. 





His 

Good Will 

Depends on 
Your Good 


Judgment — 






The Pecora line is an old “buy-word” 
with the hardware trade. Experience 
has demonstrated over many years that 
there is no satisfactory substitute for 
high quality and it is this extra ability 
of Pecora products to render complete 
satisfaction that has brought customer 
after customer back to the counters of 
hardware stores for “more of the 
same.” Build up your profits with the 
following items: 


PECORA 


CALKING COMPOUND 

A leader since 1908. Will not dry out, crack 
or chip when properly applied. Gun and 
knife grades. 

ROOF COATINGS 


Plastic and liquid forms. Fire resisting, 
weatherproof, sunproof, acid and alkali 
proof. More durable than paint. Costs less. 
WATERPROOFINGS 


“Klere-Seal” and “Varseal” types; also 
Black Asphaltic Waterproofing in paste of 
liquid form. 


ASBESTOS FURNACE CEMENT 


A good and trustworthy friend of every 
furnace repair man. 


METAL & WOOD SASH PUTTIES 
STOVE & BOILER PUTTY 
PERFECT PATCHING PLASTER 


WRITE 


FOR 
|=lole) 4m a. 





PECORA 


PAINT COMPANY, INC. 


Established 1862 by Smith Bowen 


Lawrence & Venango Streets 
PHILADELPHIA 40, PENNA. 
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GIVES that— 
Expensive Leather Look 


America’s Finest 
Specially Prepared 


ASCO 
LEATHER & 
SADDLE SOAP 


25e 50e 
SELLER 


PRESERVES 
CLEANS 
SOFTENS 
POLISHES 


*Good on all leather except suede. 








Ask your jobber or write to 


ASCO CHEMICAL CO. 
641 Lexington Ave., Brooklyn, N. Y. 








TROY 
0) BEST 


FILE HANDLE. <Assures better workmanship and 
safety to user. It can't split. 


FILE CARD—cleans files, taps, and dies quickly and 
thoroughly. 


TROY FILE WORKS 


Troy, Est. 1831 N. Y. 





PATENTED ——— 








THEY PULL—CLINCH—HOLD 
The outstanding fastener for making, repairing 
screens, garden furniture. frames, etc. 

ORDER NOW FROM YOUR JOBBER 


SUPERIOR FASTNER CORPORATION 





2949 Elston Ave. Chicago (18), ii. 











—— 


STEEL MORTAR BODS 
N 


and handle 
Edges are bear- 
tiy reinforced. 
The fork:is 
pressed «from 
heavy gauge 


Write for prices, 
The Cleveland Wire Spring Ce. 
. R 88ch St. and Hamilton Ave. 





L@ _ © __Gevelena. Ohio © 








) WHITLOCK Sugo4 CO. NEW YORK 7,N.Y. { 
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Woodman’s Pal 
Brush Cutting Tool 


Designed to be used by foresters, 
farmers, country place owners, water- 
shed superintendents, park supervisors, 
and sportsmen. Tool combines in one, 
axe, brush hook, draw-knife, and spade. 
Made in two models, No. 284-G2, ser- 
vice finish, with a black safety sheath, 
and No. 281-P2, deluxe finish, with a 
red lacquer safety sheath. Victor Tool 
Co., 340 Chapel Terrace, Reading, Pa. 





Youngstown Kitchen 
Builder’s Booklet 


Containing 24 pages, this booklet is 
entitled, “The Builder’s Kitchen,” and 
it shows in detail how Youngstown 
steel kitchens meet the requirements 
of: low costs, easy to install, readily 
handled, modern, top quality, and timed 
delivery, according to the maker. In- 
cludes statements and illustrations of 
Youngstown kitchens from builders 
throughout the country, commenting on 
these kitchens. Mullins Mfg. Corp., 
The Youngstown Pressed Steel Divi- 
sion, Warren, Ohio. 


Water-Sorber 
Dehumidifier 


General Aid Conditioning Co., Oak- 
ley, Cincinnati, has developed a new 
dehumidifier, called “Water-Sorber.” 
Unit has three receptacles arranged one 
below the other, in terrace fashion, to 
catch the residue liquid in descending 
stages and to permit the liquid, which 
contains active chemical, to continue to 
absorb additional moisture. Another 
feature of this dehumidifier is its 
chemical cubes, which expose many sur- 
faces which remove much moisture, as 
the surfaces present a large absorption 
area. Air passed over the chemical 
cubes, and enteré at the bottom of the 
cube container through perforations in 
a “Flue-Action.” A single unit will ser- 
vice from 800 to 1000 cu. ft. For a 
larger area two, three, or more “Water- 
Sorbers” are used as required. De- 
humidifier is designed for both home 
and industrial use. Complete unit is 
shipped inside an air-tight metal con- 
tainer, and can be set up readily in a 
short time. Extra supplies of cubes are 
available in 10-lb. cans. 





“Hit Parade” Album 
Released by Sonora 


“Hit Parade” album, MS-470, con- 
tains four two-sided records namely, 
“Ac-cent-tchu-ate the Positive,” “Every- 
time We Say Goodbye,” “I'll Walk 
Alone,” “Time Waits for No One,” 
“The Very Thought of You,” and others. 
Records feature Mark Warnow and his 
orchestra, with vocals by Jerry Wayne 
and Vera Barton. Sonora Radio & 
Television Corp., Chicago, Ill. 











( MERE'S WHAT \ 
FOLKS NEED 
to repair walls, floors, 
furniture, woodwork or 
plaster. This plastic 

repait material comes 

in powder form... just 

mix with water and 

use. Will aot shrink. 

Sticks and stays pat. 













with NOT SHRINK 
STICKS AND STAYS Diy 
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Your jobber con give immedicte 
delivery on Durhom's Rock-Herd 
Weter Putty. Pocked twelve 1-b. 
cans or four 4-Ib. cons to case. 
Alse available in 25, 50 and 
100-Ib drums for industriel users. 


DONALD DURHAM CO. 
Des Moines lowe 










The PLASTIC Repair Material 
in POWDER Form 









FOLDING 
CHAIRS 


Upholstered and 
Plain. Many styles 


' PROMPT SHIPMENT 
ADIRONDACK 
CHAIR COMPANY 


1142 BROADWAY 
NEW YORK 1, Nv. Y. 


Proces° 








“‘RUNSH 
arench 


cHAM 


MADE IN U.S.A. 


ASK YOUR JOBGBER 
FOR OUR EXTRA VALUE 
SEWED PIECE CHAMOIS 
HOYT & WORTHEN TANNING CORP 
HAVERHILL. MASS 


Gripper Clips 
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GIBSON GOOD TOOLS, INC. . 
Orange, Mess., U.S.A. 
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CLIP-RITE 
CcCOOK’S 


SUPER VALUE 
NAIL CLIPPER 


Due to the war, "Clip- 
Rite,” “Gem" and “Gem, 
Jr." Finger Nail Clip 
cre unavailable. atil 
conditions permit thelr 
sale, remember the name: 
CcooK! 


THE H. C. COOK CO. 
27 Beaver St., Ansonia, Cons. 
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Changes 


New products and new 
trade names are constantly 
being added to the listings 
fer the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 


HARDWARE AGE 
100 E. 42nd St, New York 17, N. ¥. 
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RETAILS 





‘YOU CAN OFFER 


A BIG VALUE / 


-- and a natural for your paint and brush 
department. “Little Doc” Brush Cleaner re- 
news old brushes and keeps new ones in top 

condition. Comes 24 to a colorful 
eounter display. 

Step up your volume with this 
and the four companion items: 
“Little Doc” Window Cleaner Con- 
centrate, Ten Minute Car Wash, 
Rug and Upholstery Cleaner Con- 
centrate and the Refrigerator 
Cleaner. Write today. 


GUS J. SCHAFFNER CO. 





534 Cal 
Avelon. Dittsburgh. 2 Pe. 


fornia Ave 
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Jabsco Bronze Pumps 
With Flexible Impeller 


Pump designed with the flexible im- 
peller, which is said to be simple, prac- 
tical and economical. It is gearless, 
noiseless, reversible, self-priming and 
water lubricated. Has only one moving 
part, a tough, oil resistant synthetic 
rubber impeller, which is said by the 
maker to create a near perfect vacuum 
for instant self-priming. It’s self-lubri- 
cated by water, and other nonmetal lu- 
bricating liquids. Pumps are reversible, 
and can be mounted at any angle and 
operated in either direction with equal 
efficiency. Available in four models, 
B, % in. intake, and % in. outlet; 
C, % in. intake and % in. outlet; 
D, % in. intake and % in. outlet; and 
F, 1% in. intake and 1% in. outlet. 
May be used in all fields such as ma- 
rine, farm, canneries and food prod- 
ucts, pumping coolants, bottling and 
industrial uses as washing machines, 
ink plants, match factories, oil refiner- 
ies, etc. Jabsco Pump Co., 8306 Wil- 
shire Blvd., Beverly Hills, Cal. 





1945 Edition Credit 
Manual Commercial Laws 


The 37th annual edition of this hand- 
book of the laws governing business 
transactions, gives a summary of the 
Federal laws and regulations which 
affect general business transactions. 
Foreign trade regulations, the Walsh- 
Healy Act, the Robinson-Patman Act, 
Wheeler-Lee Act, Fair Trade Laws, and 
Regulation W, are among the topics 
discussed to give the business men a 
quick reference summary. One exten- 
sive chapter deals with the new joint 
regulation of the War and Navy depart- 
ments on settlement of terminated war 
contracts. Also included is a chapter 
covering the rights of the seller in 
cases of contract cancellations, and one 
dealing with the laws in the several 
states on the Assignment of Accounts 


Receivable. National Association of 
Credit Men, 1 Park Ave., New York 
City 16. 


General Catalog No. 22 
On Trucks 


Catalog containing 76 pages, has a 
three-color printed cover with a special 
file tab. Published by The Lewis-Shep- 
ard Co., 300 Walnut St., Watertown, 
Mass., all the installation photographs 
of the trucks are reproduced in duo- 
tone. The printing process gives a third 
dimension to illustrations of the ma- 
terials handling equipment shown in 
operation. Also has large size pictures 
of the actual equipment. Special sec- 
tions are included on lift trucks, skid 
platforms, power fork trucks, stackers, 
cranes, floormaster floor trucks, storage 
racks, and a large selection of specially 
built equipment for unusual jobs in 
production process and in storage. 
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PROFITS 


BECAUSE eo UY Ultier Hem yuu'‘ve ever 


handled returns you so 
much sound, steady profit, 
or your customer such 
complete satisfaction. . 


X-ACTO 
DISPLAYS 
CATCH 
THE EYE 


and that’s why constant 
repeats make X-ACTO a 
sure way to profits. 


Address Inquiries to Alfred 
Field & Ce., sole distributors 

in Hardware 
bers Street, 












TO BOOST YOUR SALES 
KNIFE-EDCED 
ADVERTISING THAT 
CUTS THROUGH 


Our national “big push” in 


publications =, people 
who buy from e plus 
strong, coneching Dealer 


X-Acto Knives with 8 inter- 
changeable blade types offer a 








KEY BLANKS 


OF EVERY DESCRIPTION 
3 
GRAHAM MFG. CO. 


Derby, Conn., U. S. A. 














PRECISION LEVELS 


without Prierity 





Available from stock 











LINE LEVELS 
Other levels for every use 


Write for New Catalog 
HALL -sniiiony & beinds WoORKS 


Established hio in 19193 
Hibernio Bldg., New Orleans 12, La. 












Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 
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Cony 
A SKY POWER 


MOTORLESS 


WATER SYSTEM 




























Millions of 
farmers have long 
awaited a running 
water system, complete 
on the farm and low in 
agrees cost. Now comes 
realization of that dream 
with the Monitor motorless 
water system. 
Pressure controls will 
Monitor wind- 
mill fully automatic — 


war. You can start your 
sales campaign today. In- 
stall Monitor Sky Power 
windmills on the farms in 


Controls are available tl 

can be attached to 

mills you sell now, chu 
assuring you of a 

. Lay eerste follow- 


Siecle 
to start i 
your share of 
the sales. 








| SRY POW SS 
WINDMILL WATER SYSTEM 
THE Monitor LINE 


DEEP WELL WATER 
SYSTEMS © WINDMILLS 
* HAND PUMPS e 
PUMP JACKS e EN- 
GINES © WATER WELL 
SUPPLIES 















e BRANCHES e 


BAKER MFG. CO.: Minneapolis, Minn.; 
Madison, Wis.: Fort Dodge, Ia.: Cedar 
Rapids, Ia.; Fredericksburg, la.; Omaha, 
Neb.: Kansas City, Mo.; Enid, Okla.: 
Hutchinson, Kan. 


AXTELL CO.: Fort Worth. Tex.:; Amarillo, 
Tex.: Lubbock. Tex.: San Angelo, Tex. 


BAKER MANUFACTURING CO., 


EVANSVILLE, WIS. 
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Conventions Cancelled 


California Retail Hardware Assn. 

Illinois Retail Hardware Assn. 

Nebraska Retail Hardware Assn. 

New York State Retail Hardware 
Assn. 

North Dakota Retail Hardware Assn. 

Ohio Hardware Association 

Oklahoma Hardware and Implement 
Assn. 

Pennsylvania & Atlantic Seaboard 
Hardware Assn. 

Tennessee Retail Hardware Associa- 
tion 

Toy Manufacturers of the U. S. A., 
Inc. (American Toy Fair) 

Virginia Retail Hardware Assn. 

West Virginia Hardware Assn. 

Wisconsin Retail Hardware Assn. 


Feb. 13-14 Sacramento, Cal. 
Feb. 27-28 Chicago, Il. 
Feb. 20-22 Omaha, Neb. 
Feb. 13-14 Syracuse, N. Y. 
March 21-22 Fargo, N. D. 

Feb. 19-21 Cincinnati, Ohio 


Feb. 7-8 Oklahoma City, Okla- 


Feb. 28-March 2 Harrisburg, Pa. 


Feb. 20-21 Nashville, Tenn. 
March 5-17 New York City 
Feb. 19-21 Roanoke, Va. 

Feb. 12-13 Clarksburg, W. Va. 
Feb. 6-8 Milwaukee, Wis. 


As further cancellations are known they will be published in these columns. 


* 


= "oS 


Conventions Postponed Indefinitely 


New England Hardware Dealers 
Ass’n. 

New England Housewares Show 
(New England Housewares Club) 

Panhandle Hardware and Imple- 
ment Assn. 

Retail Hardware Association of 
Alabama, Inc. 


* 


Feb.20-22 Boston, Mass. 
Feb. 5-9 Boston, Mass. 
Feb. 5-6 Amarillo, Tex. 
May 14-15 Birmingham, Ala. 
x * 


No Report on These Conventions 


Arkansas Retail Hardware and Im- 
plement Association, annual conven- 
tion Feb. 12-13, 1945, at the Marion 
Hotel, Little Rock, Ark. George L. 
Turner, 322 E. Markham St., Little 
Rock, Ark., is secretary. 


Connecticut Hardware Association, 
annual convention, Feb. 13-14, 1945, at 
the Hotel Taft, New Haven, Conn. Fred 
T. Blish, Jr., Manchester, Conn., is sec- 
retary. 


Iowa Retail Hardare Association, 
annual convention and exhibit, Feb. 13- 
15, 1945, at the Ft. Des Moines Hotel, 
Des Moines, Iowa. Philip R. Jacobson, 
Mason City, Iowa, is secretary. 


Michigan Retail Hardware Associa- 
tion, annual convention and exhibit, 
Feb. 13-15, 1945. Headquarters at the 
Pantlind Hotel, Grand Rapids, Mich., 
and exhibit at the Civic Auditorium. 
Harold W. Schumaker, 1112 Olds Tower 
Building, Lansing 8, Mich., is secre- 
tary. 

Missouri Retail Hardware Associa- 
tion, annual convention, and exhibit, 
March 13-15, 1945, at the Hotel Jeffer- 
son, St. Louis, Mo. Louis Kreh, 323-324 
Wainwright Building, St. Louis, Mo., is 
secretary. 


Pennsylvania Wholesale Hard- 
ware & Supply Association, annual 
meeting, March 15-16, 1945, at the Hotel 
Astor, New York City. Samuel B. 
Smith, Steinman Hardware Co., Lan- 
caster, Pa., is secretary. 


South Dakota Retail Hardware As- 
sociation, will hold a series of 10 meet- 
ings throughout the state instead of a 
formal convention. Dates and places 
to be announced later. Earl Erlandson, 
Cottonwood, S. D., is manager-treasurer. 


Southern California Retail Hard- 
ware Association, annual convention, 
Feb. 15-16, 1945, at the Elks Club, 
Los Angeles, Cal. A. C. Kammeier, 
509 Rives Strong Building, Los An- 
geles, Cal., is managing director. 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 124 
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RIM SCREEN DOOR 
LATCH SETS 





Series No. 76-00-! 


A strong, well-designed latch will give long 
service, Easy operating thumb button locks 
latch securely. Dull brass, bright zinc, and 
Parkerized black finishes. Packed one, set 
in box with screws. For doors 7%" x !/2" 
thick, opening out. Latch case, wrought 
metal, Knob, wrought face with cast back. 
Outside escutcheon, beveled edge, 4!/2" x 
1". 


For 47 years Shelby’s consistent record of top quality 
has earned Builder preference and Dealer | 


THE SHELBY SPRING HINGE CO., Shelby, Ohio 


oh A SINCE (898 
S BUILDERS HARDWARE 


Geod Lovks — Beller bear 








pAchaimed 
FOR DISTINGUISHED SERVICE 
TO THE AMERICAN FARMER 


Order through Your Jobber 
EMBURY MFG. CO., WARSAW, N.Y. 
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Five of the blotters featured by 
The F. E. Myers & Bro. Co. 


Blotter Advertising 
For Myers Dealers 


ARTOON style advertising on 
blotters has been issued by 
The F. E. Myers & Bro. Co., Ashland, 
Ohio, in a series of eight subjects, 
five of which emphasize water sys- 
tems as aids to increasing farm pro- 
duction with a minimum of labor. 
The other three subjects stress Myers 
water systems and running water 
under pressure from the standpoint 
of household convenience. 
Imprinted with dealer’s name and 
address, they are presented to catch 
the in-school generation, to make 
them think of Myers equipment long 
in advance of their needs. Blotters 
also are being placed throughout 
communities in post offices, banks, 
grange halls, public utility offices 
and other places frequented by the 
adult public. Copy is brief and il- 
lustrations show people, vegetables 
or farm animals. 





Efficiency Experts 
An efficiency expert is a man 
who knows les’ about your busi- 
ness than you do and gets paid 
more for telling you how to run it 
than you could possibly make out 
of it even if you ran it right instead 
of the way he told you to. 
—The Massachusetts Graphic 
Arts Bulletin 





Correct Answers to 
Test Your Hardware 
Sense. 


(Questions on page %%) 


1—Answer. $600 of the original value 
of the equipment has been charged off 
by the end of 1944. 

2—Answer. $480 reserve is set up for 
loss on doubtful accounts. This is 2 
per cent of $24,000. 

3—Answer. $7.31%. Multiply 22% 
pounds by 3214 cents the price per 
pound. 

4—Answer. $1.50. 

5—Answer. $2.27 freight on the ship- 
ment. Since the valuation of the ship- 
ment is over $20 the 60 cents freight 
rate would apply. 








ra New 
BETTER BRAND 








see the 


HOME GUARD 


wood trigger 
mouse trap 


McGILL METAL PRODUCTS CO. 
Marengo, Iiinois 




















Call Ryerson when 
you need steel — any kind, shape, 
or size. Large stocks are available 
at ten convenient plants. Ask for 


a Ryerson Stock List —your guide 
to quick shipment of steel. 


Principal Products include: 


Bars « Shapes « Structurals « Plates « Sheets 

Floor Plates + Alloy Steels « Stainless Stee! 

Shafting « Screw Stock « Wire « Mechanicel 

Tubing « Boiler Tubes « Reinforcing Steels 

Tool Steels » Babbitt » Nuts + Bolts « Rivets 
. Welding Rod « Etc. 


JOSEPH T. RYERSON & SON, Inc. 


Plants ot: 
CHICAGO, MILWAUKEE, ST. LOUIS, DETROIT, 
CINCINNATI, CLEVELAND, BUFFALO, BOSTON, 
PHILADELPHIA, JERSEY CITY 
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Classihied Opportumitien. Section... 





Positions Wanted 


ange Rate) ee an ieee 
SP ORES 00ds cotescbccdes . -$2.00 


sien Bvny Pert ter Bune adhe Tom atti 


BOXED DISPLAY RATES 
Ome fc  .ccccccccccverscccccecs $8.00 
REMITTANCE MUST ACCOMPANY ORDER 








TO MANUFACTURERS 
We are interested in New Lines for the 
Hardware and Automotive Jobber; either 
on Commission Basis or Will Carry Our 
Accounts, Coverage all Eastern States. 


R. F. NAUMAN 
State Tower Bidg. Syracuse, N. Y. 


ATTENTION MANUFACTURERS 
Old established reputable Canadian wholesale dis- 


ly in Western Canadas desires to add 
new lor present and post-war 

prising general cutlery, china aad 
€ 5 iis and appliances, 


Address Bex H-649, care of HAROWARE AGE 
100 East 42nd St., New York 17, N. Y. 


WILL PURCHASE FOR CASH 
ENTIRE STOCKS 
HARDWARE — PAINT — TOOLS 
We also buy and sell Hardware Fixtures. 


WILLIAM BROUDY 
72 a Ave., Brooklyn, N. Y. 
el, Everorten 8-2547, 8-1728 











ATTENTION, TOOL BUYERS CONTEMPLATING 
A VISIT TO NEW YORK CITY. Mail Orders Given 
Prompt Attention. No Priorities Needed. National 
Known Brands in hry PLIERS—Lineman, Diagonal, 
Long Nose. WRENCH ES—Sizes or Sets, Box Open End, 
Adjustable. SocKET SETS—'4—%—'/2—%" Drive. 
CASTERS—Stee!l or Rubber Wheel 2 te 10”, all sizes 
Boning Knives, Huating Knives, Electric eo 
ing trons, Mandrels, Grinding Heads, and 

other items om the Hard to Get and Critical tist, 
Write to J. C. Farber, Wholesale Distributor 

98 Park Place, New York 7, N. Y. 











DEPENDABLE WHOLESALE weg 
50,000 WEEKLY. Year hatches. 
Purebreeds & C s. Postal brings ng 
ture. STANUVARD HATCHERIES, 121 W. 
Third St., Terre Haute, Ind. 





FOR SALE—THREE BOWSER MEASUR- 
ING PUMPS and TANKS, Fig. 69, made by 
Bowser & Co., Fort Wayne, Ind. Address T. J. 
Spillane, Archbald, Pa. 





WANTED: RETAIL a SALES. 
MAN FOR Store in Eastern Washington. Must 
be thoroughly familiar with building hardware, 
paint and household furnishings, and be ex- 
perienced in buying and general business man- 
agement. Reference required. Excellent oppor- 
tunity for any one in a 
position. wages, low living costs. 
ment of availability required. Address Box 
H-656, care of Hanpwann Acs, 100 East 42nd 
St., New York 17, N. Y. 


i 





SELLING ORGANIZATION OR TOP 
SALES REPRESENTATIVE calling on house- 
ware and hardware trade. Exclusive territories 
open for men with experience—nationally adver- 
tised Chemical Product through newspapers and 
radio. Terrific sales material for consumer ac- 
ceptance—product approved. State experience 
and territory you cover in first letter. Statement 
of availability required. Address K-20, care of 
Harpware Ace, 100 East 42nd St., New York 
17. N. ¥ 





SALESMAN WANTED. WHOLESALE 
DISTRIBUTOR OF Nationally known line of 
Socket Sets, Box Wrenches Sets, Open End 
Wrench Sets. Also Standard Brands of Hand 
Tools, for Connecticut and New Tersey. Call on 
hardware trade. Good opportunity. Can make 
prompt shipments. Statement of availability re- 
quired. Address K-30, care of Harpware Ace, 
100 East 42nd St., New York 17, N. ¥ 





WANT TO REPRESENT REPUTABLE 
FIRMS for home appliances, p!umbing and heat- 
ing specialties, huilders’ hardware, electrical 
goods and industrial supplies on exclusive hasis 
for the territory of New York. New Tersey and 
Connecticut on brokerage hasi«. Address Box 
K-27, care of Harpware Acer, 100 East 42nd St., 
New York 17, N. Y. 


SALES REPRESENTATIVE ESTABLISHED 
ELVE YEARS wants manufacturers line 





Sant 


for j of hardware, builders, 
electrical appliances and supplies, 
beating, mill, marine, industrial supplies, 
equipment, for Texas, Oklsboma, Arkansss. 
. Address 4823 Lemmon Ave., Datla 
alia Seastnwe and department store trade. Cor- 
. Texas 


BUILDERS’ HARDWARE EXPEBT, with 
knowledge of manufacturing wanted by Corpora- 
tion desirous of producing or preferably assem- 
bling a complete line of hardware under their 
own tradename for export. Good opportunitv for 
right party. Address Box K-21, care of Hanp- 
xs Ace, 100 East 42nd St., New York 1”, 
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WANTED TO BUY 
Established Hardware and Paint Store 
in Community of 10,000 to 25,000 Popu- 
lation. Good Location and Reputation 
Essential. Adequate Cash Available. 
Best References. Communications Strict- 
ly Confidential. 

oe te Box K-29, care of nAnoware AGE 
100 East 42nd St., New York f j. Ve 


PACIFIC COAST REPRESENTATION 


Established Manufacturers Representatives, 
selling Hardware ob- 
bers and Chain Stores, pe California, 
Oregon and Washington. In the hardware 
trade 25 years. Write us. 

ALAN P. CLINE AND ASSOCIATES 
116 New Montgomery St., San Francisco 5, Calif. 























MANUFACTURERS 


INTERESTED IN CANADIAN SALES, 
WIDEAWAKE, reliable Canadian Sales 
Organization, having long-established con- 
nections with Wholesale Hardware, Chain 
and Department Store Trade, can accept 
Representation for a few additional fac- 
tories who Canadian factory 
agents operating on a commission 


Postwar programs now being laid out 
for profitable representation. 


H. HACKING CO. LTD. 
144 Water Street, Vancouver, B. C. 
(Est. 1916) 
BRANCHES FROM COAST TO COAST IN CANADA 











Reliable party wants to buy established hard- 
ware store with clean stock. Preferably located 
within 50 miles of Albany or Mohawk Valley. 
Small community with some industry preferred. 
Kindly state particulars as to location and neces- 
sary investment. Answer to Box K-6, care of 
rg Ace, 100 East 42nd St., New York 
17, N. 


LINES WANTED FOR NEW ENGLAND 
AND NEW YORK STATE by Experienced 
Sales-Organization . Boston Showroom and 
Warehouse . . . Dun and Bradstreet rated . . 
Plan for Post War now. Address Perkins Sales 
Co., 610 Newbury Street, Boston 15, Mass. 


WANTED: BY MANUFACTURERS AGENT. 
Experienced in the sale of tools. A ‘line of 
Saws, Wood and Cold Chisels, Drills, Taps and 
Dies, Wrenches, all Screw Drivers. Picks, Mat- 
tocks, Axes and Hammers, Pliers, Electric Tools 
& Grinding Heads. For distribution through 
Hardware, Mill Supply and Automotive jobbers 
and dealers in Pennsylvania, Delaware and 
Maryland. Address Box K-1, care of Harpware 
Ace, 100 East 42nd St., New York 17, N. Y. 


SALESMAN WANTED: EXCELLENT OP- 
PORTUNITY FOR Permanent Position. Gen- 
eral hardware experience required. Knowledge of 
power tools desired. Give references—ace-- 
mer employment. ‘Statement of availability re- 
— Ott Hardware Company, Santa Barbara, 
alif. 


SATESMEN, RELTARLLE MANUFAC. 
TURER HAS TERRITORIES Open for Sales- 
men for good volume merchandise as side line. 
Excellent opportunity for the right men. In re- 
plying please give details as to territory covcred 
and lines of merchandise carried. Statement of 
availability required. Address Box K-2%, care of 
a Ase, 100 East 42nd St., New York 
17, N. Y. 


MAN WANTED FOR RETAIL HARD- 
WARE STORE. Must be experienced in gen- 
eral hardware, paints and electrical supply. Apply 
by letter only. State name, age, experience and 
wages expected. Statement of availability re- 
quired. Write O. N. Rosenberg & Son, 12 Main 
St., Haverstraw, New York. 




















INCREASE YOUR INCOME SELLING 
Helm’s Government Approved, Pullorum Con- 
trolled Chicks. Hatching continuously. Nation- 
ally advertised for years. [Illinois Hatchery, 
Metropolis, Illinois. 





FOR SALE—Large Quantity BOLTS-NUTS- 
SCREWS, in bulk at tremendous savings. Wilmo 
Supply Co., 191 Main St., Orange, N. J. 





SILVERWARE AND CUTLERY FIRM 
NATIONALLY known in the silverware and 
cutlery industry wants sales representatives in 
territories not already covered. Must be well 
known among the wholesale hardware, department 
store, chain store and housewares trade. Staple 
volume line, protected territory, strictly commis 
sion basis. Statement of availability required. 
Address Box K-24, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 





TWO EXCEPTIONAL SALESMEN 
WANTED, locate Boston or New York, for old 
established firm supplying balanced line to indus- 
try and hardware, drug, auto access. jobbers. 
Salary plus bonus, restricted territory, real oppor- 
tunity. Requirements—heavy sales experience, 
industrial or consumers’ goods, or general sales, 
car, initiative, state age and past experience. 
Statement of availability required. Address Box 
K-28, care of Harpware Ace, 100 East 42nd St., 
New York 17, N. Y. 





AGGRESSIVE, YOUNG HARDWARE 
SALESMAN, twelve years’ experience in Build- 
ers’ Hardware, tools, pipe fittings, etc., to dealer 
trade, desires connection with manufacturer or 
wholesaler. Rated orders available. Direct ship- 
ments to customer, or can warehouse if necessary. 
Straight commission hasis only, on merchandise 
shipped. Address K-22, care of Harnpware Ace. 
100 East 42nd St., New York 17, N. Y. 





DISTRIBU TOR—Interested in acting as dis- 
tributor or manufacturer's representative for New 
York City and any parts of the eastern seaboard. 
Have numerous contacts with department stores, 
hardware dealers and jobbers and with public 
utilities and various manufacturing plants. If 
unable to make deliveries at present, interested in 
discussing post war _ renresentation. Address 
MEI AIRE DISTRIBUTING CO.. 420 T-exing- 
ton Ave., New York 17, N. Y. 





EXECUTIVE BUYER DESTRESS CONNEC- 
TION WITH Reliable Wholesale Hardware 
Jobher, thoroughly acquainted with the hardware 
trade. Thirty years’ practical experience. con- 
servative, yet progressive. Age 52. Statement of 
availability reauired. Address Box K-26, care 
of oe Ace, 100 East 42nd St., New York 
17, ‘MWe Xe 





MANUFACTURERS ATTENTION: DROP 
SHIPMENT JOBKEK well rated, located Mid- 
west with Live National Sales Urganization de 
sires items to sell furniture, hardware, toy, juve 
respondence invited. Address Box K-8, care of 
Lae Ace, 100 East 42nd St., New York 
1 
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Here’s your winter 


“WEATHER PROFIT” 


PREPARE FOR HEAVY STORMS AHEAD 
WITH MASS DISPLAYS OF 


lerling ROCK SALT 


FOR ICE REMOVAL 


BE SURE you get extra 
profits from all winter 
storms — promote Sterling 
Rock Salt-.for use on slip- 
pery sidewalks, steps and 
driveways! With “Auger- 
Action” it bores through 
ice and hard packed snow 
— making removal easy — 
without chopping or pick- 
work, saving time and la- 
bor when both are scarce. 


your store right now! 

And check your stock. 
Make sure that you have 
plenty of Sterling Rock 
Sale on hand at all times 
to supply demand from 
householders, apartment 
houses, hospitals and other 
institutions, city and 


fice. buildings, and other 
retailers. Display it—sell it 
for extra profit! 
ORDER FROM YOUR 
WHOLESALER TODAY 





The more you display 
—the more you sell! 


10-lb. bags are paces “- 
a container, with free ad- : 
vertisi sal i You can sell one bag for icé removal at 
Samiiee coe — home, one to keep fa the car for emer- 
packed in convenient 100- gency use. 7 , Casy , Nd 

b. bags. Newspaper mats way to win friends 

for local adverusing avail- and an additional 


winter “weather 
able on request. profit’. 


Sell an extra bag to 
CAR DRIVERS! 

















Simple floordisplayscause — 
impulse purchases—so fea- , 
ture Sterling Rock Salt in |; 


county governments, of- ; 





INTERNATIONAL SALT COMPANY, INC. 


widaelshicli Peo Ps | 
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@ Let’s take the lid off 

and see what makes people come to your 
store! Right now with shelves and Vins partly 
empty you can still keep people coming 
through your door instead of the competitor's 
down the street. Still give them home main- 
tenance service and have a profit balance on 
your ledger. 


Ren T AN AMERICAN FLOOR SANDER TO 
YOUR TRADE. Here is a war-time answer to 
every hardware, paint and lumberman’s prob- 
lem, not only for present but future business 
development. 

Send in coupon below for free booklet on 
“How to Make More Money in the Floor 
Sander Rental Business.” 
















Edgers 
j Sanders and ‘ 
able Ne yay oe delay " mene 
betel with this business-buil ing 
<a opportunity. 


eRnIcAl 


MACHINE co. 
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are available again! 


DEALERS: Order thru your Jobber at once. 
JOBBERS: Write or wire for prices and sample. 


SEED FILTER CO. ¢ FREEPORT, N. Y. 














I'll Be Back When My 
Bigger Job Is Done 


CHORE GIRL will be back again— 
when copper is available for clean- 
ing use. In the meantime, don't 
forget her. Your customers won't. 


After the war, housewives 
will appreciate this famous 
HORE GIRL little cleanser more than 
TEXTILE CORPORATION 
Orange, N. J. 








I 
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ever. 


METAL 








If you’re a city fel- 
ler you don’t know 
how a leech sticks 
— but if you’ve ever 
been to the “ole 
swimmin’ hole’’— 
you know how a 
leech sticks. 





FLUID CEMENT 


REG. U. S. PATENT OFFICE 1932 


We believe Leech Cements, including a special Model 
Builder’s Cement, have moreall around uses than any 
other cementon the market. Attractively packed and 
carded in sales-compelling displays— carries good mar- 
gin for both retailer and jobber. You can add it to 
. your line at a profit. Drop us a postcard for prices. 


LEECH PRODUCTS CO. Box 20-C Hutchinson,As. 














SILENCE 
SLIDE SMOOTHLY 
40c SET - 10c SET -10c SET SAVE FURNITURE 
& FLOORS - CREATE QUIET 


Leok for name 
“Domes of Silence” 


Geru'™ TOMES 


SLIDE SILENTLY - SOFTLY - 

















For Tile, ee Cement and Bathroom Floors. 
Noi for metal beds, wood beds, large 
chairs and ail y fneeny 
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Gilmer Belts Div. U. Md Rubber Co..123 
Goodwin-Stanl Soe eceesdlassd 102 
Graham Mfg. Co. ................ 139 
Great Neck Sow Mis. GAc...-- 131 
Cy BS Wns Haas ncendtusee ms 120 
Hall Level & Mfg. Works......... 139 
8 yO ee 64 
Hamilton Beach Co. . 9 
Hanson Scale Co 13 
Hill-Shaw Co . 3 
ee . 19 
Home Equip. Mfg. Co. ........ 32 





Fanning Corp. 







Hoyt & Worthen 
Hi Com 


Lincoln Engineering oe '.. 
Lindemann, A. J., & Hoverson Co. a 
Lufkin Rule Co. 






Lux Clock Mfg. Co. .......4+..... % 
Magor Car Corp. ......... 136 
Mall Tool Co. . 36 
Manufacturers Screw Produc 30 
Marshalltown Trowel Co. 145 
Mascot Stove Co. ...... 14 
Masters Planter Co. .. 53 
McGill Metal Prod. Co. .. 141 
McKinney Mfg. Co. .... sig 
Meta! Textile Corp. ... ..144 
Midland Cat. <..:.:..-... stages. 101 
Mid-States Steel & ‘Wire Co...... 126 
Miller, Inc., Robert E. ........... 144 
Millars Falls. Go... o....vcsse-..... 59 
Milwaukee Lace Paper Co......... 12 
Minute Mop Co. ...........:..06- 104 
Moore Push Pin Co. .............. 145 
IR Bn cathe ntin a ssesen 139 
Myers & Bro. Co., F. E .......... 115 
Mystic Foam Co. .............6++ 113 
National Ideal Co. ............. 34 
National Mfg. Co. ..............- 37 
National Screw & ‘Mfg. Oe tcuins 147 
Dodiatatn’ Ce... os de'tiscccssctec 3% 
New York Wire Cloth Co. ....... 21 
Nicholson File Co. ............... 66 
Nockonwood Industries Lid. ...... 48 
Norcross & Sons, C. S. .......... 113 


Parker Mfg. Co. ........-..0-00-+- 24 
Pecora Paint Co. 1 
Peterman, inc.. wm 









Pioneer Gen-E-Motor bee: aa: 60 
Progressive Mfg. Co. ............ 60 
Red Devil Tools ................+- ‘* 
Remington Arms Co. ........+-+.+ 
Riegel Textile Corp. ...........+. 
Robert Mfg. Co. ...........-..0-- ro 
Rogers Isin ~~" & Glue Co. ..... 54 
Rabiseraet Co, ......5...05.-..% 16-17 
Russell & Erwin Wig. Geiici sss ccs 33 
Ryerson & Son, Jos. T. .......-..-+ 141 
ag pam Chemical Co. .. ip 
Louis ="s..'3 Mills ee 
Sthofiner Co. s J. 139 
Schalk Chemical Co. 44-45 
Schatz Mfg. Co. .... . 102 
Scholihorn Co., Wm - 4 
Seed Filter Co. ........0.--.-000+- 4g 
Sheffield Bronze Powder & Stencil 


Co. 
Shelby Spring Hinge Co. 


oe nootd 141 

Shelton Plane & Too! a 9 Co..... 40 
Sherman Mfg. Co., H. 8. ........ 7 
rset germ PPR: 145 
| 7 REG SD SEE Se ae 40 
ee RR ee ree a3 
Solo-Horton ae , eS See 63 
Speaker Corp., J. W. ......--+0+- 6 
Stanley Works ........e.0----sse0+ 2 
Stevens Walden, Inc. ............+ 3 
Superior Fastener Comp. a Ee 138 
Swift & Co. “Vigoro Div." ....... 3 
nglefoot Co. .......6.--.-.ee ees 56 
tore instrument Companies .... 31 
Templeton, Kenly & Co. ......... 139 
TREE, GOs casciscccccccccccccsd 118 
Triplex Screw Co. ......6....-0+5- 134 
Troy File Works ...........-0-0ee8 138 
WOU 8 od iig aca aaede ch bd5 5+ 04 58 
Union Fork & Hoe Co, ........... ! 
Union Hardware Co. ..........-++ 30 
United States Steel Corp. ....... * 
Utica Plastic Co. ......c.esceeres 32 
Vaco Products Co. ............-++ 40 
Warner Prod. 56 


Whitlock Suppl 
ao Tae 





Woodrun h Sone F 
Wright Steel & Wire Co., 6 
Spate Comennt fretee Oa:s 


ere Cece eee Pee eee 


Youngstown Mig. | 
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RadDevil Y 


THE LEADERS FOR OVER 74 YEARS 
Red Devil Glass Cutters and other 
painters’ tools and machines are designed to the 
times—there’s no substitute for quality. 

Send for Catalog 18 


RED DEVIL TOOLS. Irvington 11,N.J.,U.S.A. 



























TO MANUFACTURERS SEEKING 
AN EXPORT MARKET 


Leading American Foreign Trader with record of 50 years 
successful operations in foreign markets is ge addi- 
tional lines of important American producers of small 
hardware, naval hardware, builders’ hardware, tools for 
distribution throughout the Orient and Latin America. 

Head sales office for Latin America is established in 
Buenos Aires. Prewar connections in the Orient will 
be immediately re-established when conditions permit. 
Sales agencies under guidance of experts experienced in 
each market. 

If you are seeking clean aggressive representation write 
us Getails of your products for both immediate and postwar 
selling. If interested we will have a representative call on 
you for further discussions. 


Address Box K-25, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














FAULTLESS CASTER CORP. 


Evansville, Indiana 


Branches in Principal Cities 


SLAYMAKER LOCK COMPANY 
SINCE 1888 © LANCASTER, PENNA. 













Working full-tilt on war contracts, 
Columbian is nevertheless able to 
produce limited quantities of rope 
for civilian use, from the best pos- 
sible fibre authorized by the 
United States Government. In 
war, as in peacetime, it pays to 
use Columbian. 





COLUMBIAN ROPE CO. 








Edges Won't 
Curl nor Split 


—because their blades 
are made of TEM-CROSS 
Ingersoll Process Steel. 

It is cross-rolled to give an in- 
terlocking, mesh-grain structure, 
and heat-treated to hold edge 
keenness and to resist curling 
and splitting. Write for prices on 


INGERSOLL SHOVELS 


“A Borg-Warner Product’’ 
Address Dept. H.A. 
INGERSOLL STEEL & DISC DIVISION 
Borg-Warner Corporation, New Castle, Ind. 














Twin Pin- ups for Profits 


MOORE pusn-pins 


* THE PIN WITH THE HANDLE 


PUSH-LESS HANGERS 


* THE HANGER WITH THE TWIST 











Every home uses both Hangers and Push-Pins for 
heavy and light mirrors, pictures, wall decorations. 















MOORE Reng PIN COMPANY : Since 1900 


25 Berkley Street, Phila. 44, Pa 





* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 











FEBRUARY 1, 1945 
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')DEAL RUBBER CO., 200 FIFTH AVENUE, NEW YORK, N. Y. 


Oh meen el ies Ge-y.\ & 2-yeeue 
‘7S A WHOPPER / 


S 
SUA Ld 


TO RETAIL FOR 


10° HOUSEWIVES HAVE 
BLACK BEEN WAITING FOR IT! 


hee & small news item in a leading 
home magazine brought thou- 
sands of requests from every 
part of the country .. . from 
took for Idecl’s §=Honolulu! ... from South Africa! 
ag — Already hundreds of thousands 
ing Pods, Drain. | have been sold in leading chain, 
beard Mets and department, hardware and va- 
Both Mots. riety stores. 
Every home needs several of 
these sink stoppers for kitchen, 
bathroom and washtub. Made of 
durable, non-critical material. 


Orders being accepted now for 
new Ideal Bath Mats. 


Please ship us via 

C) gross SUCTION SINK STOPPERS (black) 
to retail at 10c 

C gross SUCTION SINK STOPPERS (colored) 


to retail at 15c 
Min. Shipm.— 1 Gross. 


with the turn of events, our 
roles atolaMectelal-te itll =< aleh dei lala d-telictemmelale| 


our quotas for civilian items set back. 


Nevertheless, we hope to 

ship some Kromex ware to hardware 
jobbers and dealers within the limits of 
government regulations and our capaci- 
nom olgole [iam ai ialoleimallale(-idiale Mell m dels 
production. Such outstanding items as 
the Kakover (illustrated) Kookie Sheet, 
Sizzling Oven Broiler and Casserole Ser 
ver are in process. Write today for de- 


Tell Mme lale Male lual-MNe) ME lo)ole\-1amal-tola-1 1mm Zell’) 


THE 


KROME X 


CORPORATION 


CLAIR AVENUE. N. € . CLEVELAND 14 


NEW YORK OFFICE 115 BROADWAY 


HARDWARE AGE 
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MADE BY NATIONAL SCREW ... 


Machine Screws are thoroughly inspected through 
all production runs. Top-flight quality is thus 
maintained at every stage of manufacture. 


Slot well centered, cut 
to proper depth. 


Smooth countersink, free 
from burrs, properly 
angled. Assures proper 
fit in mating part. 


Well formed head with 
flat bottom, with proper 
radius for strength. 


Smooth, strong, rolled 
thread, uniform Class 2 
fit. 


see Well defined lead thread, 


st ose 4 $ « 
ntl 
> a 
— - 7 * 
=e slightly tapered for easy 
—— starting. 
a Zs 


National Machine Screws are manufactured to American 
standard dimensions and tolerances. 

Only the best raw materials are used in their manufac- 
ture. For instance, National uses a higher carbon steel 
than normal, which produces a stronger than average 
product—an extra safety factor. 

The entire “quality picture” has been up-graded during 
this war period in meeting the exacting specifications of 
Army and Navy requirements. 

For machine screws and other headed and threaded 


products, look to National for the quality that builds 


attona 


NEADEO AND THREADED 


an, an ee a 2 


customer good will. 


THE NATIONAL SCREW & MFG. CO., CLEVELAND 4, O. 





BLULHOT 


ADJ URSEIPA BLE 


BOSS * 


KEROSENE Wnbitess 
a BURNER 
STOVES * RANGES 
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THE H@GweretlD Co. CINCINNATI, OHIO 
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